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NAIA In 63rd Annual 
Meet Stands Firm On 
Commission Cuts 


J.P. Wilson Report Points to Smick 
Actuarial Study Proving Such 
Reductions Unwarranted 


1960 AD CAMPAIGN BIG TOPIC 


Keen Interest in Safe Driver Insur- 
ance Plan Reported “Going 
Well” in California 








By Epwin N. EaAcgEr 
Chicago, Sept. 23— Members of Na- 
tional Association of Insurance Agents 
at their 63rd annual convention at Con- 
rad Hilton Hotel here this week, con- 
centrated on better selling of insurance 
coverages, improved educational facilities, 
even more effective national advertising, 
stressing services of independent local 














agents and proving to companies that 
rate differentials of stock insurers are 
based essentially not upon higher com- 
missions to agents but on higher average 
and total loss costs. 


Internal differences of opinion. which 
have enlivened sessions of the National 
Board of State Directors in past years. 
were at a minimum, the convention mov- 





| Election on Page 27 

See Page 27 of this issue for NAIA 
election of officers and executive com- 
mitteemen. Paul H. Jones is new pres- 
ident and Porter Ellis is vice presi- 
dent for coming year. 





ing along smoothly. There was some 
animated discussion on state allotments 
for the 1960 ad fund of at least $1,200,000, 
but it was brief. The states will go at it 
hard to raise this money. It’s expected 
that the minimum goal will be exceeded. 
The maximum would be about $2,000,000, 
not attained in either 1958 or 1959. The 
new ad program has been presented in 
detail and agents were told how to plan 
successful tie-in advertising for their own 
offices as the public gets boosts for inde- 
pendent agents from TV commercials 
and national magazine ads. 

An entire session Tuesday morning 
was devoted to better merchandising 
techniques. Les Giblin, nationally known 
sales authority and lecturer from Ridge- 
wood, N. J., gave a well received two- 
hour “shot in the arm” inspirational talk. 

Commission Cuts Not the Answer 
Emphasis upon the belief that commis- 
sion reductions are not the answer to the 

(Continued on Page 27) 
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National Association 
Meeting Marked By 
Serene Atmosphere 


Heated Debates Over Contro- 
versial Issues Absent at Big 
Philadelphia Convention 


KEEN DEBATE ON “FUNDS” 


Standing Room Crowd Hears C. G. 
Dougherty and Two Fund 
Executives; Ask Questions 














By CLarENcCE AXMAN 

Philadelphia — The annual convention 
of NALU meeting here all week is the 
quietest and least dramatic in its history 
although well attended. Harmony pre- 
vails. 

The gavel of the presiding officer re- 
mained in its leather holster at the all 
day session of the national council con- 
sisting of presidents and members of 
executive committee of more than 700 
associations. The session, where in for- 
mer days the hot news of the convention 
broke, was as quiet as a picnic on a lake. 
Marked was the contrast with some re- 
cent former meetings of the council when 
the Association’s top brass throughout 
the country made heated talks in con- 
troversies growing over the delay in con- 
nection with the building site 
which had been purchased in Washing- 
ton or in Group insurance where many 


former 


differences of opinion were given about 
high limits on individual lives. Group 
insurance drew no debate at council 
meeting, but was discussed in annual re- 
port of president Oren D. Pritchard. 
High value policies were not a subject of 
debate as the New York Insurance De- 
partment regulations become effective in 
November. The lobbies are not filled 
with excited members of the convention. 


Mutual Funds Debated 


But when Tuesday evening came the 
convention suddenly sprang into life as 
the evening was devoted to a panel on 


mutual funds, the participants being 
Charles G. Dougherty, vice president 
Metropolitan Life, and two representa- 
tives of well-known funds. Here was a 
topic which interested the entire con- 
vention. The hall was packed, many 
turned away. It proved a_ dignified 
forum at which points of view were for- 
mally given followed by questions and 
answers. Participants from mutual funds 
were officers of One William Street Fund 
and Wellington Fund. Their addresses 
are found elsewhere in this paper. Dan 
McGill, noted educator, was moderator. 
Mr. Dougherty emphatically declared 
that he did not believe that mutual funds 
should be sold by insurance agents or 
vice versa. They perform different func- 
tions. For any one to sell both is like 
carrying water on both shoulders. 
“As to what can happen to common 
stocks I have no crystal ball to give me 
(Continued on Page 15) 
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“No wonder I like to sell John Hancock’’ 
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His company wants him to aim high 








The man who earns the Chartered Life Underwriter The John Hancock man knows that his company, by 
designation is recognized as an insurance professional strongly encouraging CLU study, is actively helping 
by those he serves—and by his fellow agents, too. him to get ahead — just another reason why he likes 
People know they can rely on him for sound advice to sell John Hancock. 


on all life insurance problems. 
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Vice President North Has Had 


Much Organization Experience 


Philadelphia—William E. North, who 
is general manager for Northern Illinois 
ior New York Life with headquarters in 
fyanston, was elected vice president of 
VALU here this week. 

Mr. North has a long background of 
organization experience, having been in 
Chamber of Commerce work before en- 
fering life insurance, regarded as a fine 
training ground for administrative duties 
and the starting place for many men who 
later distinguished themselves as execu- 


tives. 
Before entering life insurance Mr. 
North was manager of Chambers of 


Commerce in two Oregon cities and was 
president of the State Association of 
Commercial Secretaries. Graduate of 
Oregon State College from which he re- 
ceived a degree in agriculture, he served 
inthe navy in World War I. 

Mr. North has been president of the 
lllinois State Association of Life Under- 
writers, president of the Chicago Life 
Managers Association and has been on 
the board of the Chicago Association 
which endorsed him for the post of sec- 
retary of NALU to which he was elected 
at the Dallas convention. He has been 
chairman of the committee on disability 





R. L. McMillon Elected To 
Office of NALU Secretary 





R. L. McMILLON 


Philadelphia—R. L, McMillon, district 
manager of West Texas for Business 
Men’s Assurance Co., with headquarters 
at Abilene, was elected NALU secretary 
here this week. He was nominated for 





trustee in 1957 by the West Central 
exas Association, was president of the 
Texas State Association that year and is 
a past president of the Abilene Associa- 
tion, He is also a past president of the 

Texas A. & H. Association. 

Graduate of John Tarleton College, 
Stephenville, Texas, Mr. McMillon 
served nearly four years in the Army 
Air Corps. He has been active in the 
Life Underwriter Training Council and 
on NALU committees, during the past 
year being chairman of the membership 
committee, 


- 
Stuart Rogers Studios 


WILLIAM E. NORTH 
insurance, chairman of the membership 
committee and last year headed the pub- 
lic relations committee. 


Louis Grayson Reelected 


As Treasurer of NALU 
Philadelphia—Louis J. Grayson, repre- 
senting The Travelers at Washington, 
D. C., was reelected treasurer of NALU 
here. 

Born in Hartford, Grayson is a grad- 
uate of M. I. T. and was for several 
years in plant management for U. S. 
Rubber Co. He joined The Travelers in 
1932. Currently chairman of the NALU 
finance committee, he has been, among 
other posts, chairman of the committee 
on affairs of veterans and servicemen, in 
which capacity he has testified before 
Congressional committees. 

Holder of the CLU designation, during 
World War II as a lieutenant colonel he 
had charge of life insurance, first in the 
Army, then in the Air Force. He was 
given the Wilner Memorial Award for 
outstanding service to the cause of life 
insurance by the Washington Associa- 
tion. 


Public Relations 


William E, North, chairman of the 
committee on public relations, cited a 
number of effective public relations ac- 
tivities at the local level and urged that 
“every local and state association should 
have an aggressive, well-balanced Public 
Relations Committee dedicated to creat- 
ing a better understanding of the role 
life insurance and the life underwriters 
play in every community in this land.” 

NALU headquarters has_ recently 
brought out a number of new public re- 
lations aids that are available. 





Field Practices 


William H. Pryor, chairman of the 
committee on field practices, devoted 


most of his report to the twisting situa- 
tion urging that all the separate groups 
within the business act to put an end to 
this evil. 





New President Has Heritage of 
Life Insurance Background 


Philadelphia—William S. Hendley, Jr., 
elected president of NALU this week, 
was imbued with the mission of life in- 
surance from the start of his career. His 
father, the late William S. Hendley, was 
manager of the South Carolina agency 
of Mutual Of New York for 27 years 
and was a 46-year veteran with: that 
company. 

The elder Hendley had been president 
of the Columbia Life Underwriters Asso- 
ciation, vice president of the South Caro- 
lina State Association and a leader in 
community and civic affairs for years. 

. S., Jr, is by preference an agent 
with Mutual Of New York at Columbia, 
where he was born, with 22 years sery- 
ice. : 

Mr. Hendley has had many years of 
NALU service on numerous committees, 
has been chairman of field practices, 
associations, membership and convention 
program committees and is presently a 
member of the building committee, hav- 
ing supervision of the new headquarters 
building project in Washington. 

He was elected a trustee in 1954, sec- 
retary in 1957, vice president in 1958. 
He has held all the elective offices of 
the Columbia Association and was exec- 
utive vice president and president of 
the: South Carolina State Association. 
His community activities are numerous 
and varied. He is a past president of 
Columbia, S. C., Junior Chamber of Com- 
merce; past commander of the American 
Legion Post; past chairman, American 
Red Cross. 





WILLIAM S. HENDLEY, JR. 


Mr. Hendlev is a graduate of the 
Citadel, famed military college of South 
Carolina, and was for several years a 
director of the Association of Citadel 
Men. He was in the service for five 
years during World War II, 22 months 
in the European theatre. He held the 
rank of major. 


Leonard T. Smith Debit Man, New 
Chairman Managers General Agents 


Philadelphia—Leonard Thomas Smith 
a debit man, is the new chairman of the 
General Agents and Managers Confer- 
ence. He is manager of The Prudential 
in Cranston, Rhode Island, and lives in 
Warwick, R. I. 

Mr. Smith is the first “debit man” to 
be elected head of this organization 
which has grown so fast that it has 7,000 
members. He succeeds L. V. Drury, man- 
ager of Sun Life of Canada at Phila- 
delphia. 

In first world war Mr. Smith entered 
the Marines when he was 18 and he is 
now a major in the Ancient and Honor- 
ary Artillery Company of Massachusetts. 
The country’s oldest military organiza- 
tion of civilians who fought in wars. 

Born in Somerville, Mass., he joined 
Prudential in 1922 and began selling in 
3oston. For 31 years he has been a dis- 
trict manager of Prudential. He has been 
president of both the Massachusetts 
State and Rhode Island State under- 
writers association and a director in 
New England General Agents and Man- 
agers Association and of the Providence 
Association. He is a past Exalted Ruler 
of the Elks. 


Women Leaders’ Dinner 

Philadelphia — Dinner of Women 
Leaders Round Table, formerly Women’s 
Quarter Million Dollar Round Table, was 
presided over by Suzanne Audet of Mon- 
treal. She is Prudential of Great 
Britain’s leading woman agent in Can- 
ada and retiring chairman of the Women 
Leaders. She was introduced by Hartley 
MeoNairn, Canadian manager of her com- 
pany. 

Principal man speaker was J. Harry 
Wood, LAMA’s managing director. 
Membership of the Women Leaders is 
now 300. 





LEONARD T. SMITH 


Future NALU Conventions 


Philadelphia—Here are two advanced 
dates: The annual conventions of NALU 
will be held in Miami Beach in 1963 and 
in Cincinnati in 1964. 


First NALU Meet for Derkay 


Philadelphia — Attending his first 
NALU convention here was its new ad- 
ministrative assistant, Lee Derkay, who 
has had responsible positions in public 
relations. He was. editor of the Junior 
-hamber of Commerce in Washington, 
D. C. for two years. 
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SOLD AMERICAN! 


Our American Family Plan 
SOLD! 


Our American Savings and 


Investment Plan 
SOLD! 


Our American 20 Payment 
Endowment at 65 


SOLD! 


Our American Return of 
Premium Rider (Available on 
All Permanent Forms of 


Insurance) 
SOLD! 


Our Mortgage Protection Plan 
Coverage Up to 40 Years— 
to Age 75 


SOLD! 


And Our Agents Are Selling 
More and More 
EVERY DAY 


If you want an agency opportunity of 

your own with one of the most pro- 

gressive insurers in the country today, 
get on the band wagon 


and 


SELL AMERICAN 


AGENCY OPENINGS IN ILLINOIS, IN- 
DIANA, OHIO, MICHIGAN, PENNSYL- 
VANIA, NEW JERSEY, WEST VIRGINIA 
AND CONNECTICUT. 


For complete information 


write in confidence to: 


AART HOOGENBOOM 


Vice President and Director of Agencies 


AMERICAN LIFE INSURANCE 
ASSOCIATION - 


BRIDGEPORT 5, CONNECTICUT 














National 


Association 


of Life 


Underwriters 





Arlene Weitzel, N. Y. Life, 


Women Leaders Chairman 


ARLENE WEITZEL 


Philadelphia — Arlene Weitzel, New 
York Life, of Burlington, Vt., is the new 
chairman of the Women Leaders Round 
Table. Graduate of University of Michi- 
gan where she majored in economics, 
she entered life insurance through an- 
swering the advertisement of a general 
agent who wanted a cashier. She didn’t 
want to be a cashier, but got interested 
in insurance and became an agent of 
New York Life. 

Miss Weitzel earned her CLU designa- 
tion in 1953. She has been awarded the 
National Quality Award four times. She 
is immediate past president of the Bur- 
lington CLU Chapter and the Burling- 
ton Life Underwriters ‘Assn. Last year 
she was chairman of NALU committee 
of women underwriters. 

She has three children, all college 
graduates, a son who has just entered 
business after army service; a daughter 
who is mother of two boys and another 
daughter who is a school teacher. 





Committee of Agents 


R. Edwin Wood, chairman committee 
of agents, said the committee believes 
there should be a better enforcement of 
the Statement of Principles between Na- 
tional Association of Investment Com- 
panies and NALU in regard to the sale 
of securities and life insurance by the 
same licensee. NAIC has been prompt 
in disciplining its members who violate 
the Statement of Principles. 





U. S. Treasurer Ivy Priest 
Sees Way of Life on Trial 


Philadelphia—Ivy Baker Priest, Treas- 
urer of the United States, declared that 
our way of life is on trial, and the 
choices that Americans now make may 
determine the course of freedom for 
many millions of people in the genera- 
tions to come. 

Speaking to a luncheon audience at the 
convention, Mrs. Priest declared that an 
inflationary society, disorganized and 
inefficient, and an indifferent attitude to- 
ward imprudent spending, could in time 
destroy the basis of both our economic 
growth and our national security. 

“America today,” she said, “faces both 
a future of remarkable promise and an 
economic challenge of serious import. 
Economists are virtually unanimous in 
their appraisal of the ‘golden 60’s’ as a 
period of economic growth and prosper- 
ity extending far beyond any present 
levels of production, employment, and 
economic well-being.” 

Mrs. Priest cautioned, however, that 
a large volume of investment funds will 
be required to build the new plants and 
equipment and provide the new jobs that 
will be needed if our economy is to keep 
fully in step with our growing popula- 
tion and improved technology. 

“The necessary capital can safely come 
from just one place—savings,” she said. 
“The excess of what people earn over 
what they spend. Yet, it is a regrettable 
fact that some few people today are ad- 
vocating policies that strike at the very 
heart of the savings process.” 

Mrs. Priest, who has combined suc- 
cessful careers in business, public serv- 
ice, and government, struck hard at 
those who minimize the dangers of infla- 
tion—especially those who would in- 
crease government spending programs. 

“The basic facts show,” she said, “that 
price inflation is still with us, and that 
inflationary pressures are continuing. 
Very clearly, there is nothing in the 
price and living cost pictures to warrant 
complacency over the inflation outlook.” 

The highest ranking woman official in 
the government took advantage of her 
appearance at the largest life insurance 
gathering in the country to praise the 
life insurance business for its vigorous 
campaign in support of a stable dollar 
and against inflation. 

“Life insurance institutions have not 
only performed an enormous public serv- 
ice,’ she said, “but have demonstrated 
once more an acceptance of private re- 
sponsibility for the public good which is 
the essence of our democratic system. 

“Possibly no other private institution 
in our Western World provides a more 
striking example of growth and adaption 
to the changing and highly individual 
needs of people.” 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 









— =| =" 


optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65 — Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
qualified General Agents in selected areas 





Loyal Protective Lire INSURANCE COMPANY 


BOSTON 15, MASSACHUSETTS 





Claris Adams Winner of 
John Newton Russell Award 














Harris & Ewing 
CLARIS ADAMS 


Philadelphia—Claris Adams, executive 
vice president, American Life Conver. 
tion, is 1959 winner of John Newton 
Russell Award. Most coveted award in 
life insurance, it is presented at annual 
conventions of NALU for extraordinary 
service to life insurance. 4 

That Mr. Adams would be this year's 
winner was forecast months ago, espe- 
cially evident because of the remarkable 
exhibition of courage and knowledge of 
the subject exhibited at hearings this 
year before the Ways and Means com- 
mittee of House of Representatives when 
insurance men gave the committee pre- 
paring ground work for enactment of 
new laws governing Federal taxation of 
life insurance companies their views. 
His brief, consisting of 52 pages of type- 
writing, was read by him shortly after 
leaving a hospital where he had under- 
gone operations for a malignant malady, 

Regarded as one of the country’s out- 
standing taxation authorities, he has for 
years figured in many situations affect- 
ing the industry as a whole in a wide- 
spread area. As an orator he has few 
superiors. His early life was spent as 
an Indianapolis lawyer where he was 
elected chief prosecuting officer for Mar- 
ion County. 





NALU Appoints Committee 
On Geriatrics; Kibrick Chr. 


Philadelphia—A committee on _ geri- 
atrics has been appointed by NALU with 
Isaac S. Kibrick, Brockton and Boston, 
one of top agents of the New York Life 
as chairman. The term “geriatrics” cov- 
ers a wide field of health, economics and 
social questions relating to old age 
Objective of the committee is that insur 
ance men are particularly interested in 
the economics of old age. 

Much of the individual agent’s work 
has been successful in the measure !t 
which they are conscious of “a man 
living too long.” The committee feel 
individual agents can do much in finding 
a niche for people over 65, locating 
fields in which jobs are available. They 
can help in other directions, too. 








Opens Agencies In Germany 

Philadelphia—Life Insurance Co: of 
North America is establishing two age" 
cies in Germany for writing insuranc 
on American personnel, both militaty 
and business. They will be at Munith 
and Frankfurt. ° 
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National 





Association 


of Life 


Underwriters 


in Philadelphia 





Philadelphia—“The time is here when 
the requirements to be a really qualified 
fife underwriter have again been upped, 
nd that additional requirement is at 
jeast an elementary understanding of 
yot only the terminology but also the 
dementary principles of investments,” 
I. Harry Wood, managing director Life 
Insurance Agency Management Assn., 
told the Women Leaders dinner. “This 
includes not merely the understanding of 
how financial institutions must offset 
their liabilities with assets, but more 
important!y, an understanding of how 
the nature of the liabilities determines 
the character of the assets, ie., of the 
investments. This concept applies to in- 
dividuals as well as to institutions. 

“for example, a commercial bank has 
demand liabilities, that is, all of its de- 
positors conceivably could withdraw 
their funds over a relatively short period 











Bi of time. The nature of these liabilities 
means that the bank’s investments must 
be both short term and readily market- 

ecutive ff able. 

Conven- f “On the other hand, a life insurance 

Newton company’s liabilities are long term and 

. fF not subject to such sudden demands. 
ward in f Therefore, the life insurance companies 
annual f are searching for longer term, higher 
rdinary § yield investments, and marketability is 

not important because their assets are 

s year's Ff wowing, rather than being subject to 

», espe- § withdrawal. 

arkablef “But both banks and life insurance 

edge of companies are alike in this respect— 

gs this F that each must invest in fixed dollar 
1s com- J assets because of the nature of their 

»s when ff liabilities which are also in fixed dollars. 

ee pref “On the other hand, a fire or casualty 

1ent of § insurance company may have a high per- 
tion of fF centage of investments in equities be- 
views, J cause the amount of a claim which they 

f type- F have will depend in part upon the price 

y after § level. ie., their liabilities are only in part 

under- § fixed dollar obligations. 

malady. § “The point is that all three institu- 

y’s out- f tions have arrived at correct decisions 

has for § in that they have analyzed the nature of 

affect- § their liabilities, and as a result the 

2 wide- § character of the inves‘ments which they 

as few § should make is self-evident. One could 

yent asm extend this analysis to other investment 
1e was § lstitutions. 

+ Mar-§ “Not only institutions, but also individ- 
uals have financial liabilities, that is, 
present and _ potential demands for 
money; and the nature of the liabilities 

‘ttee of the individual should determine the 
character of the investments which he 

Chr, § stould make, ie, where he should place 

| geri 

U with . . 

Bost. | State Law and Legislation 

rk Life Frank G. McNamara, chairman of the 

S$ cov committee on state law and legislation, 

ics and § said that there is a widespread miscon- 

d age B ception as to NALU’s stand on state 

insur: § regulation. The report said: 

sted inf “This committee reiterates and re- 
afirms its stand in favor of state regula- 

; work I tion of insurance as opposed to federal 

ure 0 B regulation. 

a mat # “It is believed by this committee that 

> feels B regional and local differences throughout 

finding the country call for a system of insur- 
ocating Hance regulation which can be adapted 
They ff to these differences and quickly modified 
‘0 meet changing local conditions. 
_Thus, we recommend and_ urge 
NALU’s National Council and board of 
tustees reaffirm our traditional position 
nany M support of state regulation of insur- 

Jo. of Mace, and to recognize that even though 

agel- & Slate regulation has its faults (as does 

uranct @"erything in this earthly existence), it 
ilitary ‘Nevertheless, the best system of insur- 






funich ce regulation for the United States.” 








Knowledge Of Investments Essential 
Today, Wood Tells Women Leaders 


his savings. ,This concept and a thorough 
understanding of it is necessary to meet 
this new competition with knowledge and 
fairness. 


“Before you become somewhat aghast 
at the fact that here is a new area in 
economics to understand, remember that 
your predecessors were also aghast when 
they realized that the developments 
which were new to them were also going 
to require additional study and knowl- 
edge. Make no mistake this new devel- 
opment, if one wants to be prepared for 
any eventuality, does mean some study 
on your own. 


“For managers and general agents it 


means not only study, but even more 
study to keep ahead of their agency 
forces in order to talk.sensibly about it 
in agency meetings or in supervision 
interviews. 

“For companies, it may mean the 
gradual inclusion in their intermediate 
and advanced training courses, of some 
study of the principles of investment and 
particularly the concept that the nature 
of the liabilities determines the character 
of the assets.” 











How many policies 
make a Program? 


In Occidental, it takes only one! 


Long ago we discovered you can sell more insurance 
and sell it easier by delivering everything the 
buyer needs in one package under one premium billing. 


Most Occidental policies — Life, Endowment or Term — 
can be ‘“‘chassis” plans to which we'll add these 
other benefits — any or all: 


Family Income (10 to 50 years) 


Mortgage Protection (yearly reducing sum) 

Income Disability ($20 per month per $1,000) 
Additional Protection (Term for clean-up) 

Family Plan (with The Extra Money Clause) 
Accident and Sickness (separate policy, same billing) 


Best of all, these benefits, if not in the original policy, 
can be added step-by-step as the policyholder needs 
and can afford them. 


This is what we mean by “Change Easy”’ insurance. 


This practice sometimes makes the policy bulkier. It almost 
always makes the sale — and the commission — bigger. 


O C C I D E NTAL LI F E Insurance Company of California 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 
Home Office: Los Angeles/W. B. Stannard, Vice President 


We pay Lifetime Renewals...they last as long as you do! 
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Julian Schweizer 


We have complete facilities for de- 
signing TAILOR-MADE GROUP INSUR- 
ANCE PLANS to fit the most exacting 
requirements. Let us assist you with 
clear, easy-to-follow illustrations; quota- 
tions of our highly competitive rates; 
and a simple plan for closing. Call me 
today and let’s get together! 

JULIAN SCHWEIZER, Agency Manager 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


“ Canapa LIFE 
baceananccnenile 


urance Company 





Thomas G. Murrell Poses 
Some Pointed Questions 


-Philadelphia—Thomas G. Murrell, gen- 


eral agent, Mutual Benefit Life, Los 
Angeles, began by asking these ques- 
tions : 


“Did our companies dream up pricing 
for size, or did we ask for it? Do our 
companies have training schools in our 
home offices? Did we abdicate and 
the home office to do our training job, 
or did they say: ‘Here it is. Come and 
get it’? Did the home office urge us to 
sell more term? Did an actuary figure 
out the first minimum deposit or did we 
do it in the field? Did the home office 
suggest Group on Group, or was the 
traffic going East? Is the mutual funds 
salesman selling the man our agents see, 
or selling him because our associate does 
not see him?” 

Some Other Questions 

Continuing Mr. ‘Murrell asked: “Did 
our companies parade specials, or did we 
ask for them? Haven’t we scrambled our 
own eggs? If all the bank loan or mini- 
mum deposit illustrations prepared in our 
offices, by our men, without the blessings 
of our home offices, had never been pre- 
pared would we have a problem? If we 
had never urged our home offices to issue 
excessive Group, would we be in a spot ?’ 

Mr. Murrell said that a man dies only 
once. He has several financial crises, 
and the best insurance is the insurance 
in force when a man dies. Either he pays 
the premium or the policy feeds on its 
own fat. That is, if it isn’t deposit or 
term insurance. 


He Is Optimistic 


ask 


Despite all the problems confronting 
the business he said that in the more 
than three decades he has managed an 
agency he believes there never was a 
time when there was such an opportunity 
for people to make a million and keep it. 

Mr. Murrell declared that agencies 
should be run for the agents. Assistants 
should be trained to get up and get out 
if an agent comes to the door. And home 


office men should be trained to do like- 
wise. 





N. Y. State Association Voting as Unit 


Calls Fraternal Insurance “An Awakening Giant”; Against 
Step Licensing; Will Furnish Julian S. Myrick Room 
in New NALU Building 


Philadelphia—New York State Asso- 
ciation of Life Underwriters, largest of 
the state associations, has adopted the 
unit rule in voting. Having in its mem- 
bership 30 local associations representing 
5,500 members, it is believed the new 
rule will greatly increase the influence 
of New York State at national conven- 
tions of NALU as well as clarifying po- 
sition of the state on issues having the 
attention of the conventions, At various 
times in the past the local associations 
have not always been in agreement on 
issues. Making the individual associa- 
tions of the state non-voting leads to a 
unified expression of New York State 
opinion, 

Attending the convention are 170 rep- 
resentatives of New York State Associa- 
tion with New York City having about 
40 here. President of New York State 
Association is Harry K. Gutmann, CLU, 
whose company is Mutual Of New York. 


President of the New York City Asso- 
ciation is Stanley Wayne of Salinger 


and Wayne, Mutual Benefit Life general 
agents. 
Julian S. Myrick Room 

The State Association has voted to 
furnish the board room of the new 
NALU building which will be designated 
as the Julian S, Myrick room. 

This distinction has been won by Mr. 
Myrick because of his continuous, pro- 
gressive and important leadership in the 
NALU movement as a former president 
of three of the principal associations— 
NALU, New York State and New York 
City associations. ‘His counsel has been of 
much value to the entire NAL U mem- 
bership and he is currently chairman cf 
American College of Life Underwriters. 
For many years he was a general agent 
of Mutual Of New York in the metropo- 
lis and later was a vice president of the 
company. For it he is now a producing 
agent and he wrote enough personal 
business to become a member of the 
1959 Million Dollar Round Table. 


New York State chairman of the 
NALU building committee is Arthur L. 
Sullivan, former president of the New 
York City Association and New York 
Life Managers Association. 

Concern About Fraternals 

New York State Association is ex- 
pressing concern about the volume of 
insurance being written by the frater- 
nals. Its system of insurance is called 
by President Guttmann “an awakening 
giant.” For some decades the average 
fraternal was a small organization whose 
insurance benefit was generally $1,000 a 
member. Then came a decided change 
with the result that some fraternals are 
now writing policies for as large a face 
value as any agent licensed by New 
York Insurance Department. Insurance 
covering families is also being written 
in large amounts by the fraternals. As 
a result, some fraternals are growing so 
fast that they are approaching the 
larger life insurance companies in size. 

Said President Gutmann: “We are par- 
ticularly watching legislation which 
will permit the fraternals to insure 
other than members of these organiza- 
tions.” 

Against Step Licenses 
New York association is vigor- 
ously opposed to what it calls “step 
licensing.” That means licensing by 
both New York Department and the life 
insurance companies, Currently, there 
are about 100,000 agents or brokers who 
possess licenses from companies of 
which number only about 25,000 are li- 
censed by the state as qualified agents 
or brokers. Many of those brokers or 
agents have only taken a preliminary 
examination. The State association 
feels that companies should revoke many 
of their licenses, especially of the incom- 
petent, unfit and those who may only 
occasionally sell a_ policy because they 
are mainly engaged in other lines in ad- 
dition to activities outside of life insur- 


The 








North American Building 








company 
offers the tmportant lllle eatnas 
that butld extra buy sales success 


NORTH AMERICAN LIFE 
(usurance Company OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 


Chicago 3, Illinois 


GVUVVVVVVVVVww. 


EAST 


TWO LIFE 
ADMINISTRATIVE 
POSITIONS 


LIFE SECRETARY—$10,000. Age 
range 28-38. Minimum 6-8 years 
diversified Home Office experi. 
ence. Should be thoroughly con. 
versant with handling of Person- 
nel, Claims structure and handling 
and Office Management. 


LIFE-CHIEF ACCOUNTANT — 
$10,000. Age range 30-40. Five 
to eight years of Life Home 
Office Accounting experience, 
Rapid advancement to Treasurer, 


Companies with these openings 
are small with excellent financial 
backing and management. Very 
rapid promotion to top positions 
in Departments. EMPLOYER 
PAYS ENTIRE CHARGE AND 
MOVING EXPENSES. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Clicago 6, Ill. 
HArrison 7-900 
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ance field. 


The present si:uation with reference to 
this type of producer furnishes one oj 
the prime headaches for the professional 
agent and contributes to damaging pres- 
tige of the entire field force. 

Special Awards 

The State association has adopted a 
resolution opposing set-ups of any spe- 
cial awards for combination agents. Its 
position is that combination agents are 
writing or can write the same type of 
business as do Ordinary agents and thus 
should not be selected for special awards 
by NALU 

However, the association is recom- 
mending to the MDRT that it give credit 
to the combination agent for his or her 
Industrial insurance production, It feels 
that there is a discrimination against so- 

called debit agents in that the same 
credit is not given for debit production 
that agents selling Group insurance, for 
instance, receive. 

Opposes Inroads on Cash Values 

The association firmly opposes inroads 
made on cash value insurance. It is 
dedicated to the cash value policy. It 
also notes that the life companies are 
not asking for a statute in New York 
State limiting the amount of coverag 
under Group for a single life. 

Also, the association is especially con- 
cerned over the developinent of credit 
insurance throughout the country, @ 
ihis operation is leading to the institu- 
tion of a double doliar plan. 

The association also favors having 4 
woman as a candidate for trustee, and, 
therefore, endorses the re-election ! 
that post of Ellen Putnam of Roches 
ter, N. Y., who at present is a trustee 

Another part of the association’s pr0- 
grain is to enact legislation which woul 
make life insurance a legal investmel! 
in a custodian’s account. 

Secretary of the association is Spence! 
L. McCarty of Albany. 
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Sidelights at NALU Convention 


Making his : first appearance at a 
VALU convention, Blake Tyler Newton, 
[r, executive vice president of Institute 
of Life Insurance, made an exceedingly 
fne impression. A noted lawyer, he has 
dignity and a flair for companionship. 
His most intimate friend when he was in 
Washington as chief counsel of tele- 
hone companies was Elisha Hanson, 
chief lawyer for daily newspapers when 
they encounter difficult situations in re- 
gard to litigation and censorship. 





Spencer L. McCarty is standing by 
his guns in the conclusions he gave be- 
fore Midtown Managers of New York 
that Governors in New York have never 
appointed an insurance man to head the 
department, but in recent years have 
always selected a lawyer for the job. 





General chairman of the convention’s 
local executive committee is L. Kent 
Babcock, Jr.. CLU, Aetna Life. Presi- 
dent of Philadelphia association is Wil- 
liam G. Pierce, CLU, Fidelity Mutual. 
The association was host Wednesday at 
an evening with Hawaiian atmosphere 
giving opportunity for socializing and 
dancing. Women at the convention were 
taken while here on a tour of ‘historic 


spots in the Philadelphia environs, in- 
cluding Valley Forge. 





Insurance Company of North America 
is making daily broadcasts during the 
convention, 





Mayor Dilworth of Philadelphia de- 
clared this week Life Insurance Week in 
Philadelphia. He said that the reservoir 
of life insurance savings is a bulwark to 
the productive wealth of the nation. 





Three members of the Drury family 
are now managers of the Sun Life of 
Canada. They are L. V., Sr., Phila- 
delphia, whose agency is the Sun’s larg- 
est in North America and who is past 
chairman of GAMC; Paul, who is man- 
ager at Baltimore, and L. V., Jr., who is 
manager at Canton, Ohio. Paul is a 
graduate of Wharton School, University 
of Pennsylvania, and L. V., Jr., of Tem- 
ple University, Philadelphia. 





Ralph Engelsman is all burned up be- 
cause the New York Times ran a column 
illustrating how policy loans have helped 
establish new business or come to the 
rescue of old ones, giving names and 


Group Insurance 

Ralph H. Rice, chairman of the com- 
mittee on Group insurance, reviewed the 
Group situation and recommended that 
NALU consider these solutions: 

1. Adoption of a position similar to 
that taken by the New York State Asso- 
ciation in November, 1958, when that 
association, after noting that it had 
spent almost eight fruitless years try- 
ing to get the companies to support 
reasonable statutory limits in New York, 
expressly “divorced” itself from “re- 
sponsibility for high limit cases pres- 
ently being written by the companies” 
and declared that it “will remain sepa- 
rated from the consequences that this 


practice will eventually bring on our 
business.” 
2. Support of Federal income tax 


treatment of Group Term life premiums 
similar to that recently made effective 
in Canada, under which that portion of 
such premiums paid by employers with 
respect to coverage in excess of a cer- 
tain amount ($25,000 in Canada) on in- 
dividual employes would be included in 
each such covered employe’s taxable in- 
come. 





amounts, All the material was taken 
from Probe, whose material is written by 
Engelsman and Halsey Josephson. 


3 
g 
3 
; 
5 
g 


Representing 
“Canada Life’’ 





Member of the N. Y. C. Insurance Agents Ass'n 





Veteran Affairs 


Thomas R. Buchanan, chairman com- 
mittee on affairs of veterans and service 
men, reported on the committee’s suc 
cessful efforts to defeat the amendment 
of Senator Russell E. Long of Louisiana 
to reopen the sale of National Service 
Life Insurance which comes up each 
year and is expected to appear again. 

The committee did much work on so- 
licitation on military installations, in- 
vestigating complaints and conferring 
with the Department of Defense. 














26 


BERKSHIRE LIFE INSURANCE CO. 
Pittsfield, Mass. 


744. Broad Street 


* 


Multiple Line Facilities 
LLORES AEN ARMIN 


ears with the Bobbin 
A. W. MARSHALL & CO. 


General Agent 


Newark 2, N. J. 


* * 





Greetings to NALU 


O’GORMAN & YOUNG, Inc. 
One of New Jersey’s Leading Agencies 


744 BROAD STREET, NEWARK 2, N. J. 
Our new Life Insurance Department rounds out our 


Multiple Line Facilities. Its manager is RAYMOND F. 
SMITH. Call him for service at 


MArket 3-4030 





The Life Insurance Offices here represented, leading agencies in New Jersey, extend greetings and 
congratulations to the National Association of Life Underwriters for its outstanding accomplishments 
this year—and for the fine leadership which has characterized the NALU throughout its long career. 

















Greetincs to NALU rrom New Jersey 








Saul S. Vort & 


Specializing in Brokerage and Surplus Business 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Suite 1606 
744 Broad Street 





Associates 


Market 3-8006 
Newark 2, N. J. 





VERNON L. 


Branch Manager 


Fifteen years as a Manager of OCCIDENTAL 
LIFE INSURANCE CO. of California assures you 


of prompt, efficient service. 


Brokerage fis Only Activity 


744 BROAD STREET .- 


Phone: Mitche!l 2-4040 


We pay Lifetime Renewals . 





. . they last as long as you do! 


PHILLIPS 


NEWARK 2, N. J. 
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Pritchard Sees Practices 


Hurting Public Confidence 

Philadelphia—President Oren D. Pritch- 
ard of NALU in his annual report said 
in part: 


“We life underwriters have over the, 


years created confidence not only with 
ourselves and clients, but also in the life 
insurance industry as a whole. Will we 
permit the indiscriminate distribution of 
Group life insurance in excessive amounts, 
through associations and societies, and 
through fictitious or synthetic groups 
that have no cohesive reason for obtain- 
ing Group insurance to destroy the good 
name of life insurance? 

“But at the same time the life under- 
writers who have created this great 
amount of permanent life insurance with 
its accumulated cash and loan values, 
now in excess of 110 billion dollars of 
reserve, will be blessed by those whom 
they have served. 

“To permit the evasion of the payment 
of commissions to underwriters by direct 
sale or even reduced commissions is dis- 
crimination of the rankest sort between 
insureds, whether they be Federal gov- 
ernment employes, a major utility, or in- 
dividuals, such actions on the part of life 
companies should not under any circum- 
stances be tolerated by the supervisory 
officials of the states. It is discrimination. 
_ “Company executives should be just as 
intolerant of efforts to twist or replace 
Group life. They should be just as toler- 
ant of such corporation executives as the 
life underwriters of integrity are im- 
muned to the request for rebate and/or 
twist of Ordinary. 

“Serving up to the public ersatz insur- 
ance by volume-conscious insurance 


companies can well be a serious factor in 


We 


our continuous spiral of inflation. 





happy to be 








Te Presbyterian Ministers’ Fund salutes 
its friends as it begins its third century of 
chartered service. It feels justifiable pride in 
a remarkable record. The Fund feels grate- 
ful for the opportunity it has enjoyed in 


serving the best people in America. 


“First in the hearts of the clergy” 


PRESBYTERIAN MINISTERS’ FUND 
FOR LIFE INSURANCE 
Rittenhouse Square, Philadelphia 3, Pa. 


ALEXANDER MACKIE, PRESIDENT 


15 BRANCHES FROM COAST TO COAST 
TEXAS TO ONTARIO 


Committee on Membership 

R. L. McMillon, chairman of the com- 
mittee on membership, called attention 
to the substantial number of members 
who drop their membership each year 
and urged emphasis on the annual dues 
concept rather than dues renewal. 

“We recommend,” said the report, “the 
next membership chairman set up a sub- 
committee of outstanding life under- 
writers whose sole aim will be to explore 
ways and means of hastening the day 
that NALU membership will be a prized 
possession of the life underwriter. 

“This committee believes Leadership 
Training is the great key to opening 
the door of understanding the prob- 
lems of membership. We believe ex- 
pansion of this activity which carries 
our story directly to the local is a mat- 
ter which the administrative body of 
NALU should give most serious con- 
sideration.” 





Investment Cos. Relations 

Benjamin D. Salinger, chairman of the 
committee on relations with National 
Association of Investment Companies, 
reported that the majority of this com- 
mittee while opposed to dual licensing of 


agents who also sell securities felt 
that NALU should not at this time 
take action at the national level. It 


was hoped that other local associations 
would take action similar to that of the 
Syracuse Association which bars from 
membership agents also selling securities 
and includes also agency heads who ac- 
cept business from those who do. 





must regret the fact that policyholders 
are led to believe that they are well- 
insured and their cash reserves are there- 
by released if already accumulated and 
not required for the creation of new life 
insurance for it is only temporary and 
has no accumulative effect.” 





It is 





J. Harry Wood Gets CLU 


Scroll of Appreciation 
Philadelphia—J. Harry Wood, CLU, 
managing director of Life Insurance 
Agency Management Association, was 
presented with a resolution of apprecia- 
tion by American Society of Chartered 
Life Underwriters this week at the so- 
ciety’s annual breakfast meeting of the 
membership. 

William H. Andrews, Jr., CLU, retir- 
ing president of the society and man- 
ager in Greensboro (N. C.) for Jefferson 
Standard Life, presented the resolution 
to Mr. Wood in behalf of the officers, 
directors and members of the society. 
The resolution stated: 

“.. To J. Harry Wood, CLU, for his 
distinguished service as editor of the 
CLU Journal from 1951 to 1959. His 
administrative talents, his unusual ver- 
satility, his personal acquaintance with 
hundreds of key personalities in life in- 
surance, and his inspired teaching ability 
combined to make him a brilliant editor 
whose influence will be felt as long as 
the American Society exists.” 

A graduate of Harvard and Columbia 
Universities, Mr. Wood received his 
CLU designation in 1931. He entered the 
life insurance business with John Han- 
cock Mutual Life as a field supervisor 
in the Agency Department. After serv- 
ing on the staff of the Life Insurance 
Research Bureau until 1936, he again 
joined John Hancock Mutual Life as 
vice president, 

Among other positions, Mr. Wood has 
served as president of Central Life of 
Illinois, executive vice president of Paul 
Revere Life, professor of management 
at Washington University, and profes- 
sor of finance at University of Miami. 

He resigned as editor of the Journal 
after assuming his present position as 
managing director of LIAMA. 

Kenneth Black, Jr., chairman of the 
Insurance Department in the School of 





Eisenhower Sends Message 

Philadelphia — Robert B.  Andersoy 
Secretary of the Treasury, brought to 
Philadelphia a message to NALU from 
President Eisenhower which he reaq 
The President said life insurance indus. 
try is helping bring before America, 
people the facts about inflation, Eisen. 
hower concluded by saying: “I am COn- 
fident that members of the life insurang 
industry will continue to exercise leader. 
ship in support of government, a stabj, 
currency and a healthy, growing econ. 


” 


omy. 


Elect Am. College Trustees 


Philadelphia—Robert Dechert, forme, 
general counsel of Department of Dp. 
fense, Washington, and E. J. Faulkne; 
president, Woodman Accident and Life 
were elected trustees of American (Cj. 
lege of Life Underwriters this weet 
Others elected trustees were Lillian ¢ 
Hogue, New York Life, Detroit; Henry, 
A. Kirsch, president, LUTC, who ; 
Aetna Life, Shreveport; and E. A, Fre. 
richs, president, LIAMI, and vice preg. 
dent, Security Mutual of Lincoln, Ne} 


Women Underwriters 
Helen L. Rupp, chairman of the com. 
mittee on women underwriters, reported: 
“An increasing number of women are 
working at all levels of association actiy. 
ity, state, local, and national, not only 
on committees but many are serving a 
officers of local and state associations, 
“A special effort to increase the num. 
ber of women members in NALU ha 
been made this year under the tireless 
efforts of Hedwig Eichenberg of Kansas 
City, and women underwriters are urged 








to qualify for NQA, CLU, MDkT 
WLRT and other designations, 
Business Administration at Georgia 


State College, was appointed editor to 
fill the vacancy created by Mr. Wood's 
resignation. 





SMALL GROUPS 


POLICY ISSUANCE 


TEL. MArket 2-2888 


E. D. LISTER 
State Manager 


“HERB" GRAY 


Service Manager 





Complete Local Service 
ALL HOME OFFICE FUNCTIONS 


AMERICAN HEALTH 


INSURANCE CORPORATION 


NEW JERSEY STATE OFFICE 
60 Park Pl., Newark, N. J. 


“LET US BE YOUR A & H DEPARTMENT" 


Specialists in Health Insurance 


INDIVIDUAL AND FAMILY 
HOSPITAL - MEDICAL - SURGICAL 
LOSS OF TIME 


GUARANTEED RENEWABLE 
"MAJOR" COVERAGE 


OVER-AGE PLANS 














Phila 
|, Wor 
Angele: 
as pres 


of Char 





nounce 
society 
Mr. 
(LU as 
affairs, 
break fa: 
“The 
itself a 
derwrite 
approve 
certain» 
that dec 
become 
tion, 
ognized 
Mr. W 
now bee 
son anc 
mittees 
future gi 
‘alls for 
public re 
ation w 
candidate 
of ethics 
axecution 
nthe y 


Ss 








Follow: 












CLAIM PAYMENT 





































tensbor. 





ach repr 
al region 
nnounce: 
Ttia, Gu 





Lstern F 
Ne Socie 
ton. Thos 
‘Life. M 
bhn V. C 
Vichita : 

hon Ricks 


Member 


Nals 5,1! 
Manters q 


William 














September 25, 1959 


THE EASTERN UNDERWRITER—LIFE UNDERWRITERS CONVENTION 


Page 9 

















chairman of the 


lad 

a. 

— R. L. Woods Made President Committee on By-Laws Quality Business 

ght + of American Society of CLU David M. Blumberg, chairman of the Robert W. Frye, 

U from committee on by-laws, said in his re- committee on quality business, reported 





ROBERT L. WOODS 


on actiy 
10t only 
ae S@ Pphiladelphia—The election of Robert 
ee |. Woods, CLU, general agent in Los 
LU be Angeles for Massachusetts Mutual Life, 


3 president of the American Society 





















Bos oi Chartered Life Underwriters was an- 
‘ me nounced at the annual meeting of the 
MDRT swciety this week. 


Mr. Woods, an ardent worker for 
(LU and active in many life insurance 
afairs, then addressed the CLU annual 
breakfast meeting. 
“The American Society has declared 
itself a professional society for life un- 
derwriters,” said Mr. Woods, “and has 
aproved changes in its by-laws to make 
certain there are no inconsistencies with 
that declaration. However, one does not 
beome professional by mere declara- 
tion, Only by deeds will CLU’s ‘be rec- 
ognized as professionals.” 
Mr. Woods said that four years have 
now been spent by a planning commis- 
ion and the various boards and com- 
nittees in “blueprinting” the society’s 
future growth. “The blueprint,” he said, 
L ‘alls for continuing education, expanded 
public relations efforts, closer communi- 
ation with chapters, promotion of CLU 
andidates, and the adoption of a code 
if ethics.” He expressed hope that the 
aecution of these plans will be marked 
nthe years immediately ahead. 


Other Officers Elected 


Following are other officers whose 
‘ection was announced at the breakfast 
fair: Vice president, Lillian G. Hogue, 
New York Life, Detroit; secretary, Her- 
ttt W. Florer, general agent in Boston, 
Atna Life; treasurer, Frederick W. 
floyd, manager, Gloucester, N. J., Life 
i Virginia, 

At the same meeting, the election of 
he following set of five new directors, 
ach representing one of the geographi- 
alregions of the American Society, was 
mounced: Eastern Region, Leo R. 
litia, Guardian Life, Buffalo; Middle 
lstern Region, J. Fred Speer, Equita- 
le Society, Pittsburgh; Southern Re- 
to. Thomas B. McGlinn. Mutual Bene- 
‘Life. Miami: Middle Western Region, 
bin V. Coe, Massachusetts Mutual Life. 
Nichita ; and Western Region, G. Ver- 
im Ricks, Beneficial Life, Boise. 
Membership of American Society now 
tals 5152, and there are 113 local 
aters across the country. 

William H. Andrews, Tr.. manager in 
teensboro (N. C.) for Jefferson Stand- 
it Life, the retiring president of the 
lety, presided over the business meet- 
® A silver pitcher was presented to 
™ by officers and members of the so- 
ty in recognition of his service as 
sident and key figure in the society 
ting recent years. 


Georgia 
-ditor to 
- Wood's 


ENT 






port that the new committee sctup re- 
sulting from amendments of the 
stitution and by-laws proposed at the 
mid-year meeting in Minneapolis will be 
put into effect after the Philadelphia 
convention. The report described in de- 
tail the effect of the various amend- 
ments. 


con- 


mere 


that there were 14,028 National Quality 
Awards presented which was a drop of 
10.6% below a year ago. 

In order to do a more eflicient process- 
ing job, no awards will be issued here- 
after to those members reported after 
the April 15 deadline. 


National Association of Life Underwriters in Philadelphia 





Law and Legislation 
Z. Schneider, chairman of the 
committee on federal law and legislation, 


John 


reviewed several federal situations in- 
cluding self-employed individuals retire 
ment bill, debit agents business expense 
deductions, transfers of life insurance 
for value and the Ostheimer and Minzer 
cases involving the tax situation as to 
commissions on insurance purchased for 
the agent’s own benefit. 


POLICIES SOLD BY 
MUTUAL BENEFIT LIFE AGENTS 
IN 1958 AVERAGED 
















129 


saree 


,000,.000 
$13,129 


_ JOHN J. JONES 
Date — July 17, 1958. 
‘Year Date July 17, 1 


WHOLE LIFE PoLicy 





And that’s not the whole story! Only 5.7% of Mutual Benefit Life insurance is term. 


Why do Mutual Benefit Life agents write pol- 
icies so much higher than the industry average? 


First: Mutual Benefit Life’s personal planning 
for TRUE SECURITY appeals to the man 
who has more to protect and more to spend 


for insurance. 


Second: Mutual Benefit Life provides its 
agents with fast hitting, pre-tested sales aids 
designed to save agents’ and prospects’ time. 

Third: Many Mutual Benefit Life agents 
find it easy to concentrate in the higher income 


professional fields. 









The [| 


Bese 
fe 
| 


For these reasons, and others, the men who 
understand and value life insurance most seek 
TRUE SECURITY from Mutual Benefit Life. 
This also means True Security for the agents of 
Mutual Benefit Life and their families. 


MUTUAL BENEFIT 


Insurance Company 
i be for TRUE SECURITY 


THE MUTUAL BENEFIT LIFE INSURANCE COMPANY, NEWARK, NEW JERSEY 
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Schriver on Agent-Company Problems 


Group Limits an Irritant; Growing Lapse Rate; Passing of 


Forand Bill Would Mean End of Accident- 


Health 


Philadelphia—There are some serious 


problems within the industry which 
should be immediately considered by 
both field and home office, Lester O. 


Schriver, managing director of NALU, 
told the convention on Tuesday. 
Touching first on the Group limits 
matter, Mr. Schriver said: “The 20/40 
formula may be unrealistic in the light 
of present conditions, and it is possible 
that a one and a half times salary for- 
mula would be acceptable to the field 
forces, but if it is true, as alleged, that 
some of the companies will not be satis- 
fied with anything than a three 
times salary formula, you might just as 
well know that the field and the 
companies are as far apart as the east 


less 
now 


is from the west. 

“May I say further that Group insur- 
ance without regard to limits, integrity 
of existing business, synthetic Groups, 
and Group on Group, will continue to be 
a source of irritation and growing dis- 
satisfaction until some honest effort is 
made to find the solution. 


Cites Other Problems 


“The argument that more Ordinary in- 
surance is sold as a result of unlimited 
Group is taken with a very big pinch of 
by an overwhelming majority 


salt of 

















Mass. Indemnity General Agent! 


Take advantage of his services. He will be more than willing to help 
you in many ways. 
Whether it’s the preparation of a proposal for Mass. Indemnity’s 
Non-Can Income Protection, providing sales information and ma- 
terial, or simply discussing policy contracts, you will profit by his 
knowledge and experience. 
Why not call him now, while you are thinking about it? 





& LIF 


BOSTON, MASSACHUSETTS 


Business 


our field men. And the argument that 
the big corporations demand it is 
reminiscent of the politicians on Capitol 
Hill when they plug for expanded so- 
cial security simply because their cus- 
tomers want it. It may be that the 
public interest and field morale are in 
the final analysis more important. 

“During the past year the companies 
have been irritated by a small rash of 
extraterritorial legislation introduced in 
some states, and I am somewhat alarmed 
by the field pressure for the adoption of 
the Canadian formula. These phenomena 
are but straws in the wind. I think that 
restrictive legislation should be the last 
resort and I am always inclined to coun- 
sel against it as long as the industry 
has a disposition to keep its own house 
in order. NALU is always ready to co- 
operate and to listen to reason, but the 
climate is not improving with what 
seems to be an unreasonable passage of 
time, 

“And we are worried about the grow- 
ing lapse ratio and the increase in the 
percentage of term to permanent insur- 
ance. Have we lost our faith in life in- 
surance as an investment? Or have we 


fallen victim of the propaganda. ‘Buy 
term and invest the difference’? Why 
do our company employes, especially 


those in the lower income groups, buy 
mutual funds right under our noses? 
Aren’t we trying to sell our own em- 
ployes the benefits of our own commod- 
ity, which traditionally is the very 


Your Local... 





INSURANCE 
COMPANY 








essence of thrift? Or don’t we believe 
in it any more? 
ti 4 - , ~ 
Can it be that we have become so 
enamored with statistical growth and the 
have 


competition for volume that we 
accepted business from operators of 
questionable motives or ethics? What 


has happened that the New York Insur- 
ance Department has found it necessary 
to require close scrutiny of all lapses to 
determine whether the interest of the 
policyholder and the public have been 
ignored in the smog of malpractice and 


selfishness ? 


Abuses in Gray Zone 


“We challenge the companies to face 
up to the consequences of possible 
abuses of business transacted in the gray 
zone. The field forces are getting into 
an ugly frame of mind over the flagrant 
twisting of seasoned permanent insur- 
ance, which is of questionable benefit or 
to the distinct disadvantage of the pol- 
icyholder. 

“There is one other area which cannot 
be indefinitely ignored by the industry 
and that is the spawning of stock- 
pushing outfits who have no honest in- 
tention of becoming honorable members 
of the family of American legal reserve 
life insurance companies. The promo- 
tion of such companies generally follows 
a well-known stock-pushing pattern. 
They give you a promotion piece which 
features the increase in the stock values 
of several well-known companies. But 
often their purpose is the fast buck, and 
their pitch is as phony as a shell game. 
The field men have been bedeviled by 
this phenomenon for the past 10 years, 
and they need the encouragement of 
their companies to prevent these phonies 
from misleading the public and giving 
the whole industry a bad name. 

“We would not discourage or hamper 
the organizing of new companies. All 
insurance companies were new and smal] 


once. The organization of new enter. 
prises is in the American tradition, Bu 
when a company is obviously backed hy, 
opportunists who have neither the char. 
acter nor the purpose to promote an 
honest service enterprise, then it js the 
duty of every segment of the industry 
field, home office, and insurance ¢e. 
partments—to cooperate in protecting 
the public against such chicanery. Tha, 
it seems to me, is the least the publi. 
has a right to expect of us. 

“And one more thing—and this falls jy 
the ‘area of our obligations as insurance 
men at all levels and as citizens of , 
great country. As I have stated before 
our solemn promises as set forth in oy; 
policy contracts will ‘become a_holloy 
mockery and a fraud unless our count 
remains solvent and the integrity of the 
dollar is guaranteed. We are selling 
protection for widows and orphans, edy. 
cation for children, and income for the 
golden years—but they are guarantee 
by dollars. Undebased dollars. Hones 
dollars. Dollars guaranteed by a solvent 
nation, At this moment the solvency of 
the nation is being threatened. And we 
are challenged as never before in oy 
lives to man the guns and to protect the 
future of our institution and our coun. 
try by the most determined fight to the 
finish in which we have ever been en- 
gaged in peace or in war. 


On Forand Bill 


“Next year is an election year, | 
predict that the Forand bill will pass 
unless there is an avalanche of protest 
from an informed and enlightened public 
If the Forand bill passes, not only the 
nose but the hump of the camel will be 
in the tent, and that will be the begin- 
ning of the end of the private accident 
and health and major medical business 
I predict that if the Forand bill passes, 
the private A. & H. ‘business will be 
down the sewer in 10 years.” 





est 





"“hat interests... 
YOU? 


Suppose we hired you. What would inter- 
you most? Money? 
Leads? Financing? Prestige? The Feder- 
al Life Insurance Company with a solid 
heritage of high performance behind them 
doesn’t like to boast but their agents and 
managers are kings. 
thing a fieldman can ask for. 


If you would like to join the royal court of Federal 
Life Kings and are willing to build us an agency of 
strong career underwriters in the Life and Accident 
and Health field write: 


EMERY HUFF, Agency Vice President 


FEDERAL LIFE INSURANCE CO. 
6100 N. Cicero Avenue 
Chicago 46, Illinois 


Assistance? 


They have every- 
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Marion Gilmore Explains Business Case 


Philadelphia—How a common type of 
business insurance case could be han- 
dled was told to the WLRT by Mrs. 
Marion I. Gilmore, John Hancock, Al- 
bany, N. Y. 

“Although package selling ideas are 
desirable, they do not produce large 
premiums for most agents,” she said. 
“It has been stated many times that the 
profit in the life insurance business lies 
mainly in the larger premium sales. Con- 
sequently, if financial reward is one of 
the basic goals for a producer, specializa- 
tion in an area where the larger premium 
exists is a necessity. 

“A typical businessman intends to set 
up a plan for the continuation of his 
pusiness, if he should die; but, typically, 
like most men, dies before he does any- 
thing about it. His widow inherits this 
business, together with full responsibility 
for two growing sons in their teens. She 
knows little about the operation of the 
business and must rely upon her de- 
ceased husband’s assistant, who has been 
receiving a salary of $10,000 per year. 
“This business, with the husband dead, 
will earn from $15,000—$18,000 annually. 
If the business were liquidated and sold, 
the average buyer woud pay no more 
than $40,000—$50,000, as its book value of 
$80,000—$100,000 has value, substantially, 
only to the limit of a person’s skill in 
using it. 

‘It appears that the widow’s aims 
would be: First, to continue the busi- 
ness, which would produce for her far 
more than she would receive if the busi- 
ness were sold and the proceeds rein- 
vested in securities. Second, to preserve 
the business for the sons, when they are 
old enough to take over, which would 
not be within 15-20 years. 

“Her most pressing problem appears 
to be the danger that the new manager 
might leave. He might even become a 
competitor if he is able to raise some 
canital. Without the manager, the widow 
will have only the proceeds of a forced 
sale. ($40,000-$50,000, which might pro- 
duce an income of $2,000-$3,000 an- 
nually.) 

“A possible solution might be an em- 
ployment contract, under which the 
widow agrees to pay $3,000 as a bonus 
each year to the manager. Under the 
terms of the employment contract. he 
agrees to pay the money in premiums 
o a retirement income life insurance 
policv, which he owns on his own life. 
The bonus is taxable to him each year. 
but the widow deducts it as business 
expense. He withdraws the dividend each 
year as an offset to most of ‘his increased 
expense for income tax, but he should 
have a small balance to pay personally. 
“Pursuant to the terms of their agree- 
ment, the manager assigns the policy to 
a trustee, mutually agreeable to himself 
and the widow. If the manager quits 
within ten years, the trustee turns the 
policy over to the widow with nothing 
paid to the employe. If the manager is 
fred, the trustee has the policy en- 
dorsed for paid-up insurance, and ar- 
ranges to have one half of the policy 
delivered to the employe upon his at- 
faning age 60, with no further restric- 
tions; at such time, he may cash it in, 
continue it or elect an optional settle- 





Education and Training 


Jack A. Stewart, chairman of the com- 

mittee on education and training, re 
ported that “LUTC enrolled 20,109 stu- 
dents in 1,019 Life classes and 2,700 stu- 
dents in 183 A. & S. classes last year. 
ne of the interesting developments of 
the LUTC program is that an increas- 
ingly large number of graduates are fol- 
lowing through with CLU. There are 
classes starting today in areas 
Where only a few years ago it seemed 
quite impossible to arouse life under- 
Writer interest in this advanced educa- 
tonal program.” 


ment. If the manager’s employment is 
terminated for misfeasance or malfeas- 
ance, he loses all rights to the policy. If 
the manager quits after ten years, his 
policy becomes vested, but it is held by 
the trustees until the employe is age 60, 
when the rights, as indicated above, be- 


Howerton on Self Thought 

Philadelphia—Philip F. Howerton, gen- 
eral agent Connecticut Mutual, Charlotte, 
N. C., told GAMC, that sales manage- 
ment when boiled down means teaching a 





come available to the manager. If the 
employe dies, his beneficiaries receive 
the proceeds of the life insurance.” 





And it should 
be remembered that general agents and 
managers are 
products. 
that 
general agents is to do the best job they 


man to think for himself. 


dealing with men — not 
Furthermore, the greatest re- 
ward can come to managers and 
can in building man power which can do 
the job of protecting the public by life 
insurance through effective use of that 
power. 























FOR YOU 


Well-balanced General 
Agent’s Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 


you in your Recruiting, 
Training, and Agency 
Building Program. 


AGENCY-BUILDING OPPORTUNITIES in: 


Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 


Washington, D.C., and West Virginia. 


You can “Roll a Strike” every time with Columbus 


Mutual’s Agent’s Contract, Induction Program, 
and Sales Packages— because your agents make 
money and you make money with: 


Top Commissions on Leading Par and Non-par Policy Contracts. 


Vested Renewals. 


Agent’s Contract 
Induction Program 
Sales Packages 














~ COLUMBUS MUTUAL 
me Columbus 16, Ohio — 





’t. of Agents e 


| Free Group Life Insurance. 


Higher Lifetime Compensation in Service Fees. 


Non-Contributory Pension Plan. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. 
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The anni tieenics Ethics Code 


Charles G. Dougherty, Vice President, Metropolitan Life, 
Shows NALU-NAIC Statement of Principles Is Being 
Openly Violated by Some 


"hiladelphia—Five years ago the Na- 
Investment Com- 
Association of 


Association of 
panies and the National 
Life Underwriters adopted a statement 
sales- 


tional 


guide 
shares and 


intended to 
company 
life insurance agents in their dealings 
with the public and with each other but 
there have been open violations of the 
statement by some, Charles G. Dough- 
erty, vice president of ‘Metropolitan Life, 
told the NALU convention meeting here. 
revision of that statement 
is currently under consideration,” said 
Mr. Dougherty, “it nevertheless will still 
retain as its basic theme the importance 
for both the life underwriter and the 
investment company salesman to recog- 
each other’s role in helping to 


of principles 
men of investment 


“Although 


nize fuily 
enhance the economic well-being of the 
people.” 

Instances of Distortion 


Mr. Dougherty then cited some in- 
stances, One a pamphlet issued by a 
person who describes himself on the 
cover as a “nationally known estate 
planner.” 

“This raises the old bugaboo of life 
insurance companies charging a policy- 
holder interest when he borrows on his 
policy,” said Mr. Dougherty. “It accuses 
life insurance companies of confiscating 
cash surrender values when death oc- 
curs and practically charges the life in- 


surance industry with fraud. It winds 
up with this final piece of advice: ‘To- 
morrow, make two phone calls. With 


make a date to talk about some 
low-rate term insurance. Then call 
someone who sells mutual funds and ask 
him to suggest a suitable investment for 
that $7,000 cash value and for the money 
you'll save on life insurance premiums 
every year from now on.’ 

“There is something that you can do 
when you are confronted with this kind 
of improper sales approach. You can 
bring it to the attention of your com- 
pany, and the matter can be placed be- 
fore the nearest office of the NASD. It 
is up to them to take it from there. This 
does not mean, of course, that all im- 
proper literature will be eliminated. 
Human frailty being what it is, this sort 
of thing is bound to crop up from time 
to time, but it is good to know that 
there is a method of handling it.” 


the first, 


Competitive or Complementary 


theme of the forum, 
and Mutual Funds— 
Complementary, Mr. 


Turning to the 
“Life Insurance 
Competitive or 
Dougherty said: 

“The two products should not be com- 
petitive. Actually, they should be com- 
plementary—both serving the purposes 
for which they are designed. But as a 
practical matter, the selling of these two 
products is competitive. We compete 
with them for the consumer’s dollar just 
as we compete with many other organ 
izations offering a wide variety of goods 
and services to the people. True, there 
are some resemblances between life com- 
panies and mutual funds, but the differ- 
ences are much more numerous—so 
much so that their true functions are 
quite distinctive.” 

Mr. Dougherty then gave the results 
of a study of stock prices over a long 
period showing the percentage of in- 
creases and declines and made a com- 
parison with the purchase of life insur- 
ance, 

“Our calculations show,” he said, “that 


it would take our investor, after payment 
of income and capital gains taxes, 29 
years to build up a fund in common 
stocks worth $10,000. He would then be 
nearly 60 years old. At age 50 the 
stock fund would amount to only $5,000. 
And all of this mind you, is based upon 
the extremely optimistic assumption that 
everything will go along as expected. I 
might add that if we had gone com- 
pletely overboard in our case study, and 
assumed an annual capital appreciation 
rate of 10%, it would still take 21 years 


to accumulate $10,000.” 


Summarizing Conclusions 


Concluding his talk, Mr. Dougherty 
said: 
“Equity investments in general, and 


mutual funds in particular, have a defi- 
nite and important place in our economy 
today—and they have definite limited 
To misuse them can mean finan- 


uses 
cial disaster for an individual or his 
family. The purchase of common stocks 


by a man who has already provided an 
adequate estate through life insurance 
is quite different from purchases by 
those who have not. 

“Certainly it is possible to make money 
in the stock market, and sometimes to 
make it quickly. But it is also possible 
to lose money in the market, and some- 
times with even greater rapidity. Only 
those who have security can afford to 
take this risk. And only after a man 
has acquired an adequate life insurance 
program does he have family financial 
security and the peace of mind which 
everyone of us is seeking. It is an un- 
disputable fact today, that the only way 
most of us can be sure of that security 
is through life insurance. 

“There are great opportunities for 
both of us in filling a vital public need, 
provided there is clear recognition of our 
individual spheres of operation. We in 
the life insurance industry intend to 
meet the challenge by the same sort of 
hard-hitting, fair competition we have 
always employed. Let us each assume a 
role that is truly complementary, and 
yet one which truly reflects the spirit 
of fair competition in the public in- 
terest.” 





THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
Newark, N. J.) 


TO BROKERS 


We pay 55% -+ nine 5's vested on 

Ordinary Life! 

Extremely high immediate cash 

values on about 20 different types 

of contracts. 

One year incontestable—not two. 
COME IN AND SEE US! 








LEE NASHEM AGENCY 


110 East 42nd Street 
New York I7, N. Y. 





Lucy Young Tells How She 


Uses “Occupation Trail” 
Philadelphia—“There are more people 
in the City of Philadelphia than in the 
entire State of Wyoming; so please try 
to visualize our wide open spaces—in 
fact, I am almost 400 miles from our 
branch office,’ Lucy Young, New York 
Life, Sheridan, Wyo., told the Women 
Leaders’ Group. 

“Selling life insurance in Wyoming 
isn’t any different from the work any 
place; it just takes longer to get to the 
people. Personal enthusiasm is a neces- 
sity. It is the one ingredient the home 
office cannot furnish; it has to come 
from within—and if it is consistent en- 
thusiasm, it makes selling easy. 

“I prospect almost entirely by the 
“occupation trail.” I have a little black 
book. It is divided into nine sections, 
with sub-divisions; I seldom ever find a 
name which doesn’t fit into one of the 
spots. 

“At the beginning of the year I make 
an invoice of names, put them in the 
right place, give each classification a 
quota, application and volume wise—and 
there it is. An over-all quota for the 
year, of course, heads the list. It makes 
a game out of prospecting. 

“All I have to do is find more names 
for each classification as the year goes 
along, and fill each group in number 
of apps. and volume. That is the fun 
part of the game. Sometimes I am 
short on number of apps... . and some- 
times I have enough apps, but not 
enough volume. Then I begin a trail 
for what I needed to fill the allotments.” 





NEW 


portation. 


FRANK McCAFFREY 








MUTUALZ LIFE INSURANCE COMPANY 
SOSTON, massacuusETTS 


Ask M. L. CAMPS AGENCY 


about 


JOHN HANCOCK’S IMPROVEMENTS 


Accidental Death Benefit which includes Triple 
Indemnity for accidental death on public trans- 


Call us for at Sn formation 


ABE EISEN, C.L.U. 
GEORGE CUSHMAN, JR. 


800 SECOND AVE. (at 42nd St.) NEW YORK 
OXford 7-2121 


LARRY CAMPS 











NOW UP TO 


$40,000 


of Group Life Insurance for 


firms with 10 lives or more 








WHITE & 
WIN tO 


INC, 


>» New York 17. N.Y 
M Urray | Hill 2-781] 


342 Madison Avenu 


Phone 


General Agents: 
The UNITED STATES LIFE 
INSURANCE CO. 





Ruth Pilzer Tells How She 


Uses Letters and Referrals 

Philadelphia—How she _ uses letters, 
referrals and other methods was told to 
the WLRT by Mrs. Ruth H. Pilzer, New 
York Life, Columbus, Ohio. 

“My mail lists are primarily the ones 
available to all of us,” she said, “the 
telephone directory, newspapers, clubs, 
office groups, etc. Two of our local 
hospitals distribute to each new mother, 
a reply-o-letter offering a Dr. Spock 
book—I find the number of these replies 
diminishing through the years, however, 
indicative ‘of how thoroughly the new- 
birth area is being worked. 

“In this particular area. I continue to 
experiment with many different methods 
of approach as well as different timing 
methods—since it is the one field from 
which I derive my deepest personal 
gratification. 

“Referrals are the choice prospects— 
and another one of my weak spots. 
continue to strive for improvement con- 
stantly in this area. Policyowners are 
truly the cream-so I concentrate on 
earning the right to be called their ‘In- 
surance Lady.’ 

“I send my policyowners a monthly 
mailing piece—exchange letters from 
the home office, followed by a personal 
letter or telephone calls (with excellent re- 
sults!) and a form letter on each anml- 
versary date of the insurance—this has 
enabled me to keep up with family and 
economical changes that have netted 
many repeat sales. 

“The many greetings these policy- 
holders receive are really appreciated 
and their ‘thanks’ is truly a_heart- 
warming reward to me. All of my calls 
are on an appointment basis.” 
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Ornithopter designed by Leonardo da Vinci 
(1452-1519). Many of da Vinci’s studies in 
aerodynamics have since proved te be sound. 





Back of Your 
Independence 
Stands The 


PENN MUTUAL 


THE LEADERS AMONG MEN have always reached for new heights. 
Men who are reaching for new heights in the insurance world 
find an ideal climate at The Penn Mutual. Because we believe 
firmly that Penn Mutual opportunities should go to Penn Mutual 
men, we provide a comprehensive program for the underwriter 
interested in getting ahead. 


The Penn Mutual’s intensive training and educational programs 
equip the underwriter for all phases of successful selling—from 
advanced underwriting to estate planning and pension and profit- 
sharing plans. Many opportunities are provided for those who wish 
to go into sales supervisory, management or General Agency work. 


Whatever your particular choice, you can be sure that The Penn 
Mutual will do everything in its power to help you upward toward 
success—because we know that your success is our success, your 
future is ours. 
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Public Service Awards Presented 
By Dr. Louis I. Dublin at Meeting 


Philadelphia—Eighteen of the nation’s 
local Life Underwriters Associations won 
Public Service awards for their outstand- 
ing contributions to community health 
and welfare during the past year. The 
awards were presented by Dr. Louis 1]. 
Dublin, health and welfare consultant to 
Institute of Life Insurance and coordin- 
ator of the nationwide Public Service 
Program sponsored annually by the 
NALU and the Institute. 


Highest Awards 


Top honors under the 1959 program 
went to life underwriters associations of 
Washington, D. C., San Diego, Hunting- 
ton, W. Va., and ‘Pittsburg, Kans. Wash- 
ington placed first among associations 
with over 400 members for its training 
program for United Givers Fund Vol- 
unteers. San Diego’s public health edu- 
cation project was judged outstanding 
among public service projects supported 
by associations with 101-400 members. 
Huntington won first place among asso- 
ciations with 50-100 members for its 
work on the community polio immuniza- 
tion program. Pittsburg’s project, which 
involved sponsorship of a Red Cross 
3loodmobile program, was judged first 
among those conducted by associations 
with less than 50 members. : 

As in the previous two Public Service 
Program competitions, Dr. Dublin pre- 
sented each of the four winners with a 
bronze Public Service plaque and an- 
nounced that each would be further hon- 
ored at a public dinner in its home com- 
niunity later this fall. 

Other Awards 

Dr. Dublin awarded Certificates of 
Merit to the Associations of Atlanta, 
Red Cross Blood Donor Program; Chi- 
cago, Mental Health Therapy; Oakland 


East Bay, United Fund Campaign; 
Rochester, N. Y., Emergency Blood 
Donation Program; St. Paul, Heart 


Fund Drive; Vermont State, Heart Fund 
Leadership; Rockford, Ill., Mental Health 
Membership Drive; Southwest Florida, 
Polio Immunization Program; Cullman 
County, Ala., Cancer Crusade; and Hast 
ings, Neb., Heart Fund Drive. 

Dr. Dublin also announced a new cate- 
gory of recognition under the Public 
Service Program, “for sustained effort” 
by former plaque-winning Associations. 
In this category the following Associa- 





GAIL SULLIVAN INJURED 
Fidelity Mutual Manager’s Daughter 
Driving Car in Spain Which 
Collided with Truck 

Gail Katherine Sullivan, 21, daughter 
of Arthur L. Sullivan, general agent of 
Fidelity Mutual Life in downtown New 
York, was seriously injured in an auto- 
mobile crash in Spain September 17. 
Miss Sullivan, a June graduate of 
Wellesley College, accompanied by two 
classmates, was driving from Madrid to 
Barcelona when their car collided with 
a truck on a curve. Her two companions, 
Ruth Lawrence Gillespie of New York, 
and Elizabeth Freeman Ahearn of 
Brooklyn, were killed. Miss Sullivan 
suffered a fractured skull and a broken 
thigh and collarbone. Her father was 
former president of Life Underwriters 
Association of City of New York and of 
Life Managers Association. 


Gail Sullivan Out of Danger 


4 cable received from Arthur L. Sul- 
livan, sent on Tuesday from Barce- 
lona, Spain, gave the good news that his 
daughter, Gail, is out of danger. Mr. and 
Mrs. Sullivan flew to Spain last week- 
end to be with their daughter. He will 
return this week-end but Mrs. Sullivan 
will stay with Gail. 


tions were cited: Dallas, Cancer Cru- 
sade; Minneapolis, Heart Fund Drive; 
Oklahoma City, Medical Research Cam- 
paign; and Omaha, Red Cross-Civil De- 
fense Research. 

As in the past, the committee of judges 
which selected the award-winners was 
made up of leaders in the fields of pub- 
lic health and welfare and in the life 
insurance business. 

Progress Report 

Before announcing the award winners, 
Dr. Dublin reported on the general satis- 
faction voiced by health and welfare of- 
ficials, civic leaders and life insurance 
agents themselves about the growth and 
the solid accomplishments of the Public 
Service Program. He noted that the 
number of enrolled Associations had in- 
creased from 87 in 1957 to 253 this year, 
representing a total membership of 40,- 
000 in 46 states. 

At the same time, although the ma- 
jority of Associations continued to choose 


projects centering on seasonal fund 
drives for major health and welfare 
agencies like the Heart ‘Fund and the 


Cancer Crusade, an ever-larger number 
of Associations are electing to support 


activities that call for year-round serv- 
ices from their members. Among the 
year-round projects chosen in 1958-59 
were many in support of Red Cross 


Blood Donor programs, child and youth 
welfare programs, and mental health pro- 
jects. 


Bart Hodges Close Miindel 


Pictures In His Selling 
Philadelphia—Bart Hodges, CLU, mil- 
lion dollar producer for New York Life 
in Austin, Texas, told the general ses- 
sion, Thursday, that his success in life 
insurance selling stems from concentra- 
tion on the external objectives of a 
man’s reaches, rather than the internal 


motives that cause him to reach. 

“In this manner,” said Mr. Hodges, “I 
deal with things that are real and tan- 
gible and, assisted by their mental pic- 
tures, I have become a seller, of tan- 
gibles.” 

His interview technique is aimed at 
finding out what the prospect is reaching 
for—the internal motive for each exter- 
nal objective—and then to reproduce it 
in picture form in the prospect’s mind. 
Mr. Hodges allows the prospect to ver- 
bally paint his own mental picture ‘ 
but adds deft brush strokes of his own at 
opportune time. 

There are a number of important ad- 
vantages that accrue—to both the agent 
and the prospect—through the use of 
“mental pictures in selling,” says Mr. 
Hodges. Here’s how he lists them: 

(1) The agent has a practical way to 
sell the tangible benefits of the life in- 
surance contract. 

(2) The agent has a dependable means 
of communicating sales ideas. 

(3) Both the agents and the prospect 
have an easy, effortless way to remem- 


ber things. In many instances, the 
client will remember why he bought long 
after he has forgotten what he has 
bought. 


(4) As a pleasing bonus, mental pic- 
tures just naturally give color and spark 
to any sales talk. They are the com- 
pelling force in motivation. 

The chief problem that plagued Mr. 
Hodges in carrying through on his par- 
ticular selling technique was that he 
couldn’t stand his prospect in front of 
the benefit he wanted to sell him—he 
couldn’t give him a close-up, on-the-spot 
look. 

“The best substitute for a good look 
at the real thing is a good look at a 





picture of the real thing,’ said Mr. 
Hodges. “Pictures had to be the an- 
swer!” 
Social Security 
Albert C. Adams, chairman of the 


committee on Social Security, told of the 
opposition to H. R. 4700 introduced by Rep- 
resentative Aime J. Forand of Rhode 
Island, which would provide up to 60 
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days of hospitalization and 120 days of 
nursing home care per year, as well as 
surgical care, for those eligible to receive 
Social Security benefits. While the 
House Ways and Means Committee de- 
cided to shelve the bill for the year, the 
report says: “We think it is inevitable 
that the bill will become a very live 
issue in 1960, particularly in view of the 
fact that 1960 will, of course, ‘be another 
election year. 

“Accordingly, we urge that all of 
NALU’s affiliated state and local asso- 
ciations, and the individual members 
thereof, take aggressive action during 
the coming months to make known to 
the members of Congress their opposi- 
tion to the Forand proposal.” 
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Check with us today. 





We know that a broker's interest is tickled by 


competitive rates and good commissions. 


With quantity discounts, good conversion privi- 
leges and liberal disability benefits, our level term 


contracts are sharper than ever before. 


are unexpectedly interesting. 
Call MArket 2-5990 


LIFE AGENCY OF NEW JERSEY, INC. 
10 Commerce Court, Newark 2, N. J. 
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Commission rates on all plans 






HEAD OFFICE : WATERLOO, ONTARIO 
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ata glance the correct answer any more 
than | know whether the Braves will win 
he pennant. But, as to life insurance I 
jon’'t need a crystal ball because I know 
that the billions of life insurance sold by 
agents over the country has invariably 
and indisputably brought protection, se- 
writy and peace of mind. In brief, one 
is predictable and the other isn't. ; 

Mr. Dougherty in answering a question 
about variable annuities again told rea- 
sons why his company opposed writing 
them. He called attention to question- 
naire President Ecker of Metropolitan 
sent some months ago to all members of 
LIAA, ALC and Life Insurers Confer- 
ence asking if they felt that writing such 
annuities is in the best interest of the 
public. He said of replies received only 
10% answered “Yes.” 


Where Savings Go 


Most of the questions asked the mutual 
fund men had to do with what percent- 
age of savings should be invested in sav- 
ing funds; what would happen to a mu- 
tual fund owner or the funds themselves 
if the shares market takes a toboggan; 
how do the funds protect themselves. 
Such personal questions were asked as to 
how much insurance do the fund panel 
personally carry and how long will the 
prosperity of the economy continue. 

They both were optimistic about the 
nation’s economy going ahead over a 
long period and that too much concern 
should not be given to what happens in 
a short period. They felt that the long 
experience concerns have in the invest- 
ment field, the constant attention they 
give to status on individual corporations, 
will enable them to buy at opportune 
moments and get out when they think 
management is not taking advantage of 
opportunities to be more successful. They 
also believe in exercising their stock 
rights. 

In most of the funds, one speaker said, 
operating expenses were well under 1%, 
sometimes one half of 1%. 

Asked to describe a typical individual 
shareholder not head of a family he said 
an allocation of holdings might be this: 
“A man with $7,000 income might own 
$10,000 of life insurance, have $2,500 of 
savings, $5,000 of common stocks and 
$3000 of mutual funds. But even that 
allocation might not be a_ satisfactory 
explanation because it is not considered 
whether he owns his own home or takes 
into calculation the background of his 
family circle. The probability is that he 
has not been called upon often enough 
by life insurance agents. And maybe he 
has not been visited often enough by 
mutual fund salesmen. Furthermore most 
of his common stocks should be in mu- 
wl funds.” 

Each fund man refused to detail his 
classification of life insurance ownership 
and common stock shares held although 
one said he carried $25,600 life insurance. 


General Agents & Managers Conference 


General Agents and Managers Con- 
lerence at its executive committee meet- 
ing took no action in regard to mutual 
lunds. The only resolutions it passed 
were those on inflation and in support 
of sound money. The inflation resolu- 
tion in part said: 

“Resolved that the Conference re- 
affirm its belief in the soundness of cash 
value life insurance, and make every 
effort to induce issuing companies 
through their general agents and man- 
agers to publicize the desirability of this 
Philosophy to the agents, policyholders 
and the public we all represent through 
every possible means. 

So that, working towards that end, 
we general agents, managers and com- 
Dany officials may contribute our maxi- 
mum influence to save this country from 
‘Sastrous financial calamity.” 

In resolution to halt inflation position 
of Conference was that the Government 
Must spend less money than it collects 





Beale Urges Better Management 


Orville E, Beale, executive vice presi- 
dent of The Prudential, addressing Gen- 
eral Agents and Managers luncheon, 
said that the greatest need of the life 
insurance business today is not found in 
the area of product, training, markets or 
methods, but it is the need for better 
management. And that means all man- 
agement—field and home office. Most 
of his talk was aimed particularly at 
sales management in the field because of 


the preponderance of sales executives at 
the luncheon. 

“If a general agent or manager wishes 
to do a better job there is only one place 
to start and that is within himself,” he 
said. “There is no substitute for a well- 
organized executive. If you want to 
take first things first in managing an 
agency you must start at the top. The 
manager must be a well informed man 
in his specialty, in public relations, in 
labor relations, in finance and numerous 
other areas. He also must produce re- 
sults—adequate volume of goods at rea- 
sonable cost; be top in the field of 
service. 

“A man may be a wonderful fellow in 
many ways, but still might be a complete 
failure as an executive when this pra7v- 
matic measuring stick is placed against 
his results.” 


Basic Functions of Manager 


The four basic functions of the man- 
ager in effective executive leadership are 
planning, organization, direction and 
control. Too many men in management 
think they have their plans completed 
when they have only set a goal. But 
planning means reaching the goal. It is 
the manager’s job to make things hap- 


pen. A good leader knows and shows 
how. There must be the right kind of 
organization to get the complete job 
done. 


The most glamorous side of the man- 
agement joh is executive competence in 
direction. It sums up his responsibilitiv 
for utilizing manpower, capital and 
equipment to the maximum point of pro- 
ductivity. “Tf he relies solely on his 
ability to direct he is attempting to 





in taxes, except when there is a war-time 
emergency. It stated, too, that in re- 
affirming its earnest belief in the neces- 
sity of stabilizing the value of the dollar 
the Conference dedicates itself to that 
purpose. “We collectively call on every 
member of the Congress and every 
elected and appointed officer of the Fed- 
eral Government to implement that pur- 
pose by every available means, and 
without fear or favor,” the resolution 
continued. “We sincerely commend 
President Eisenhower for his earnest 
efforts in that direction.” 


operate a four-wheel management ve- 
hicle on only one wheel, which can’t be 
done,” the speaker said. 

Discussing control, Mr. Beale said lh: 
did not refer to the financial function 
alone, but to the whole area of resu!ts 
and performance. In ‘his peroration h 
said a simple suggestion was for a man 
ager to ask himself after he has reached 
home every day: 

“How much was I worth to the goo! 
people of my staff today? How much 


will I be worth tomorrow ?” 





Valerie Kasurack Tells How 


She Uses Several Letters 
Philadelphia—Valerie Kasurak, Excel- 
sior Life, Windsor, Ont., told the WLRT 
how she uses several different types of 
letters for the prospect groups. 

“Because I spend 50 percent of my 
time in the office, let me outline the de- 
tails in connection with one sale,” she 
said. “I write my pre-approach letter. 
(I mail an average of 10 or 15 letters a 
week.) I try to mail my letter on Satur- 
day so that I can follow it up with a 
telephone call on Tuesday, leaving the 
remainder of the week for arranging an 
interview. From my follow-up telephone 
conversation, or information given me 
by a referred lead, I may recognize it 
aS a programming or estate analysis 
case. I then go to the interview with my 
sample analysis of John Doe’s case. This 
is my fact-finding interview. 

“If the prospect puts me off for a 
couple of months, I go back to my office 
and write my second letter, thanking 
him for the courtesy extended me dur- 
ing the interview, outlining some high- 
lights of the insurance recommendations 
and reminding him that I will call again 
on the date he suggested. 

“After completing a program and 
making a sale, I write a third letter ex- 
pressing my appreciation of the pros- 
pect’s confidence in me, outlining my fu- 
ture services, welcoming him as an Ex- 
celsior policyowner and enclosing my 
company’s annual report to better ac- 
quaint him with my company. 

“My pre-approach letters have uncoy- 
ered many ‘unclaimed treasures’ that 
have provided me with all the comforts 
and some luxuries during the past 10 
years. 

“When I entered the life insurance 
business I recognized that if a man 
wants to be a success in the life insur- 
ance business, he has to do better than 
the next fellow. A woman in the life 
insurance business has to be even better 
than that. A woman agent has to work 
harder; be better informed; he more 
determined and more persistent.” 








MORGAN O. DOOLITTLE, 
President 





If you are LOOKING 
For A General Agency Opportunity— 
EMPIRE has a complete line of 
Competitive Plans 


LIFE — HOSPITAL — ACCIDENT AND HEALTH — GROUP 


Licensed in the States of — Colorado, Delaware, District of Columbia, 
Florida, Maryland, Nevada, New Jersey, New York, North Carolina, Ohio, 
Oregon, Pennslyvania, Rhode Island, Vermont, Virginia, Washington. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT, 
Agency Vice Pres. 











Pritchard To Be Vice 


President Union Central 
Philadelphia—At a dinner given by 
Union Central Life here Thursday night, 
it was announced by John A. Lloyd, 
president, that Oren D. Pritchard, re- 
tiring president of NALU will become a 
vice president of that company in con- 
nection with the agency department. He 
has been general agent for the company 
at Indianapolis for many years. 





“You want to talk to 
my uninsurables??” 


CG: Sure! No one ever talks to them 
about Life .. . take one of your good cli- 
ents who is uninsurable . .. you make 
him very happy if we analyze his policies 

. show him how to get more out of his 
premium dollars. 


YOU: So he’s pleased . . . so what? 


CG: So... he'll tell his friends what a 
great job you did . . . he’ll become a cen- 
ter of influence that will bring you pre- 
ferred leads . . . friends at his level who 
are insurable! 


YOU: But this takes time! 


CG: Sure, our time! We have the techni- 
cal knowledge and the staff to handle all 
the paperwork. It’s like adding a Life 
Department to a corner of your office 
without adding overhead. But you get all 
the commissions... in fact, you can 
increase your profits 15% or more a year! 


YOU: Well, that’s better. What next? 


CG: Next, call your nearest C.G. office 
for the rest of this profitable story. Do 
it today! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 
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E. B. Burr Says Mutual Funds and 


Life Insurance Have Common Goals 


Philadelphia—Mutual fund salesmen 
and life insurance agents are performing 
a service to the people and the economy 
which should be complementary, Edward 
B. Burr, chairman insurance relations 
committee, National Association of In- 
vestment Companies, told the Agents 
Forum. He is also executive vice presi- 
dent of the One William Street Fund. 

“Life insurance exists; mutual funds 
exist; each business performs substantial 
services for thrift-minded people,” said 
Mr. Burr. “Each business is sufficient 
unto itself; neither depends upon the 
other for its prosperity and neither has 
the desire or the capacity, I believe, to 
destroy the other. My grandchildren 
will surely own life insurance. They— 
and your grandchildren too, will prob- 
ably own mutual funds. 

“Each institution provides benefits and 
services that most people can’t otherwise 
obtain. Much wider public ownership of 
both life insurance and mutual funds is 
inevitable and all the inter and intra- 
mural scrapping in the world will not 
stop the irresistible force of the public 
buying services they need and want. 

“But we are not living in the time of 
our grandchildren. We are living and 
working today, and today life insurance 
and mutual funds, in their relationship 
to each other, are riding over some of 
the rough spots on the road to a more 
brilliant, more harmonious future. 

“Just how competitive are mutual 
funds and life insurance? Who is the 
greater competitor to us in the fund 
business—life insurance or _ television 
sets? Which is your competitor—mutual 
funds or automobiles? 

“Are these two products, mutual funds 
and life insurance, competitive at all? 
How useful is a mutual fund in creating 
an immediate estate or in guaranteeing 
dollar-sure income for widows, orphans 
or retired people? How useful is life 
insurance in providing investors an op- 
portunity to participate in the risks and 
possible rewards of owning equity shares 
in an expanding national and world 
economy ? 

“Does either of us have a do-all that 
meets all our needs in the realm of fi- 
nancial planning? These products are 
not competitive. Neither is an adequate 
substitute for the other. There are im- 
portant, exclusive uses for each in mod 
ern family and business financial plan 
ning and these uses are complementary, 
not competitive. 

“But sales people are competitive. 
From time to time you and mutual fund 


salesmen find yourselves seeking the 
same customer at the same time. It is 
here that friction can develop; it is 


here that the highest character of selling 
and service is required of the field men 
in each industry if each industry is to 
preserve and maintain its deserved stat- 
ure in the minds of the public. 

“How can either of our businesses af 
ford the time required to attack the 


other when our responsibilities and op- 
portunities are growing at such a fan- 
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tastic rate? Consider population. When 
Columbus discovered America, _ total 
world population was 500 million. It took 
over 300 years—until 1815 for this to 
increase by 500 million to a billion. In 
the next hundred years, population 
doubled again so that at the end of 
world War I, it was 2 billion. 

“From 1933 to 1950, a period which in- 
cluded the ravanging war in history, a 
war in which millions of people perished, 
in this 17 years, world population in- 
creased by 500 million people. In short, 
the world is growing at a rate of one 
billion people every 35 years. Every 35 
years we are adding to world population 
twice as many people as existed at the 
time America was discovered. 

“U. S. population is exploding too. In 
1920, we had a population of 106 million. 
In 1950 it had grown to 152 million. By 
1970 it is estimated that it will be 214 
million, and by the year 1980, 260 million. 
What a market for life insurance! What 
a market for mutual funds! 

“And what a responsibility for us! To 
feed, clothe, shelter and provide ever- 
increasing standards of living for this 
exploding population requires an even 
greater technological explosion than the 
one now taking place. We in life insur- 
ance and mutual funds aren’t the tech- 
nologists: the researchers, scientists, 
analysts and dreamers, perhaps. But we 
are the money-raisers; and the secret 
ingredient in progress is money. It is 
up to us in the securities business and 
you in the life insurance business to sell 
ourselves and our products to increase- 
ing numbers of people in increasing 
amounts to finance the increasing tech- 
nology which is essential to maintaining 
and increasing living standards for our 
rapidly increasing population. 

“Can we do it? Of course we can. But 
not nearly so effectively I submit, if we 
permit ourselves to lose sight of the 
real goals and be diverted into the dead- 
end | paths of inter-intra-mural bicker- 
ing. 


Kulp, Wellington Fund Executive, Sees 


Funds and Insurance Complementary 


Philadelphia—Life insurance and mu- 
tual funds are ‘complementary, both 
serving the economy, ‘A. Moyer Kulp, 
vice president of Wellington Fund, told 
the Agents Forum on Wednesday. 

“In other words, a mutual fund is a 
managed investment account and so is 
a life insurance company’s ‘portfolio,” 
said Mr. Kulp. “The great digerence in 
these two portfolios is in the different 
purposes and philosophies of investment 
management. You are familiar with ‘the 
investment philosophy of most life in- 
surance managements which stems from 
the contractual liability to pay a definite 
number of dollars at a future da'te and to 
also produce as much interest yield as 
conditions permit. 

“A mutual fund’s philosophy is quite 
different and is based on not preserving 
dollar value, but ‘preserving the investor’s 
relative ‘position as ‘the economy grows 
and also provide a satisfactory degree of 
inflation hedge. In other words, the 
mutual fund’s investment objective is 
maintaining relative purchasing ‘power. 

“A mutual fund’s investment program 
differs from a life insurance company’s 
significantly, with respect to selection 
and dollar cost averaging. The major 
portion of an insurance company’s bond 
portfolio is bought very carefully and 
probably largely held to maturity. By 
way of comparison, a large portion of 
ithe bond section of a mutual fund may 
be turned over 100% in several years, 
because constant selection to improve 
present position of bonds _ previously 
purchased is normal in an actively super- 
vised balanced mutual fund. 

“Mutual funds emphasize different in- 
vestment objectives ranging from bal- 
anced funds to growth, and _ specialty 
funds—just as life insurance has many 
kinds of policies to satisfy different in- 
surance needs such as—short range pro- 
tection, long range protection and dis- 
ability protection, just to mention a few. 

“We are living in a time of far-reach- 
ing and rapid technological change, as 
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- LOOK TO NORTHEASTERN LIFE 


... FOR OUTSTANDING 
Northeastern has developed a new $25,000 minimum 10 Year Convertible (non-renewable) Term 
Policy with competitive rates. This adds to our diversified portfolio and creates distinct sales 


advantages for you. 
Expansion program provides opportunities for qualified General Agents 


Contact Delbert Dumont, Vice President and Director of Agencies 





SERVICE TO BROKERS 


well as increasing world wide economie 
competition. Industry will need a tre. 
mendous amount of new capital in the 
years ahead to finance new products, ip. 
stall lower cost equipment, as well a 
larger productive capacity for growing 
population. : 

“To meet these capital requirements 
it will be necessary to channel ay 
enormous amount of savings accumula. 
ing in moderate amounts aniong millions 
of people to savings institutions. Some 
of these savings will go into Savings 
banks; a large amount will go into jp. 
surance premiums and a_- substantial 
amount will be invested in mutual funds 
Each of these institutions is a vital and 
different source of industrial capital, |; 
will take the combined efforts of these 
institutions to serve the economy and the 
national interest. Therefore, I think jt 
is quite evident that life insurance and 
mutual funds are basically complemen. 
tary.” 





Disability Insurance 


Walter G. Meyers, chairman of the 
committee on disability insurance, cited 
in his report the ruling of the Internal 
Revenue Service that “an agent for a 
life insurance company who is primarily 
engaged in the sale of accident and 
health insurance for the company is not 
a full-time life insurance salesman and 
is therefore self-employed rather than 
an employe for Social Security tax pur- 
poses. The report says: 

“It seems to us both just and logical 
that NALU should make an attempt to 
change this situation by working for 
amendments to the appropriate sections 
of the Internal Revenue Code and Title 
II of the Social Security Act to broaden 
the definition of “full-time life insurance 
salesman” contained in existing statutes 
to include, as employes, individuals whose 
sole or principal business activity is the 
sale of accident and health insurance. 
We recommend that NALU give serious 
consideration to such a legislative project. 





Committee on Associations 

Jack White, chairman of the commit 
tee on associations, reported that the 
committee is continuing its efforts to 
have all local associations with 100 or 
more members employ an executive sec- 
retary either full-time or part-time to 
give continuity to the work. 


Praises Commissioners 
Philadelphia—Alden C. Palmer, Indi- 
ana Commissioner of Insurance, a for- 
mer insurance agent who started in the 
insurance :business 40 years ago, highly 
praised State Insurance Departments as 
dedicated men and women. Although 


many are poorly paid he said there have 
been no mink coat or refrigerator scan- 
dals in their ranks, and he knows no 
Federal bureau which could have a high- 
er standard of public morality or finer 
record of public service. 
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How to manage your emotions... 


All of us have emotional upsets now and 
then. Fortunately, most of us—like the 
man above—have hobbies or other recrea- 
tions that ease our tensions . . . and divert 
our minds from the things that cause us to 
be worried or tense. 

Some people, however, are more or less 
constantly bothered by anxiety, vague fears 
and other disturbing feelings. They don’t 
face their problems—big or little—openly 
and realistically. 

Persistent, unresolved emotional con- 
flicts keep many of us from being as happy 
and as healthy as we should be. That’s 
because your mind and your body are in- 
separably linked. Whatever affects one af- 
fects the other. 


Unless we deal with our emotional con- 


flicts intelligently, they bear down on our 
spirits, drain away energy, and may cause 
many physical symptoms or bodily dis- 
orders. These include heart palpitations, 
digestive upsets, joint and muscular pains 
and chronic fatigue. In addition, high blood 
pressure, ulcers, and some allergies are 
often of emotional origin. 


In fact, a large percentage of all the 
people who go to doctors have ailments 
brought on or made worse by prolonged 
or severe emotional turmoil. So doctors are 
more alert than ever before to the role of 
the emotions in all illnesses. 


Treatment of illnesses which emotions 
play a major part takes time and skill. The 
doctor needs to know many details about 
the lives of his patients—especially their 


and lead a healthier, happier life 


emotional responses to problems which 
cause little trouble for most of us. 


With this knowledge, he can often help 
patients recognize those fears and worries 
which are wholly or partly responsible for 
their illness. And he can often help his 
patients learn new ways of looking at and 
handling problems that might keep them 
tense, unhappy and ill. 


Should you ever become overburdened by 
emotional troubles, remember it’s not wise 
to keep them “bottled up.” Discuss them 
with your doctor. He, or a psychiatrist or 
clinic recommended by him, may very well 
get to the root of your troubles and restore 
you to better mental health—that wonder- 
ful feeling of being on good terms with 
yourself and your life. 













COPYRIGHT 1959—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY ) 


1 MADISON AVENUE, NEw York 10, N. Y. 











This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in publications with a total circulation 
in excess of 45,000,000 including Saturday Eve- 
ning Post, Ladies’ Home Journal, Good House- 
keeping, Redbook, Reader’s Digest, National 
Geographic, U.S. News, Look. 
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Consumer Thinking Is 
Controlled by Agent 


S. L. McCARTY UPSTATE TALK 
State Ass’n Executive Says Agent Has 
Power to Enhance Or To Break 
Reputation of Life Insurance 





“What consumers think about life in- 
surance is usually what agents lead them 
to think. In the main, the agent is the 
one who has the most contact with the 


public. The agent has the power to add 
or subtract—to enhance or to break the 
reputation of life insurance,” stated 
Spencer L. McCarty, CLU, managing 


direcfor of the New York State Associa- 
tion of Life Underwriters, in an address 
delivered before the Rochester Life 
Underwriters Association. 

Mr. McCarty pointed out to the group 
that the weakening of the agent’s belief 
and trust in his product was showing 
up in the public’s attitude towards the 
traditional concept of life insurance as 
a product to protect the family, provide 
for retirement and save funds through 
cash values for an emergency situation. 
Using figures compiled by the Institute 
of Life Insurance, Mr. McCarty showed 
how policy reserves were trailing pre- 
mium growth over the past ten years and 
how actual cash value growth was prac- 
tically non-existent today. 

W fe the agent is convincing the pub- 
lic to buy Term insurance or acquiesing 
to his request, he is, in turn, undermining 
the business and his own future by 
abandoning the cash values and low lapse 
ratios concept. “Lapses used to be a con- 
of the life insurance business. A 


cern 
40% rise in the lapse rate last year is 
talked about a little, but does it really 


concern us? Some practitioners of life 
insurance believe in surrendering old in- 
surance, replacing it with Term, and in- 
vesting the difference. 

Build Equities in Agencies 


“From a necessity point of view, the 
general agents of most companies build 
equities in their agencies for retirement. 
Business placed on the books must con- 
tinue to pay premiums in order to sustain 
those retirement plans of most general 
agents. The wholesale raiding of cash 
values by taking paid-up life insurance 
and making maximum loans for investing 
in the stock market, is not security for 
the general agent’s renewal account. 
Agency managers are not far behind. 
Section 213 of the New York State 
Insurance Code does not permit paying 
out salaries in the field unless premium 
income and insurance in force supports 
it. The vesting portion of managers 
retirement plans are not heavy enough to 
give them security at retirement age if 
the lapse rate caused by the substitution 
of one plan for another gets excessive, 
Mr. McCarty emphasized. 

Continuing his remarks, Mr. McCarty, 
who in additon to his duties as manag- 
ing director of the association, is an 
agent of the Provident Mutual Life, 
asked the group to reconsider their own 
actions and feelings toward cash value 
insurance. At the same time, he reiter- 
ated his belief that the climate created 
in the business today is the one which 
can work for or against it in the years 
to come. He concluded by asking, “Tf 
the trend of the past ten years of aban- 
doning the sale of cash-value types of life 
insurance is continued, and it completely 
changes the character of our business 
away from the protection and savings to 
a business of indemnification against 
death alone, in good conscience, is this in 


PE 


the best interests of the public: 





EQUITABLE OF IOWA SCHOOL 

Thirty-five field underwriters from 21 
agencies of Equitable Life of Iowa at- 
tended the 50th semi-annual home office 
career school at the home office in Des 
Moines last week. The school was under 
the supervision of Wilson L. Forker, 
CLU, superintendent of agencies, with 


instructors made up of members of the 
home office staff. 






First Colony Appoints 
J. A. Deasel, W. E. Polk, Sr. 


Meade McMillen, CLU, president of 


First Colony Life, Lynchburg, Va., an- 
nounces the opening of the Parkville, 
Md., agency. The new agency is lo- 
cated in the suburban area of Baltimore. 
Co-managers will be Jerome A. Deasel 
and Walter E. Polk, Sr. 

Jerry Deasel joined First Colony Life 
after a four-year association with Pru- 
dential as a staff manager in Baltimore. 
During his four years with Prudential 
he qualified for the company convention 
each year. He has completed Farts I 
and II of LUTC. In 1957 and 1958 he 
qualified for the company sales seminar, 
and in 1957 he was awarded the Presi- 
dential Citation for all-round accomplish- 
ment. 

Walter Polk was graduated from City 
College, Baltimore, in 1947. After five 
years with the Western Maryland Dairy 
he left his position of route supervisor 


and joined Metropolitan Life as an 
agent. Later he was promoted to insur- 
ance consultant. He remained with 


Metropolitan as a successful underwriter 
until he became co-manager with Mr. 
Deasel for First Colony Life. 





BF Hopper, GA 
Harrisburg 





J.C. Stamm, GA 
Miami 





E.W. Leon, CLU 
Home Office 
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R. W. Ransom 
Grand Rapids 





Raymond Taylor 
New York City 


Congratulations 
to our new CLUs 






* who earned the 


i 
S.A Swisher,CLU,GA . 
Cedar Rapids 


MANAGEMENT 


LIFE INSURANCE COMPANY OF IOWA 


HOUSTON FIELD SUPERVISOR 

David A. Cook has been named field 
supervisor of the Houston division of 
Lincoln Liberty Life, John Coffman, 
vice-president and agency director; an- 
nounced. A native of Lufkin, Texas, Mr. 
Cook received his bachelor’s degree from 
Rice and his master’s degree in educa- 
tion from the University of Houston. 
He was captain of the Rice basketball 
team in 1948-49, and coached at Lubbock 
7 years before joining Lincoln Liberty 

ite. 

The 40-year-old company covers 12 
states from the Rio Grande to Canada. 
Lincoln Liberty Life is building the $15 
million Sheraton-Lincoln Hotel in 
Houston, which will serve as the com- 
pany’s Houston division headquarters. 
The skyscraper is expected to be com- 
pleted in 1961. 





MIDLAND MUTUAL GAINS 

With an August production which 
ranked as the third highest for any 
month in company history, the field force 
of Midland Mutual Life advanced life 
paid-for volume for the first two-thirds 
of 1959 to a point 10.1% ahead of the 
same period in 1958. At the end of 
August, accident and sickness premiums 
were 49.9% greater than the 1958 total. 





D. F. Reed 
Wichita 





L. C. Thomas, Jr. 
Portland,O. 


and to 
two associates 


DIPLOMA 
in AGENCY 










FOUNDED IN 1867 IN DES MOINES 
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HAIGHT, DAVIS & HAIGHT, Ine, 


Consulting Actuaries 








INDIANAPOLIS OMAHA 
O'TOOLE ASSOCIATES | 
Incorporated 


Management Consultants to 
Insurance Companies 
Established 1946 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








Woodward, Ryan, | 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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Mississippi Valley Agency 
Appointed by U. S. Life 








JOSEPHS; LICATA 


Gordon E. Crosby, Jr., vice president 
and director of agencies of United States 
Life, has announced the appointment of 
the ‘Mississippi Valley Agency, Inc, of 
St. Louis as general agent. Heading the 
agency staff as sales manager is Joseph 
S. Licata, who started in the life insur- 
ance business in 1954 with Metropolitan. 
A personal producer, he became assistant 
manager in 1956 and joined New England 
Life a year later as brokerage manager 
of one of their large midwestern agel- 
cies. 

Mr. Licata was graduated from the 
Life Underwriters’ Training Course at 
St. Louis University and is now in his 
third year work toward a CLU designa- 
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tion at Washington University. He als 
attended Harris Teachers’ College and 
served for four years with the Coast 
Guard as a radio operator in both the 
Atlantic and Pacific theatres durin 
World War II. 





Manager at ene 

Paul M. Myrehn has been named st 
ager of the Indianapolis Agency of 
cific Mutual Life. Formerly he wa 
assistant manager for the Mutual Lif 
Of New York in Battle Creek, Mich. Hé 
is a native of California, and a graduaté 
of Hope College, Mich. 

An agency management 
LOMA, Mr. Myrehn’s life 
background includes ten years of 
and home office experience. In adit 
to its agency, Pacific Mutual maintain 
an Indianapolis :Group insurance ole 
and mortgage loan office. 
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Lincoln National’s Staff Promotions 


Six promotions and three appoint- 
ments were announced by W. O. Menge, 
president of Lincoln National Life. 

Charles H. Barnaby and Don F. Fack- 
ler were promoted to assistant actuary; 
Robert E. Lee was promoted to director, 
agency home operations; Shirley L. 
Scholer was promoted to. director, 
agency controls; Richard E. Arick was 
promoted to superintendent of branch 
offices; and Charles Suchma was pro- 
moted to agency secretary. 

William R. Gormly was appointed su- 
pervisor of financing; Neil L. Rattray 
was appointed director of agents train- 
ing; and Donald V. Vordermark was 
appointed supervisor of agency contracts. 

Mr. Barnaby, formerly actuarial as- 
sistant, joined Lincoln Life actuarial 
department in 1955 after completing 
graduate work in mathematics at Har- 
vard University. 

Mr. Fackler, formerly actuarial as- 
sistant, Group department, joined Lin- 
coln Life’s actuarial department in 1952 
following graduation from the University 
of Michigan where he studied actuarial 
science. ; 3 

Mr. Lee, formerly superintendent of 
branch offices, joined the company in 
1942 as assistant cashier in the Cleve- 
land agency, following graduation from 
Miami University, where he received his 
Bachelor of Science degree in business 
and earned Phi Beta Kappa. 

Mr. Scholer, formerly agency depart- 
ment supervisor, joined Lincoln Life in 
1924 after attending Purdue University 
and International Business College. 

Mr. Arick joined the company in 1952 
as agency correspondent, and three 
years later he was named assistant 
agency auditor, following which he be- 
tame assistant superintendent of branch 
offices, the position he held prior to 
assuming his new title. : 

Mr. Suchma, formerly assistant agency 


‘department supervisor, joined the agency 


department of Reliance Life in 1921 


“and became a member of Lincoln Life’s 


agency department in November, 1952, 
when Reliance was purchased by LNL. 

Mr. Gormly joined Reliance Life in 
1926 in the treasury department, and 
when Reliance was merged with Lincoln 
Life, he came to the LNL agency de- 
partment in 1952. In 1956 he was ap- 
pointed divisional supervisor. 

Mr. Rattray, formerly director of 
schools in the home office agency de- 
partment, joined Reliance Life in 1950 
following graduation from Bowling 
Green State University, and for two 





Manhattan Life Names Knox 


General Agent in Tampa 


Walter H. Knox has been named 
general agent of Manhattan Life in 
Tampa, Florida, it was announced by the 
company’s home office in New York. 
Agency offices are at 308 Tampa Street. 
Mr. Knox has been a general agent 
of Manhattan Life since 1956 when he 
opened offices in Midland, Texas, where 
he remained until relocating in Tampa. 
A graduate of Mississippi State Col- 
lege and LaSalle Extension University, 
Mr. Knox has been in the insurance 
field since 1953. 





Pilot Life Meeting 


Pilot Life’s annual general agents’ 
Meeting was held recently at the com- 
pPany’s clubhouse, located on its home 
ofice grounds in Greensboro, N. C. R. 
W. Donaldson, vice president in charge 
of agencies, directed the three-day semi- 
Mar which was attended by approxi- 
mately 50 general agents and supervisors 
from 15 southern states, the District of 
Columbia and Puerto Rico. 


years he was a field representative in 
Cleveland. 

Mr. Vordermark, who was divisional 
supervisor before being appointed su- 
pervisor of agency contracts, joined 
Lincoln Life as agency correspondent in 
1929 following graduation from Indiana 
University where he received a Bach- 
elor of Science degree in commerce and 
finance. 


Joins Indianapolis Life 


Donald L. Goben has joined Indian- 
apolis Life’s home office staff as under- 
writer, according to President Walter 
H. Huehl. A native of Indianapolis, Mr. 
Goben is a 1948 honor graduate of Butler 
University. He has 11 years of under- 
writing experience in both life and acci- 
dent and sickness insurance and was 
also associated with a life insurance 
management consulting firm. 

He has received an associateship in the 
Life Office ‘Management Association edu- 
cation program. 





What’s 


all this 





about quoting group insurance 
costs? With CAC you can now 
give cost estimates on the spot! 





Whether your prospect employs 30 people or 300, you can hand 
him factual estimates on your very first visit with CAC. There’s no 


coming back for costly “presentations” or “proposals”. 


There’s no 


red tape. You save his time and your time. 

And even more important, with CAC you don’t offer him a “pack- 
aged” plan, that may or may not fit his business. You offer him a 
plan tailor-made for his specific business, even if he has as few as 


ten people on the payroll. 


But, the Continental Assurance Company has never dealt in 
“mystery” or “ceremony”. You sell the best insurance coverage 
possible, at the lowest cost possible, with as few complications as 
possible. This formula has been financially successful for both the 
company and its agents. It’s one reason why CONTINENTAL re- 
cently passed the 5 billion dollar mark in life insurance in forcee— 


with over 550 million in assets. 





Continental 


Revolutionary new Group Cost 
Estimator speeds, simplifies 
group sales! 


Now any producer can quote group 
cost estimates on-the-spot . . . as 
only the experts were able to do 
previously! 


‘Assurance 


COMPANY 


310 South Michigan Avenue - Chicago 4. Ilinois » One of the Continental National Group 


Eastern Department: 76 William St., New York 5, N. Y. 








Patriot Names Autenrieth 
As Assistant Secretary 





ROBERT H. AUTENRIETH 


Robert H. Autenrieth has been elected 
assistant secretary of Patriot Life, Vice 
President Arthur W. Theiss announced. 

Mr. Autenrieth supervises home office 
operations. He joined Patriot in 1954 
after holding supervisory positions with 
The Prudential in Houston and Chicago, 
as well as at Prudential’s Newark head- 
quarters. He is a native of New Jersey 
and lives in Cedar Grove. 

Patriot Life, formed in 1953 as a sub- 
sidiary ot C.1.T. Financial Corporation, 
one of the nation’s largest financing in- 
stitutions, now has some $730 million of 
life insurance in force. Its home office 
is in the C.L.T. Financial Building at 
650 Madison Avenue, New York. 


Aetna Life Makes Group 
Annuity Rate Reductions 


A new Group annuity premium rat- 
ing schedule providing some of the low- 
est rates offered by a large insurance 
company has been announced by Aetna 
Life. 

Under the new schedule, premium 
rates for Group pension plans have been 
reduced by from 5 to8%. The new rates 
are computed with a 344% interest fac- 
tor and for some plans a 34%% interest 
factor is used. 

A liberalized withdrawal credit plan 
also announced by the company has in- 
creased by an average of 5% the 
amounts refunded to employers when 
persons under a pension plan terminate 
employment before retirement. 

The premium and refund rates will 
apply to all new Group annuity pension 
cases written by the company. Cases 
already in force will be reviewed to see 
whether they are eligible for the new 
rates. 

The primary factor making the more 
favorable rates possible is the elimina- 
tion by 1961 of the Federal income tax on 
investment income of reserves of insured 
pension plans. Other important factors 
are the gain in yields on investments in 
recent years and a reduction in admin- 
istrative costs through increased automa- 
tion. 








New San Francisco Office 


John Dole, Western Life of Helena 
regional Group manager in Helena the 
past year, has opened new offices in 
San Francisco. 

One of three regional Group managers 
appointed by the company since it en- 
tered the Group field 18 months ago, he 
will be responsible for the Group opera- 
tion in the Western region. His offices 
will be at 220 Bush Street, San Francisco. 
He was assistant Group supervisor with 
Washington National in Spokane for six 
years before joining Western Life, 
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Hunt Agency Named by 




















F. H. Ecker And Josephs — 
‘ Gotham Life of N. Y. Harriman Party Guests WANT TO STEP UP YOUR OWN AGENCY? 
eee —- GE 
A, PRIVAT ME . “ 2 
EE ORES TART ASGA. KHRUSHCHEY Ih Fe salen A Connecticut life insurance company has General Agency - 
75 Brokers Attend Sept. 16 Affair; Meet Russian Premier Gets Chance to Ex- openings which can pa uu 9 
President Sweeny, V. P. Tanguay; change Views With Leaders of P 8 ce didi tied 103% of first —s 
Agency in Expansion Program Capitalistic System premium. This is a unique opportunity for a strong per- 
— : fin , C 
The Hunt Agency, Inc. in downtown Psieoi “Aibbiesieheds elo idles tikediedc ania sonal producer or brokerage supervisor. Competitive life lan 
New York, latest general agency to be guests of former Governor W. Averell contracts plus Guaranteed Renewable Accident & Sickness mice 
apointed by The Gotham Life of New Harriman at the party in his New York * . den 
York. was welcomed into the fold at an City home which he gave so that Pre- and Major Medical. Send resume to Box 2728, The Eastern # 
Raraes e = ; a eaee ier _Khrushcl f Russi: Id 1 Z . R at 
afternoon party September 16, held in Gece sie Cocsraniibhen rear an-amiaietn Underwriter, 93 Nassau Street, New York 38, N. Y. N 
Miller’s Restaurant on Nassau Street the capitalistic system. They were Fred- 
erick H. Ecker, honorary chairman, Met- 


with about 75 insurance brokers on hand. 


John F. Sweeny, presi- 


and Ralph 


Chief hosts were 
dent of The Gotham, 
uay, its vice president, 
» the broker guests by George 


Tang- 
who were in- 
troduced t 
C. Hunt and Monroe 
tively president and executive vice presi- 
dent of the agency, Joseph 
H. Zapel, its life insurance manager. 

agency 


3irnberg, respec- 


assisted by 


These key executives of the 
expressed optimism that with its current 
expansion program and sales emphasis 
on family income programs and business 
life insurance, a substantial volume of 
life business will be acquired by the end 
of its first year with The Gotham. 

The Hunt Agency, formed by Messrs. 
Hunt and Birnberg in 1956, outgrew its 
first office at 180 Rroadway and moved 
in June, 1959, to the fifth floor at 68 
Nassau Street. It maintains a multiple 
line operation, writing all lines of in- 
surance. Its key people, all of whom 
have had company background, include 
Andrew Irving, production manager; 
John O’Grady, fire manager; James C. 
Christian, marine manager, and Joseph 
Kirsner, comptroller. 


Mr. Hunt has 38 years’ experience in 





cuttin Life and Devereux C. Josephs, 
chairman, New York Life. Other objec- 
tive: to be assured by personal observa- 
tion that they neither wanted war nor 
wore horns. 

They told him repeatedly and with 
emphasis that it was not in the interest 
of the American economy to overspend 
on armaments. Furthermore, they 
pointed out that Khrushchev was being 
misled about this by Soviet economists. 

{r. Harriman said to reporters after 
the meeting: “My guests told him that 
they did not know of a business man 
in the United States who felt differently 
than they did about the desirability of an 
end to ‘the cold war '—when it was safe 
to end ‘the cold war. 

Among those present were bankers, 

















APPOINT ROBERT F. SAX 

Robert F. Sax has been appointed to 
the staff of the St. Louis district Group 
office of General American Life as a 
Group representative. 

A graduate of St. Louis University, 
and a native of St. Louis, Mr. Sax has 
had two years experience as an agent 
and three years experience as a Group 
representative for New England Life in 
Houston, and in Dallas. 





industrialists, lawyers and heads of uni- 
versities. 

Some insurance men were also at the 
dinner of the Economic Club given to 
Khrushchev. 











Made Administrative V. P. 
For New England Life 








the business. He started with the Nor- agen 
wich Union and since then has served in In t 
underwriting and production capi cities agen 
with both companies and agencies. He outs: 
was co-founder of the Hunt Agency, Rabinn Bachrack 100 
Inc. on June 1, 1956. TAMES B. M INTOSH ‘3 Ordi 
[r. Birnberg, whose insurance career we ie ae 2 1 
began in 1949, is a U. S. Marine Corps 37 m 
veseran. F6 meet Om 1938 nO 1948, James B. McIntosh has been promoted held 
rising in the ranks to maior, He saw to the newly-created position of adminis- cles 
combat service during World War II in trative vice president of New England at tl 
the Pacific Theater. His first insurance Tits oie Rn O. Kelley lat an- / 
post was with the Brooklyn general in- nounced. In his new post Mr. McIntosh man. 
reine firm of Brooklyn Franklin Corp. will be responsible for the administrative ! 
from 1949-56. He had a good working affairs in the nation’s oldest mutual life Eklu 
knowledge of_insurance when he joined insurance company. New England Life, age 
ae hei George coacigs phy founded in 1835, has assets of $2% bil- Mun 
ear Fieve ban A ga qk oo - “The lion and has $64 billion of life insur- ches 
A A i ee LS ON lh I aS a ts aa ance protection in force on nearly one Micl 
Prudential, Equitable Society and North- million policyholders in all 50 states tend 
eee ee ar ee 2 Doce ar i s : : 
aie an er Ht Pan ewes Soh vet ig Mr. McIntosh, a native of Milton and 
2 path hae wee anagerial < suf a graduate of Boston University, joined 
Along with The Gotham Life, the Hunt ‘ ‘ : New Rg ore a, os aoe He bo He 
Agency also represents Manhattan Cas- We’re talking about the prospect who thinks a shite te At clades “ana Lans 
ualty, parent company, of which Mr. he i ° . eens ae See See ee ee ior ¢ 
Relea th alot gbreiinat e is uninsurable, or who may have been at one time. 1954, second vice president in 1956, and ior 
at 4 ’ : : since 1957 has been vice president and rm. 
ah ae Perhaps he’s been declined, or rated too high. assistant to the president. . and ; 
‘ ‘ We 4 trus iversity, lieut 
ee a eT Manufacturers Life can turn many of these cases into PB seatgiaete ison Lo agg co Ba eral 
. rene reali oe Saen sales for you. sity General Alumni Association, mem- He 
A one-day Federal income tax forum ber of the joint administrative board of Equi 
was conducted recently in seg by Our pioneering record in underwriting on diabetics, the Boston University - Massachusetts - 
> s, ZA ws & owne. Approxi- ° . ia i { i ola 
patie AE atindoh cia¥eheditne TO tn- ulcers, heart cases and many other impairments puts us eh ae ON er Me a Cl 
surance companies, accounting and con- : ai : : ai. tae ‘1 a pete 4 M1 
sulting actuarial firms were in attend- in an excellent position to make a fair offer to your client. eee ee he ee, po gg solide te the 
ance. Call us for proof. itan O f ericat Mich 
The program included an explanation P — Cee Se ae: Rineret clatic 
of the 1959 income tax law; application BRANCHES IN THE FOLLOWING CITIES: He has held important positions in the Man: 
of the law to a model life insurance ; : : Rees Greater Bost United Fund and has Man: 
company; special considerations and Baltimore * Boise ¢ Boston e Chicago e Cincinnati e Cleveland e Columbus b reset HEI a e ‘ un - = _— 
problems; and planning and decisions. Denver ¢ Detroit ¢ Flint ¢ Hartford * Honolulu e Lansing e Los Angeles e Miami Chesil ee ome faiior Achiew’ eral 
Bowles, Andrews & Towne is a firm of Minneapolis * Newark * Oklahoma City © Philadelphia * Pittsburgh e Portland © Richmond peng ael rats ahi Wnsieless Associa of th 
actuaries and insurance company man- Saginaw e San Diego e¢ San Francisco Seattle ¢ Spokane ¢ Washington, D.C. Club = ’ cou derw 
agement sultants ri fices i ; : : ; 
Ric ae: Sari Bn Dicer Viorks cuties, Also licensed in Alaska, Arizona, Delaware, Indiana, lowa, Kentucky, Maine, Missouri, a 
Dallas aad peas ’ : ’ Montana, Nevada, New Hampshire, Utah, Vermont and West Virginia Ch ie 
LICENSED IN GEORGIA ur 
rset as THE Farmers and Traders Life, Sy eee 
N. Y., has been admitted to the State o 
HERBERT 0. McCLEAN DEAD MANU Georgia for the transaction of life and occ: 
. Herbert O. McClean, 74, general agent accident and health insurance. This Phi 
for Providence Mutual Life at Norfolk, makes a total of 21 states and the Dis- super 
Va., from 1920 until his retirement, died INSURANCE COMPANY trict of Columbia in which the company Carol 
recently at his home in Miami Beach. is now licensed to do business. An- be lo 


by Edwin. W. 


nouncement was made 
Henne, president. 


He is survived by his wife, two daught- 101-59 


ers, a sister, and a brother. HEAD OFFICE (Established 1887) TORONTO, CANADA 
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C. G. Ecklund Appointed 
By Equitable Society 


GETS POST AT HOME OFFICE 





Agency Manager in Detroit Made Vice 
President and Assistant to 
the President 


Coy G. Eklund, manager of the Ek- 
lund agency, Detroit, has been named 
vice president and assistant to the presi- 
dent of Equitable Life Assurance So- 
ciety, it was announced by James F. 
Oates, Jr., Equitable president. 

Mr. Eklund has been an Equitable 





COY G. EKLUND 


agency manager in Detroit since 1947. 
In that period, he has built his own 
agency from a force of 10 agents to an 
outstanding sales organization of around 
100 salesmen. The agency’s volume of 
Ordinary insurance has climbed from 
2% million dollars in 1947 to more than 
37 million last year. The agency, which 
held 105th place among Equitable agen- 
cies at the close of 1947, ranked third 
at the end of 1958. 

A successor to Mr. Eklund as agency 
manager will be announced shortly. 

A native of Brookston, Minn., Mr. 
Eklund lived in that community until the 
age of 12 when his family moved to 
Munising, Mich. He led a dance or- 
chestra in his undergraduate days at 
Michigan State University, which he at- 
tended under a four-year band scholar- 
ship. 


Became Agent in 1938 


He became an Equitable agent in 
Lansing in 1938 while he was still a sen- 
ior at Michigan State. He entered the 
Army in 1942, seeing service in Europe 
and advancing from second lieutenant to 
lieutenant colonel on the staff of Gen- 
eral George Patton, Jr. 

He was named assistant manager of 
Equitable’s Michigan agency in 1945 and 
two years later was appointed manager 
of a new Detroit agency. He has been 
a CLU since 1952. 

Mr. Eklund has served as president of 
the Reserve Officers Association of 
Michigan, Michigan State Alumni Asso- 
ciation, Equitable General Agents and 
Managers Association and Life Agency 
Management Association of Detroit. He 
is currently vice chairman of the Gen- 
eral Agents and Managers Conference 
of the Nationa] Association of Life Un- 
derwriters. 

e also has served as president of the 
official board of the First Methodist 
Church of Birmingham, Mich. 





OCCIDENTAL, N. C. SUPERVISOR 

Philip C. Maragos has been named 
supervisor for Occidental Life of North 
Carolina in Arizona. Mr. Maragos will 
be located at Phoenix. 





Taracido Named Consultant 
To Republic of Panama 


George M. Selser, vice president and 
secretary of United States Life, has an- 
nounced that Joseph Gabriel Taracido, 
superintendent of agencies, international 
division, has been appointed legal and 
technical consultant to the Insurance 
Department of the Republic of Panama. 
The appointment, 


effective September 


10, was announced by the office of the 
president of the Republic. 

Last May, Mr. Taracido was named 
consultant in the same capacity, to the 
Insurance Department of the Republic 
ot Venezuela by the Venezuelan Min- 
isterio de Fomento. 

A native New Yorker, Mr. Taracido 
is a graduate of Iona College and the 
Fordham University School of Law. He 
is admitted to the New York Bar and is 
a member of the New York County 
Lawyers Association and the New York 
State Bar Association. 


$2,150,000 on One Client 
_ The American Life of New York has 
just issued and been paid for $2,150,000 
of whole life insurance on one indi- 
vidual through the J. B. Rappaport, Inc., 
general agency in New York. This is 
the largest single case written by the 
company. 

The Rappaport agency has paid for 
more than $3,000,000 during August, thus 
establishing another monthly production 
record for the agency with this com- 
pany. 
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S : 17 New States and 99 Years Later. o 
GUARDIAN has grown into one of America’s 


_ foremost life insurance companies’ 


One night in 1867 —seven years after The GUARDIAN 
was founded — Russian Minister Baron de Stoeckel 
dropped in on Secretary of State Seward. He came to say 
that Czar Alexander II would sell Alaska for $7,200,000. 


Seward stopped playing whist and offered to close 


the deal forthwith. 


“But your department is closed,” the Russian said. 


“Before midnight,” replied Seward, you will find me 
in the department ready for business.” Before the next 
dawn Seward had bought 4,000 miles of Pacific coastline 





Today the United States extends from Maine to 
California, ranges north to the far reaches of Alaska and 
stretches across the Pacific to Hawaii. The GUARDIAN has 
kept pace with the nation’s inexorable forward surge. It 


is among the 1% of all life insurance companies licensed 


in all 50 States and the District of Columbia. 


Now starting our hundredth year of service to the 


American people, we are offering the most attractive poli- 


cies in our history. One of these is the JUNIOR GUARDIAN, 


and 375 million acres for less than two cents an acre. 


When The GUARDIAN began business on July 16, 
1860, there were 33 States in the Union. By the end of 
that year the company had representatives in seven of 


those States. 


an outstanding gift for a child or a grandchild. It is called 
“the jumping juvenile” because it jumps five times in face 
value at age 21 without a penny’s increase in premium. 


Your children deserve the start in life that JUNIOR 


GUARDIAN will give them. Have a talk with your local 
GUARDIAN representative or your broker and find out how 
your family can benefit from GUARDIAN’s century of ex- 


perience in serving American families. 


The GUARDIAN Life Insurance Company OF AMERICA 


50 UNION SQUARE, N.Y. 3, N.Y. 





Our Centennial Year 


EW YORK TIMES SUNDAY MAGAZINE, marking GUARDIAN’S Centennial in 1960, 


[ One of a series of ads in TIME, NEWSWEEK, SATURDAY EVENING POST, and the 
N 
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Western & Southern Names Wallen and Thornbury Woodmen Accident & Life Hp aye 
- Has Three-Fold Celebration L | 
Woodmen Accident and Life recently = 4 5 L @ 
celebrated the 100th anniversary of their ‘ 
founder’s birth, the company’s 69th an- io . ‘ 
niversary and the passing of the $200,- ia Engineering 
000,000 life insurance in force mark. C. i 
W. Faulkner, second vice president and pi Service 





FARLAND WALLEN 


Appointment of two superintendents of 
agencies in the home office region of the 
Western and Southern Life was an- 
nounced by William C. Safford, Western 
and Southern president. 

Farland Wallen will head the com- 
pany’s agency force in Indiana, Michi- 
gan and western Ohio. James P. Thorn- 
bury wil] be in charge of the agencies in 
eastern Ohio and West Virginia. 

A veteran of 20 years Western and 
Southern service, Mr. Wallen is a na- 
tive of Indianapolis, where he started 
with the company as an agent. He has 
served as district manager at Vincennes, 
Ind.; Northern and Louisville, Ky., be- 
fore going to the home office as an as- 
sistant superintendent of agencies in 
1954. 

Mr. Thornbury, a native Cincinnatian, 
joined the company as an agent in 1947. 





Life of Va. Names Taylor 

Walton T. Taylor's appointment as 
manager of Life Insurance Company of 
Virginia’s New Orleans No. 1 district 
office, was ‘announced recently by 
Charles A. Taylor, president of the com- 
pany, at Richmond. He succeeds the 
late Peter P. Palisi. 

An associate manager of the company’s 
Baton Rouge office since 1954, Mr. 
Taylor assumed his new duties this week. 
He joined Life of Virginia in 1950 as an 
agent at the New Orleans No. 3 office. 

Mr. Taylor, recipient of the National 
Quality Award, has completed a_ two- 
year study course conducted by the Life 
Underwriter Training ‘Council. 

Active in civic and church affiairs, Mr. 
Taylor served as secretary of the New 
Orleans Association of Life Underwrit- 
ers from 1953-54, and is a past director 
of the Baton Rouge group. He is a 
member of the Grace Baptist Church at 
3aton Rouge, and a teacher of the Men’s 
Bible Class there. Mr. Taylor also be- 
longs to the Baton Rouge Moose Lodge. 





Equitable Life of Iowa 


Sets Production Records 

New paid Ordinary life insurance in 
the Equitable Life of Iowa during Au- 
gust resulted in the largest August and 
the largest first eight months in the 
93-year history of the company, and also 
marked the company’s 12th consecutive 
gain month. 

Production for the month amounted to 
$13,779,099, an increase of 7.4% over the 
corresponding month in 1958. For the 
first eight months, the total was $123,- 
175,462, a gain of 11.9% over the corre- 
sponding period in 1958. 

Life insurance in force in the com- 


pany at the end of August increased to 
a new high of $1,688,255,906. 

The Seattle agency, H. S. Bell, CLU, 
general agent, placed first among all 
company agencies, 





JAMES P. THORNBURY 


He was promoted to district sales man- 
ager in 1954 and to assistant superin- 
tendent of agencies in 1956. 


superintendent of agencies, grandson of 
the founder, Dr. A. O. Faulkner, de- 
livered to his son, C. W. Faulkner, Jr. 
the founder’s great-grandson, the life 
insurance policy that gave the company 
$200,000,000 of life insurance in force 
An agency drive during the month 
pushed the life insurance in force as of 
August 31 to $202,120,773. 

E. J. Faulkner, president, indicated 
that the new life insurance in force 
record was significant in that the com- 
pany, which has pioneered since 1890 
in the accident and health field, has only 
been in the life insurance business for 
23 vears. In addition, he _ indicated, 
“while it took 19 years to reach the first 
one ‘hundred million, it took but four 
years to achieve the second.” He ex- 
pressed gratification that many accident 
and health insurers, since World War II, 
have entered the life field and at the 
same time, many life insurance carriers 
now offer a complete accident and health 
line. He emphasized, “that accident, 
health and life insurance are both es- 
sential to meeting the real personal pro- 
tection needs of the public.” 








OWN YOUR OWN AGENCY 
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... every once ina 
while a fellow just 
has to “pop his 
buttons” because 

he knows he has 
something great! 
For the man 
interested in 

agency management, 
we’ve got... 


6 The Top agency build- 
ing contract! For the man 
who is looking ahead to a 
profitable, secure future in his 
own agency, our contract can’t be 


beat. 


Qa personal producer’s contract second to 
none! It helps make recruiting a pleasure 
instead of a chore. The Home Office training 


/ program aids the new agent in making a rapid 







¢? climb to a top producer. 


y; OA complete portfolio of life and S&A insurance plans, 
’) designed to fit every prospect and his particular needs. They 


/ include a low-cost whole life plan, Family (family group 
¢ plan), Major Medical Catastrophe Insurance plans, and the most 
4 versatile decreasing term riders ever devised. 


6 Some excellent territories still open (including a few major cities) in 


the United States and Canada. 


If you want to “pop your buttons” in your own agency with a rapidly 
growing organization, contact The Maccabees, a Life Insurance 


Society, Detroit 2, Michigan. 





THE 





MACCABEES 
G Life Jusurnance Sociely 


Founded in 1878 


Home Office 
Detroit 2, Michigan 











for Brokers 


e ONE WEEK'S NOTICE—OR LESS! 





JOHN C.WEGHORN AGENCY, ING 
102 Maiden Lane * Digby 4-8420°N.Y.14,N.Y, 
Member of the N.Y.C. Insurance Agents Ass‘n 





ee 


Assistant Agencies Supt. 
For Continental American 





WILLIAM McELROY BLAIR 


Continental American Life, Wilming- 
ton, announces the appointment of Wil- 
liam McElroy Blair as assistant superin- 
tendent of agencies. Mr. Blair joined 
the company as a field representative in 
Baltimore in June, 1947, advanced to 
assistant manager, manager, and was a 
general agent when he left the company 
in 1954. He has a ‘background of 18 
years in the field of life insurance. 

A native of Bayside, N. Y., currently 
residing with his family in Ruxton, Md, 
Mr. Blair is a graduate of Mt. Hermon 
School, Mt. Hermon, Mass. He is a 
graduate of the Life Insurance Agency 
Management Association’s School in 
agency management, and has attended 
four of the annual Life Underwriting 
Schools held at the University of Con- 
necticut. 

Mr. Blair is a member of NAIL.U and 
is active in civic and community afiairs. 
In Baltimore, he played a major role in 
the Red Cross and Community Fund 
Campaigns, in addition to work for the 
March of Dimes. 





London Life in Force 
Over $5 Billion Mark 


London Life has passed the $5 billion 
mark in life insurance in force, it was 
announced at the company’s head office 
in London, Ontario. an 

London Life conducts its sales activi- 
ties entirely in Canada. Over 1%4 million 
Canadians are now insured with this com- 
pany. 

The company’s insurance in force has 
experienced particularly rapid growth 
since the end of World War II, and to- 
day it is three times the amount of ten 
years ago. The latest billion dollars of 
business has been added in slightly over 
two years. . 

Of the $5 billion in force, over $ bil- 
lion is in individual policies and nearly 
$1 billion is in Group life insurance, 














ican 


R 


ning- 
Wil- 
yerin- 
oined 
ve in 
d to 
vas a 
pany 
rf 18 


ently 
Md., 
rmon 
is a 
ency 
| in 
nded 
iting 
Coi- 


and 
fairs. 
le in 
Fund 
- the 


September 25, 1959 





Page 23 











BEHIND 
THE NYLIC 
AGENT... 





Thorough career 
training is 
another reason why... IS A GOOD MAN TO KNOW 


A continuous 
training program 

to keep advancing 
his career! 








The day a person decides to join New York Life, his training begins. Through 
regular classes, homework and individual conferences, he covers all the specially 
written Nylic texts which constitute the three-part Nylic Training Course. 


Part One covers insurance fundamentals and basic Nylic selling techniques . . . 
then goes on to single-need selling, merchandising insurance, selling through 
service, multiple-need and total-need selling, expanding markets, and marketing 
mass coverages. Part Two covers program selling through planned security. 
Part Three covers business insurance topics such as: reaching the businessman; 
solving sole proprietor, partnership, corporation and key man problems; 

estate conservation; selling the estate owner; and tax procedures and guides. 


Career conferences, advanced underwriting seminars, work shops and club meetings continue this 
training to keep increasing the agent’s know-how—and advancing his career. Also, the Nylic 
Agent who desires to enroll in C.L.U. study courses receives the full assistance of the Company. 


This continuous training, combined with his enthusiasm and ability, helps explain why the 
Nylic Agent is so successful—and why New York Life policies are so widely accepted. 


New York Life 








_ THE NEW YORK LIFE AGENT Insurance Company 
TN YOUR COMMUNITY 51 Madison Avenue, New York 10, N. Y. 


A MUTUAL COMPANY FOUNDED IN 1845 
Life Insurance « Group Insurance + Annuities 
Accident & Sickness Insurance + Pension Plans 
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LEASE FINANCING NOW BiG 
FACTOR IN LIFE COMPANY 
INVESTING 
an im- 
the 


Lease financing has become 
portant investment channel of 
insurance companies of this country and 
about $2,500,000,000 is currently invested 
property 
under rental according to the 
Institute of Life Insurance. Of this, well 
over $2,000,000,0C0 is commercial or in- 
dustrial financing and over $400,000,000 is 
rental housing. 

Many thousands of rental 
are now held by the life companies, al- 
entirely the product of the past 
15 years. At the close of World War TI, 
than $150,000,000 of 
companies 
first 


life 


by them in various types of 


contract, 


contracts 


most 


property was 


for rental 


less 
held by the life 
purposes, largely the 
in rental housing and some commercial 
investments in states that did not re- 
strict this type of financing. It was dur- 
ing the 1940s that the investment 
of some of the key states, including New 
York, revised to make such in- 
vestments permissible and by now many 
life companies have some funds at work 


experiments 


laws 


were 


on this basis. 

A large part of the lease financing is 
improved real estate, but there is also 
volume of miscellaneous 
boxcars, locomotives, 


a considerable 
including 
salesmen’s cars and ships. 

ior instance, 


items, 
fleets of 

A post office in Omaha 
is under lease to the U. S. Government, 


totally financed and owned by a life 
company. 

Several thousand freight cars and 
diesel locomotives are on lease to one 


of the big eastern railroads by another 
life company. 

One life company has about 2,000 sales- 
men’s cars on lease to several of the 
nation’s big industrial and merchandis- 
ing firms. 

A giant container manufacturing con- 
cern now rents several of its factories 
from a life company instead of owning 
and operating its own plants. 

A big new shopping center, one of the 


largest in the country, will open in New 
Jersey at the start of next year, in- 


volving 60 stores with a sales potential 
of $200,000,000 annually—ownership being 


a life insurance company in New 
England. 

Several of the country’s largest hous- 
ing projects, coast to coast, are owned 
by life companies, large-scale lease oper- 
ations being handled by them directly. 

One of the big Great Lakes steam- 
ships is owned by a mid-western life 


and to a_ shipping 


with 


company on lease 
firm. 

A whole business district in one of the 
country’s big metropolitan centers was 
rebuilt by one life company and is in 
part operated as a gigantic real estate 
rental operation. 

Jet conversion for one of the major 
airlines was materially eased by a rental 
program, financed by two life companies 


jointly, covering the engines to be in- 


stalled in the new planes. 

Several of the national chain-store 
systems have moved over to a _ store 
rental basis, totally or in large part, 


with life companies having assumed title 
to the properities or even building them 
in some cases. 

Several department stores now 
their store buildings from life companies. 

A research laboratory, a parts depot 
for a farm implement company, a baby 
foods factory, a shoe store, a chain of 
truck service branches, a telephone ex- 
change building, a bottling works—those 
are a few samples of other lease financ- 
ing projects handled by life companies 
over the past few years. 

Some of the arrangements are under 
lease-back plans, whereby the insurance 
company purchases a building or plant 
from the corporation and leases it back 
on a long-term contract. Some of the 
lease investments are new facilities con- 
structed by the insurance companies for 
concerns to rent. Sometiines, the prop- 
erties are bought or constructed for a 
specified renting period, with a purchase 
option available to the lessee at the end 
of that period. 


rent 





Charles Phelan, former manager of 
the Boston office of the American In- 
ternational Underwriters and assistant 
secretary of Wohlreich & Anderson, 
Ltd., is now in charge of production for 
Robertson, Hall & Henshaw, Ltd., Mont- 
real, Canada. 











MORRIS 


JACK R. 


Jack R. Morris, vice president and 
public relations director of Republic Na- 
tional Life, has been elected president 
of the Dallas Advertising Club for the 
1959-60 fiscal year. He is currently serv- 
ing his second three-year term on the 
club’s board of directors. A past presi- 
dent of the Life Advertisers Association, 
Mr. Morris was first vice president of the 
Kansas City Ad Club before moving to 


Dallas in 1956. 
xk * * 


Wallace L. Clapp, vice president-ad- 
vertising of The Eastern Underwriter, 
became a grandfather for the second 
time on September 20. After no girls 
being born in his family for five genera- 
tions, there are now two grand-daugh- 
ters—Cindy Clapp, age 16 months, and 
the new arrival, Kathleen Marie, weight 
7 |lbs. 7 ounces. She is the daughter of 
Wallace L. Clapp, Jr. of the Insurance 
Brokers Association of the State of New 


York, and Mrs. Clapp, who live in 
Bloomfield, N. J. 
x ok x 


Bert R. Walinder, vice president of 
the America Fore fire companies and 
secretary of the Loyalty companies of 
the America Fore Loyalty Group at Chi- 
cago, will retire October 1 after 42 years 
in the insurance industry, 36 of which 
have been with America Fore. A native 
of Chicago, Mr. Walinder began his in- 
surance career in 1917 with the Royal. 
He joined America Fore in 1923 in the 
farm accounts department of the Con- 
tinental at Chicago. He was named 
manager of the farm collection depart- 
ment in 1928 and in 1932 entered the field 
as farm state agent in Wisconsin. In 
1938 Mr. Walinder returned to the Chi- 
cago office as superintendent of the hail 
department. He became assistant man- 
ager of the farm and hail department 
in 1940 and manager in 1941. He was 
appointed a secretary of the America 
Fore fire companies in 1945. Following 
the affiliation of the America Fore Group 
with the Loyalty Group in 1957, Mr. 
Walinder was appointed a secretary of 
the Loyalty companies in 1958. He was 
appointed a vice president of the Amer- 
ica Fore fire companies in 1958. 


* * * 


J. Chambers Bristow, general agent in 
Richmond for Home Life of New York, 
recently celebrated his 50th anniversary 
with the company. He was honored at 
a dinner given by the company at the 
Commonwealth Club and was presented 
with a 50-year pin. The dinner was at- 
tended by all members of the agency, 
their wives and Francis H. Low assistant 
to the president at the home office. 


Stanley R. Wayne, general agent, Mv- 
tual Benefit Life, left, 1959-60 president 
of the Life Underwriters Association of 
the City of New York, receives a certi- 
ficate of election presented by NALU and 
a sterling silver-banded engraved gavel 
presented by the local association from 
Charles Anchell, New York Life, imme. 
diate past president of the New York 
City group. Presentations were made at 
the annual election meeting of the asso- 
ciation. 

Mr. Wayne is the third general agent 
from his agency to have been elected as 
local association president. 

ok * * 

Byron K. Elliott, president of the John 
Hancock, presided at inauguration cere- 
monies at Northeastern University te- 
cently when he inducted into office Dr. 
Asa S. Knowles as third president of 
the University. As part of the ceremony, 
President Elliott, who is chairman oi 
the Northeastern Corporation, presente( 
Dr. Knowles with the Great Seal of the 
University in the form of a lavaliere 
suspended from a gold chain. Govern 
of Massachusetts Foster Furcolo, Mayor 
John Hynes, and State Commissioner of 
Education, Dr. Owen B. Kiernan were 
among dignitaries who took part in the 
academic procession prior to the in- 
augural. 

Re? Be Ae 

James W. Foley, president and director 
of Texaco, Inc., has been elected a direc- 
tor of the Hartford Fire Insurance Con- 
pany Group. Mr. Foley, Texaco president 
since 1956, has been associated with the 
firm since 1932 when he was graduated 
from Texas A. & M. College. In 1933 
he was promoted to petroleum engineer 
and served until 1940 in the Middle East 
for the Bahrain Petroleum Company, 
Ltd., a Texaco affiliate. Following his 
return to the United States, Mr. Foley 
rose through successive assignments in 
Texaco’s domestic producing department 
and in 1950 became assistant to the chait- 
man of the board. He was elected a vice 
president in 1953, director in 1954, execu- 
tive vice president in 1955, and president 
a year later. 

ee m2 a 

Basii S. Collins of Belmont, Mass., an 
instructor in Boston University’s evening 
division, will receive a special tribute at 
the annual conferment dinner of the 
Boston CLU Chapter on September 2 
at the University Club. Mr. Collins, who 
has instructed hundreds who have tt 
ceived the CLU designation, is entering 
his 13th year teaching in Boston Uni- 
versity’s evening division. He will re- 
ceive recognition as a “veteran CLU in- 
structor” from both the Boston CLU 
Chapter and the American College. Mr. 
Collins is currently serving as New Eng- 
land director of advanced underwriting 
services for Guatdian Life. 
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Harold C. Conick a N. Y. C. Visitor 


Among those having luncheon in the 
Drug & Chemical Club one day last week 
was Harold C. Conick, former United 
States manager of the Royal. Since his 
retirement six year ago he has been liv- 
ing in Phoenix, Ariz. 

Mr. Conick, a former president of Na- 
tional Board of Fire Underwriters and 
holding other industry positions of dis- 
tinction, had been spending some time 
at his summer home on Long Island, was 
returning to Arizona ‘by automobile via 
Chicago. 

Mr. Conick is one of the executives 
able to retire from the active business 
sene and have a most pleasant time 
doing so. He takes considerable interest 
in civic activities in Phoenix, including 
hospitals, plays golf and has not lost his 
interest in football as ‘he has driven to 
Berkeley on a number of occasions to 
witness University of California play. 
His son, Harold C., Jr., who took the 
production training course of the Royal- 
Globe Insurance Group, is_ traveling 
nation-wide as a representative of the 
brokerage department. 

Se oe 


Lyttleton M. Baldwin 


Lyttleton M. Baldwin, vice president 
of the Travelers in the executive de- 
partment, spent a considerable period 
of his career in the marine and inland 
fed where he won considerable na- 
tional distinction. He is regarded as 
one of the outstanding former presi- 
dents of the Inland Marine Underwriters 
Assocation and was also as effective as 
chairman of the Inland Marine Insur- 
ance Bureau. 
Over the years he thas spoken quite 
atensively in the insurance field—one 
of the most satisfactory of the few in- 
sirance men outside of life insurance 
who will consent to mount the ros- 
tm, a procedure which ‘gives many a 
fre and casualty executive a case of 
thivers. Also, he is a felicitous toast- 
master. In marine circles of New York 
leis popularly called “Doc,” and I pre- 
ume that title is not ignored in Hart- 
ford either. 
Mr, Baldwin isa graduate of Mer- 
trsburg Academy, Mercersburg, Pa., 
ind of Yale University. He ‘has been 
mesident of Travelers Aid Society and 
?director of the Community Chest, a 
vestryman of St. John’s Church, West 
Hartford, the Hartford Club and the 
Hartford Golf Club, and belongs to the 
Yale Club of New York. 
He joined the Travelers in 1930 as an 
“sistant underwriter in the marine de- 
fattment. Subsequently, he became a 
‘gional underwriter and senior under- 
Witer, He was named assistant secre- 
tty of the marine department in 1942 
ind secretary of the department in June, 
In March, 1954, he was appointed 
‘retary of the fire and marine depart- 
ment. His next promotion was to sec- 
mid Vice president. Later, he was made 
mae president in the executive depart- 
ent, 

















With some other executives of the 
Travelers he was in Boston last week 
where a new Travelers branch was 
opened, 

* * x 


Three Noted General Adjusters 


Talking about Texas losses there are 
three executive general adjusters of the 
General Adjustment Bureau, Inc., in the 
Southwest department to whom I would 
like to give some space on this page. 
Their names are Ray C. Beggs, H. W. 
Weldon and Walter Boston. One reason 
for this is the fact that adjusters rarely 
get a play in the newspapers. Most of 
the press attention goes to executives of 
companies, lawyers, financial insurance 
men and producers of insurance. 

A number of the leading agencies, 
agents and brokers have their own press 
agents. Yet, the loss men fill one of the 
most important segments of the insur- 
ance industry. Most of them hide their 
light under a. bushel, but they are con- 
stantly coming into contact with the 
public and must have some special talent 
for diplomacy not just in making friends 
for. the insurance business ‘but for 
straightening out tough situations where 
ideas of values and damage seldom 
coincide with their own. 

The specialty of Ray Beggs, who lives 
in Houston, is off-shore drilling risks. 
There isn’t much about oil and situa- 
tions growing out of drilling, including 
the hazards and extent of loss damage 
that. he doesn’t know. 

A tremendous amount of successful 
drilling for oil is found under the bed 
of the sea, and that kind of drilling is 
growing. In the Gulf of Mexico, off 
Texas and Louisiana, the drilling may be 
two miles from shore where the water 
is still rather shallow. 

The craft from which the drillers work 
may be exceedingly complicated affairs 
as can be imagined because of the na- 
ture of the work, but rooms are air- 
cooled and all equipment is modern. 
Fires sometimes are not easy to extin- 
guish, may last quite a while with the 
result that loss potential can be large. 

Beggs is happy when with oil men. 
He knows their language, as well as 
their business, and has their respect. 
His method of taking notes and jotting 
down figures and estimates must thave 
been patented by himself for himself, as 
he makes them on anything from a 
scrap of paper or an envelope to a pad 
of paper if he has remembered bringing 
one. His notes look like Greek, ‘but ‘he 
can interpret them and the figures in 
a way which makes his points clear and 
understandable. ; 

H. W. Weldon is regarded as one of 
the most competent grain loss adjusters 
in the nation. 

An example of this was demonstrated 
during the Texas City catastrophe where 
explosions and fires resulted in the death 
of 500 people. It was one of the most 
horrendous disasters in American _his- 
tory. 

At a big fire in a grain elevator near 
railroad tracks it looked to insurance 
men observers that this might be a loss 











New York City Visitor 








HAROLD C. CONICK 


which would cost insurance companies 
almost $850,000. One of the adjusters on 
the scene, Mr. Weldon’s job. was gen- 
eral supervision of salvage. Within 24 
hours a portable motor, belt conveyor 
and other machinery were installed, and 
trucks made .ready to carry the grain 
away to Dallas, although none of this 
equipment could logically and originally. 
be reached nearer than that city, about 
25 miles away. A _ miracle followed. 
Within 48 hours the grain was flown out 
of the burning building. The final loss 
was $197,000. 

Walter Boston, whose headquarters 
are in Boston, is regarded as one of the 
great authorities on Use and Occupancy. 
A college graduate and of the student 
type, his long experience in adjustment 
of use and occupancy has made. his coyn- 
sel on this subject of unusual value to 
companies especially since industry has 
been growing both in size and complex- 
ity. Currently, Mr. Boston is «not in 
good health. 


* * * 


Books for Working Investigators 


To meet the demand for more qualified 
reference material in the field of crimi- 
nal investigation, four famous books are 
now being released by Arco Publishing 
Co. They are: “Arson,” “Detection of 
Murder,” “Handbook of Criminal Inves- 
tigation,” and “Plainclothesman.” 

“Arson,” by Brendan P. Battle and 
Paul B. Weston, is a handbook of de- 
tection and investigation. 

“Handbook of Criminal Investigation” 
is by Col. ‘Maurice J. Fitzgerald, of the 
U.S. Military Police. It shows modern 
criminal investigators, detectives, police- 
men, Armed Forces investigators, agents 
of law enforcement agencies, private in- 
vestigators, lawyers and anyone _ in- 
terested in becoming associated with the 
field of criminal investigation exactly 
how. 

“Plainsclothesman,” by Captain Fred- 
erick W. Egen, retired officer of the 
New York City Police Department, is a 
handbook of vice and gambling investi- 
gation. 

“Detection of Murder” by William 
F. Kessler. M.D. fully explores murder. 
Arco Publishing Co. is at 480 Lexington 
Avenue, New York 17. 


ee a 


Hurricane “Debra” Adjustment 


A total of 12,614 storm losses approxi- 
mating $3,248.282 caused by Hurricane 


“Debra” in Texas on July 25 have 
been adjusted and paid by capital 
stock fire insurance companies after 


clearance through a catastrophe super- 
visory office set up in Houston by the 
National Board of Fire Unerwriters. 


Able Marine Ins. Executive| 





L. M. BALDWIN 


The Supervisory Office was opened in 
Houston by the National: Board on July 
29, four days after hurricane-force winds 
struck the Freeport-Galveston-Houston 
area and after an on-the-ground sur- 
vey by D.. B. Sherwood, assistant. gen- 
eral manager, and B.. P. L. Carden, 
general adjuster. 

Its mission completed, the catastrophe 
office was closed September 18 after a 
period of 51 days. 

The office was in charge of Mr. Car- 

den; assisted by (W. V. Slevin, adminis- 
trative assistant. Miss Helen L. Schofield, 
secretary to Mr. Sherwood,-headed the 
clerical staff. The office was staffed with 
adjusters from member. companies. 
. The office was set up. under an estab- 
lished emergency procedure. used since 
1943 to handle adjustment of losses in 
catastrophes or disasters. and to co- 
ordinate the work. of .all adjusters. in 
the affected area. 

Among. other things, it . provides a 
central. place where all proofs of loss are 
scrutinized and then sent forward. to 
companies for immediate payment. 

Much of the time.the catastrophe 
office was handling .over 600 losses a 
day. The average loss was $325 with 
some individual losses far in excess of 
$10,000. 

“The speed with which losses were ad- 
justed and paid reflects once more the 
efficiency, of .capital stock fire insurance 
companies in. providing prompt payment 
of losses.to homeowners and _ business 
concerns who suffered. strong damage,” 
said Mr, Sherwood in a press release. 


* “* * 
Some “Debra” Loss Details 


‘The amount of detail in the settlement 
of large hurricane losses is tremendous. 
As an example here are instructions which 
were given to: the company. adjusters 
on these: points: 


1. Window Air-Conditioners — Window 
air-conditioners are considered to be 
a contents item, ~ 
’ ‘Exception: Those cases where an 
opening has been cut in the side 
- wall of building, and where removal 
would require closing of opening. 
These may be considered as a per- 
manent installation, and hence a 
part of dwelling. 
As.a contents item, there will be no 
liability for damage caused by .wind- 
driven rain. 
Exception: It appears that wind- 
driven: rain -damage -to these units 
will be covered under Homeowners 
“C” policies, and: under Personal 
Property ‘Floater policies. 

2. Claims for’ Food or Merchandise 

Spoilage Caused by Interruption of 

' (Continued on Page 51) 
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Royal-Globe Launches 
National Ad. Campaign 


NOW IN THE POST 





FIRST ADVT. 


Full Page Ad. Every Sixth Week in 
SEP and Time; Will Identify the 
Group; Back Service of Agents 








The Royal-Globe Insurance Group, 
through its advertising agency, Lennen 
& Newell, Inc., inaugurates the first 
national advertising campaign in its 114- 
year history on September 26 with a 
full-page advertisement in The Saturday 
Evening Post. The campaign is aimed 
at bolstering the efforts of the com- 
pany’s 18,000 agents throughout the 
country. 

The theme of the campaign, Royal- 
Globe Is There—will be developed by 
depicting Royal-Globe’s role in many 
national disasters. The initial advertise- 
ment shows a striking picture of the 
1906 San Francisco earthquake and fire. 
In the succinct story that accompanies 
the picture, mention is made of the more 
than $13 million in cash settlements 
paid immediately by Royal-Globe as a 
consequence of the catastrophe. Subse- 
quent advertisements will depict Royal- 
Globe’s part in many other national dis- 
asters. 


To Reach 40 Million People 


Three weeks after the first advertise- 
ment in the September 26 Saturday Eve- 
ning Post, the second advertisement will 
appear in the October 19 issue of Time. 
The schedule calls for a full-page ad 
in every sixth issue of the Post and 
every sixth issue of Time. They will be 
staggered for exposure in one maga- 
zine or the other every three weeks, and 
will reach a total audience of 40 million 
people. 

Royal-Globe President Clarke Smith 
when he made known his plans for the 
national advertising campaign to pro- 
ducers, said 

“For a dozen decades or more insur- 
ance buyers have depended on the local 
agent or broker to supply insurance 
needs. Today, however, competitive 
practices by direct-writing companies 
are challenging this dependency to such 
a degree that agents country-wide have 
engaged in a joint national advertising 
campaign as one means of combatting 
non-agency company competition. We 
have cooperated in this program here- 
tofore and once again have an advertise- 
ment accompanving that of the National 
Association of Insurance Agents in the 
‘insurance issue’ of The Saturday Eve- 
nine Post for September 19, 1959. 

“Throughout its history, the Royal- 
Globe Insurance Group, has alwavs sup- 
ported its producers in an effort to 
preserve the American Agencv System 
as a maior and vital part of the insur- 
ance: business. It has never sought to 
improve its own position with the Ameri- 
can puwhlic through means other than 
providing the best of service through its 
agents and brokers. 


Intensive Marketing at Loca] Level 


“Superior service will always be our 
watchword and our main stock in trade. 
But conditions as they are developing 
now demand that we break more than a 
century of silence and publicly add our 
voice in an effort more prominently to 
identify our group, promote the Ameri- 
can Agency System and emphasize the 
value of the local indenendent agent. 
We fee! that you will welcome any help 
we cat give you. 

The campaign will be backed un bv 
intensive marketing on the local level. 
Tie-in material, which will identify the 
local agents as the source of Royal- 
Globe policies and services, is being 


made available to its 18,000 agents in 
the United States. 

At the time a copy of the first ad- 
vertisement was circulated to producers, 
Mr. Smith emphasized: 

“You will note the last line of the 
copy is italicized and say ‘For intelli- 
gent protection, you would do well to 
see the independent agent who repre- 
sents Royal-Globe.’ It will appear in 
each of our advertisements.” 

Royal-Globe’s appraisal of the adver- 
tising campaign was summed up by Mr. 
Smith in a memorandum to the staff: 


Values Found in Ads 


“These are some of the values which 
I believe should make our national ads 
most effective: 

“1. The advertisements convey a mes- 
sage and have an appeal quite different 
from that of other insurance company 
advertising. 

“2. The technical aspects (which are 
difficult for the public to comprehend) 
of many insurance company advertise- 
ments are conspicuously absent. 

“3. The historical events depicted are 
factual, memory-provoking, as well as 
interesting and they create a ‘believabil- 
ity’ which is a most important quality 
in any successful ad. 

“4. The effectiveness stems from the 
fact that the reader has only to note 
the date line, the picture and our slogan 
to capture the principal message. How- 
ever, it is thought that the picture will 
be provocative enough to lead the reader 
into the copy through curiosity and in 
each case it requires a minimum of read- 
ing time. 

“S. The ads are thought to have a 
high retention value because of the his- 
torical nature of the subjects presented 
and the simplicity of the message.” 





Manhattan F. & M. Director 


Roy F. Coppedge, Jr., president of Na- 
tional ‘Distillers & Chemical Corp., has 
been elected a director of The Manhattan 
Fire & Marine which is one of the 
three multiple-line companies making 
up The London Assurance Group in the 
United States. The announcement was 
made by Trescott A. Long, chief execu- 
tive officer of the Group. 


Must Adopt Some Direct 
Writer Methods-Diemand 


IF COS. WISH TO SURVIVE 





INA President Urges CPCU Audience to 
Prepare for “One Stop” Selling 
Era Which Lies Ahead 





John A. Diemand, president, North 
America Companies, gave a stern warn- 
ing in his luncheon address September 
17 at the annual CPCU meeting in Los 
Angeles, that the “traditionally operated” 
stock agency companies “will have to 
embrace, of necessity, some of the meth- 
ods of the direct writer if. they wish to 
survive as insurance organizations, deal- 
ing with the personal insurance market.” 

While giving the direct writers full 
credit for “astute” underwriting, Mr. 
Diemand declared that their success has 
derived principally from price advan- 
tages in which the product has been de- 
livered at a saving of 20% or more in 
cost. 

INA’s president also sees “one-stop 
selling” as more than just a catch phrase, 
and said: “It is being made meaningful 
as property and casualty companies enter 
the life insurance field.” At the same 
time he also expects that with much- 
needed legislation enacted by all but a 
few states to permit multiple line under- 
writing, major life companies will be 
entering the property and casualty field 
in future months. 

Against a background of an estimated 
population rise to 235 million and 67 
million households by 1975, he forecast 
a picture of great opportunity for the 
industry with property and casualty pre- 
miums climbing from today’s $13 ‘billion 
level to $20 billion, and life insurance in 
force soaring from $500 billion to the 
$750 billion mark. “The challenge in 
serving this market of 67 million house- 
holds lies in areas of management and 


personnel, invention and automation, 
and in marketing and merchan- 
dising.” In this connection, Mr. Die- 


mand stressed the need of informing the 
public, especially those still in school, 
that the insurance business represents a 
worthwhile challenge to their intellects 
and ambitions, and provides a satisfying 
career. 

Referring to the troublesome automo- 
bile situation, Mr. Diemand declared that 
neither higher rates nor commission re- 
ductions are the answer to the “stag- 
gering” underwriting losses in this line. 
The solution, he said, lies in enforcement 
of traffic laws and a cooperative effort to 
reduce the cost of putting a policy into 
the hands of an automobile owner 
through simplified procedures for pro- 


(Continued on Page 51) 
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America Fore Group Cog, 
Promote Seven Officers 


ABRAMS AND REDMAN MOVE up 


Higher Rank for Hickerson, Schmidt, 
Cryan, Sharp and Ogden; Changes 
Announced by Herd 








Following the September meetings of 
the directors of America Fore insurance 
companies, the following official changes 
affecting seven executives, were an- 
nounced by J. Victor Herd, chairman 
and president of America Fore Loyalty 
Group. 

Countrywide 


Harvey E. Abrams, formerly control- 
ler, has been promoted to be vice presi- 
dent of the four America Fore com- 
panies. 

Byron B. Redman, vice president, con- 
troller and secretary of the five Loyalty 
companies, has been named vice presi- 
dent and controller of the America Fore 
companies, 

Horton S. Hickerson, secretary and 
chief auditor of the Loyalty companies, 
has been appointed general auditor for 
the 11 companies in the Group. 

Henry F. Schmidt, administrative as- 
sistant to Vice President Elmer J. Hey, 
has been promoted to secretary of the 
Fidelity & Casualty. 


Chicago Promotions 


Joseph E. Cryan, formerly assistant 
secretany, has been appointed a secre- 
tary of the America Fore fire companies 
in Chicago. He succeeeds retiring Vice 
President Bert R. Walinder as manager 
of America Fore’s farm department. 

E. V. Sharp, formerly assistant secre- 
tary, moves up to secretary of America 
Fore fire companies in the farm depart- 
ment. 

Herbert S. Ogden, formerly agency 
superintendent, America Fore automo- 
bile department, has been appointed a 
secretary of Fidelity & Casualty. He 
will undertake the task of establishing 
an Illinois branch office of the F. & C. 
for the purpose of taking over as of 
January 1, 1960, the affairs presently re- 
ported to and through W. A. Alexander 
& Co., and which they will on that date 
be relinquishing to the F. & C. 





T. Alfred Fleming, 85, Dies; 


Fire Prevention Authority 

T. Alfred Fleming, an ordained 
clergyman who left the pulpit to devote 
his life to preaching fire prevention, died 
September 18 at his summer home at 
Owen Sound, Ont. He was 85 years old. 
Funeral services and interment were held 
at Owen Sound, his birthplace. 

Mr. Fleming ‘served for 31 years as 
director of conservation of the National 
Board of Fire Underwriters. In this ca- 
pacity he traveled widely, speaking be- 
fore hundreds of schools, colleges and 
civic groups in behalf of fire safety. 

He became the nation’s foremost 
spokesman in behalf of campaigns 0 
save lives and property from destruction 
by fire. It was he who was instrumental 
in persuading President Woodrow Wilson 
to proclaim the first Fire Prevention Day 
in 1920. A tragic school fire, which he 
personally witnessed in March, 1908, 
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Agents 


in Chicago 





Paul Jones President, Porter Ellis 
Vice President for the Coming Year 





PAUL H. JONES 


PORTER ELLIS 


Chicago, Sept. 23—Paul H. Jones, CPCU, of Tucson, Ariz., was elected president 
of the NAIA here this afternoon by member agents assembled, succeeding Archie M. 
Slawsby, Nashua, N. H. Porter Ellis, CPCU, of Dallas, Texas, was elected vice 


president. 


New addition to the executive committee is Peter J. Walsh, of Denver, state 
national director for Colorado, who was elected to this committee for a three-year 
term by the NAIA directors. One other member of this committee will be appointed 


tomorrow by the committee itself. 


Also at this afternoon’s NAIA meeting the California Mileage Cup was awarded 
to the Florida Association and the Des Moines Attendance Cup was won by the 


Michigan Association. 

Paul H. Jones, ‘CP'CU, of Tucson, 
Ariz, newly elected president of the 
National Association of Insurance 
Agents is genial, capable and widely re- 
spected. For the past 12 months he has 
served as vice president and chairman 
of the executive committee under Presi- 
dent Archie M. Slawsby. 

Mr. Jones is a native of Los Angeles 
where he was born in 1910. He attended 
public schools in Pomona, Cal., El Paso, 
Tex., and Bowie, Ariz.; also New Mexico 
Military Institute and University of 
oo He has resided in Arizona since 
922 

Mr. Jones entered insurance in 1934 
as a solicitor for the Tuscon Realty & 
Trust Co. In 1950, when he was assistant 
secretary of the company and vice presi- 
dent of the Tucson Insurance & Bonding 
Agency, he left and opened his own 
agency. In 1955 he formed a partner- 
ship with James E. Craig. 

He received his CPCU designation in 
1954. He is a former president of the 
Tucson and Arizona Associations of In- 
surance Agents and was Arizona state 
director since 1953 and vice chairman 
of the Far West Agents Conference 
1955-56 and 1957-58; chairman 1958-59. 

Mr. Jones has. been active in the 
YMCA, Community Chest, Toastmasters 
International, Kiwanis and co-chairman 
of the Tucson Medical Center Insurance 
Committee. 

Porter Ellis of Dallas, Texas, new vice 
president and executive committee chair- 
man of NAIA, has served on the asso- 
Clation’s executive committee for three 
years and has a wide reputation for his 
intellectual attainments and his sound 
knowledge of insurance. He is well 
known to New York agents for he was 
amember of the “Meet the Press” panel 
at the Syracuse convention in May this 
year. 

Born in Dallas in 1909, Mr. Ellis at- 
tended public schools and Southern 
Methodist Universitv. He entered in- 
surance in 1929 with Ellis, Smith & Com- 
pany as a claim adjuster and solicitor. 
Later he was employed by _the Great 
American Indemnity in New York, Phil- 


adelphia, Pittsburgh and Atlanta. He 
became chief underwriter for southeast- 
ern department of the Employers’ Li- 
ability Assurance Corp. in 1945 and re- 
joined Ellis, Smith & Company as a 
partner in 1946 

Mr. Ellis is a past president of the 
Dallas and Texas Associations of Insur- 
ance Agents and ‘has served on the 
NAIA property and fidelity and surety 
committees. He received his CPCU des- 
ignation in 1950 and has served as presi- 
dent of the Southwest Chapter of the 
CPCU’s. In 1936 he completed the In- 
surance Institute of America course 
magna cum laude and is now an Asso- 
ciate member. 

Mr. Ellis is married, has two sons 
and is a member of the vestry of the 
Episcopal Church of the Incarnation. 





America Fore’s Directory 

Chicago, Sept. 22—The highly useful 
and most attractive America Fore Loyal- 
ty Group directory of delegates and 
guests, listing the names, hotels and room 
numbers of some 2,000 persons regis- 
tered at the NAIA convention, was dis- 
tributed here this morning. The direc- 
tory, in big demand, is handled by Vice 
Presidents Frank S. Ennis and Harold 
F. Gee of America Fore Loyalty, who 
speeded up the detailed operations so 
that this 70-page booklet could be pub- 
lished as early as possible. In addiiton 
to the Conrad Hilton, convention hotel, 
agents and others are staying at 15 Chi- 
cago hotels and clubs. 


ARRIVED EARLY LAST WEEK 

Chicago, Sept. 22—.NAIA executive 
committee members arrived here early 
last week and were in session from 
Thursday through ‘Sunday. They in- 
cluded Chairman Paul H. Jones, Tucson, 
Ariz.; President Slawsby of Nashua, 
N. H.; Porter Ellis, Dallas; H. N. Full- 
ington, Wichita; ‘W. E. Grandy, Sioux 
City, Iowa; Cooper M. Cubbedge, Jack- 
sonville, and H. P. Glover, Jr., Green- 
ville, S. C. Only absentee was Valmore 
H. Forcier, Danielson, Conn. 








NAIA Stands Firm on Commission Cuts 


(Continued from Page 1) 


competitive problem was given to the 
directors Tuesday by John P. Wilson, 
Jr., Mobile, Ala., ‘chairman of the special 
committee on production and acquisition 
cost allowance. Also on this committee 
are Arthur L. Schwab, Staten Island; 
Robert E. Battles, Los Angeles; Joe H. 
3andy, Nashville; H. H. Nelson, Council 
Bluffs, and Lawrence F. Smith, New 
York, NAIA director of research. Presi- 
dent 'Slawsby and Vice President Jones 
alternated in presiding at the directors’ 
meetings. 

Mr. Wilson’s report, which was well 
applauded, said a future function of his 
committee might be to attempt “to help 
our companies determine why their aver- 
age and total loss costs, the key to price 
competition, are higher than those of 
their competitors. With their cooperation 
and assistance in providing necessary 
factual data, perhaps we could determine 
whether this inequity can be rectified by 
better underwriting or by a closer look 
at the loss adjustment practices of both 
our competitors and our companies alike.” 

The NAIA has long argued that com- 
mission cuts will not help materially in 
making old line stock companies more 
competitive with the independents but 
that such cuts will severely injure finan- 
cial status of local agents. The NATA 
hired an actuary, J. J. Smick of New 
York, for critical analyses of auto rate 
filings involving reductions in production 
cost allowances or in overall expense 
allowances. In every case, Mr. Wilson 
stated, actuarial data was forthcoming to 
prove such reductions were unwarranted. 
Presenting some typical results of studies 
of rating programs filed in various states 
Mr. Wilson told the directors: 


Typical Results of Studies Made 


“In most instances, rate increases have 
been allowed and the rating formula has 
been amended by an increase of five 
points for losses with corresponding de- 
crease of five points in allowance for ac- 
quisition or in overall expenses. For 
example. where the old average rate per 
car was $75 and the new, $90, there is a 
20% increase in premium. The allowance 
for losses under the old rate was $37.50. 
under the new rate $49.50 (an increase of 

%). The allowance for acquisition 
ic the old rate was $187.50, under the 
new rate $180, a decrease of 4%. Under 
the old rate, the allowance for all other 
company expenses was $18.75 and under 
the new. $22.50, an increase of 20%. 

“Actually, an analysis of the recent 
Oklahoma filing, based upon the new 
production allowances the Bureau com- 
panies are introducing, reveals the fol- 
lowing figures: Present average rate for 
B.I. and P:D. combined is $42.96; filed 
average rate is $50.07, an increase of $7.11 
(or 16.5%). The amount allowable for 
losses under the present average rate is 
$22.22 under the filed average, $28.36, an 
increase of $6.14 (or 27.6%). The amount 
allowable for profit and contingency un- 
der the present average rate is $2.15, 
under the filed average rate is $2.50, an 
increase of 16.5%. 

“From these examples, it can be seen 
that under the new formula and with 
increased rates, the agent’s share is con- 
siderably less while the company’s (in 
addition to a sizable increase for loss 
payments), is much greater. But there 
are no indications that the companies 
will have any additional expense for 
servicing policies, etc. That Insurance 
Departments approve such inequities to 
the detriment of agents is most difficult 
to understand. 

“In Texas,” Mr. Wilson continued, 
was rumored that the staff of the State 
Board of Insurance was considering a 
reduction in the production cost factor 
because 39 other states had done it. At 
the formal rate hearing the Texas Asso- 
ciation of Insurance Agents opposed it 
but their request for a delay was denied. 
The board approved the filing with a re- 
duction in overall expense allowance, but 
it is interesting to note that Dr. Robert 


igh Strain, a member of the board, dis- 
sented with the following statement, viz: 


“*T dissent from the portion of this order 
which reduces the expense allowance, out of 
which companies must pay commissions and other 
acquisition costs because adoption of a merit 
rating classification plan for automobile insurance 
in Texas, presently contemplated, will increase 
the expenses incurred by both agents and com- 
panies in its administration. I think it unreason- 
able to reduce the expense allowable at this time.’ 

N. Y. Agents Exploring Different 
Approach 


“The New York State Association of 
Insurance Agents is exploring a different 
approach to the acquisition cost factor 
because of the furor raised by the so- 
called reasonable compensation bill which 
was passed by both houses but subse- 
quently vetoed by Governor Rockefeller. 
This association is presenting to the New 
York Insurance Department legislative 
hearing next month a proposed amend- 
ment to the rating section which would 
provide for the acquisition cost (or com- 
mission portion), of the rate filing to be 
based upon past experience only. 

“The theory behind this proposal is to 
return the matter of agents’ commissions 
to its proper place as a matter of private 
contract, thus enabling the rating bu- 
reaus to change acquisition cost and 
commission factors in the rate filings 
only on the basis of past experience as 
is now the case with such items as taxes, 


fees, and company administrative ex- 
pense,” Mr. Wilson revealed. 
“There having been some questions 


raised relative to the committee’s Phoe- 
nix report where it was stated that the 
Bureau companies’ share of the total 
market between 1951 and 1956 decreased 
by 1.6%. We have re-examined this 
situation to include an analysis of later 
years. 

“On the basis of our analysis of years 
1950 and 1957, we find that the Bureau 
companies’ proportion of the total mar- 
ket has actually shifted from approxi- 
mately 32% to about 24.5%, a difference 
of 714%. It should be noted that the 
character of the market itself also 
changed considerably in those years. As 
a result this does not mean that the 
Bureau companies suffered a net loss in 
business, but rather that their share of 
new business fell off. The result was that 
their proportion of the total of all busi- 
ness, new and old, has also decreased. 

“The Bureau itself lost some members 
during that period, which naturally tends 
to reduce its share of the total. 


Rate Differential Entirely Due to Loss 
Payments 

“Mr. Smick has now demonstrated that 
a 20% rate differential between the Bu- 
reau and independent companies can be 
entirely attributed to loss payments 
alone. This conclusion was first brought 
out by the ‘Battles-Woodbury analysis’ 
of 1953. Since then, when it was pointed 
out that commissions did not account for 
competitive differences, no _ industry 
spokesman has ever been able to refute 
that position in anv presentation of fac- 
tual study. Despite their inability in this 
regard, there has, nevertheless, been an 
attitude of disbelief, disinterest or neg- 
lect in this position on the part of the 
companies. 

Mr. Smick now says: “It is my opinion 
that even allowing for any changes that 
may be necessary to bring the data up 
to date, and on an exactly comparable 
basis, it is obvious that the independent 
companies have a much lower cost per 
car than do the bureau companies and 
that in almost all cases a differential of 
20% could be supported on the basis of 
losses alone.” 

Bell on “New-New” Homeowners Policy 

Frank R. Bell, Jr., Charleston, W. Va., 
chairman of NAIA property insurance 
committee, whose report is published 
elsewhere, told the directors the “new- 
new” homeowners policy had been put 
into use in Ohio and Indiana and filings 

(Continued on Page 34) 
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We can’t type the brokers who do busi- 
ness with Jaffe Agency because they 
shade from the mature to the youthful 
— from the multi-million dollar pre- 
mium group to those who need to be 
pointed in the right direction. 

One thing all Jaffe brokers have in 
common is strong market facilities 
here, and a keenly interested under- 
writing staff always at their disposal. 


Drop in on us at 55 John. 


Fire, Inland & Ocean Marine 

Automobile, Liability 
Compensation, Disability 
glary, Glass, Bonds 


Bur y 
Boiler & Machinery, Life 


There’s no 
“composite” of a 
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55 John Street, New York 38, N. Y. BArclay 7-8900 
rance Agents Assn. Inc 












HOEY, ELLISON, FROST MEZEY INC. 
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New York 38, N. Y 
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Member of the New York City Insurance Agents Assn., Inc. 
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FRANK J. ROGERS AGENCY, INC. 


45 JOHN STREET 


NEW YORK 38, N. Y. 
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Multiple Line Facilities 


NEW YORK CITY 
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SUBURBAN 


Member of New York City Insurance Agents Association, Inc. 
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THE GOSZ AGENCY, Inc. 


Alex J. Gosz, President 


Insurance Underwriters 
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45 John Street New York 38, N. Y. 


Telephone: DIgby 9-0889 
Member of New York City Insurance Agents Assn., Inc. 
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Edward |. White, President 
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ALAN F. Errert, President 


EIFERT, FRENCH & COMPANY 


INCORPORATED 
Insurance Underwriters 
' 81 EAST 42nd ST., NEW YORK 17 MUrray Hill 2-7010 


Member of New York City insurance Agents Assn., Inc. 
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Slawsby Wonders If Producer Groups 
With Same Interests Shouldn’t Combine 


NAIA President Explores Question of Rate Deviations in 


Administration Report; Appreciative of Fine Work 
By Staff, Committee Heads 


Chicago, Sept. 
Slawsby of NAIA threw a thought-pro- 
voking proposal to his large audience at 
the opening session of the 63rd annual 
stated 
“con- 


convention here today when he 
in his administration report that 
solidation of company organizations sug- 
gests that maybe the producers’ organiza- 
tions should get together.” Mr. Slawsby, 
who hails from Nashua, N. H., said that 
he has asked himself this question: 
‘Would my state association be right if it 
used the following standard as the sole 
membership: 
premiums 


criteria for eligibility to 
the production of 


and the servicing of insurance contracts 


insurance 


by producers operating solely on a com- 
mission their own account as 
independent contractors? I ask myself 
if this is not the proper stand of eligi- 
bility rather than the financial phil- 
osophy of the insurance markets which 


basis on 


a producer uses?” 

Developing his theme further Presi- 
dent Slawsby continued: “The restric- 
tion to the capital stock philosophy 
might be re-examined if the designers of 
our state constitutions were interested 
in denying membership to those who sold 
with a deviation or with the understand- 
ing that part of the premium paid would 


be returned at the end of the term. 


Take Another Look at Our Standards 
“Tf that were the intent, we must take 


another look at our standards because 
one of our strongest competitors upholds 
the principle of capital stock insurance 
and many of our capital stock companies 
now either offer deviations or have cre- 
ated subsidiaries which deviate. 


“Practically I ask: How can we have 
deviations if we no longer have standards 
from which to deviate? Our association, 
in reaching its new height in member- 
ship, is more than four times the size of 
the next largest national association of 
independent producers. Certainly the 
questions which I have asked will sug- 
gest provocative answers. 


“I have asked myself whether the in- 
terests of the American Agency System 
would not be best served if we were to 
put an end to some of our cleavages. I 
ask myself whether the interests of the 
broker are really different from our own. 
Most of us hold broker’s licenses and not 
a few of us are members of brokers’ 
associations. The memberships of some 
of the insurance producer associations 
which are designed to serve interests in 
special fields comprise, for the most part, 
men who hold membership in our asso- 
ciation. 


Should Similar Organizations Combine? 


Over the last several NAIA adminis- 
trations there has been a concerted ef- 
fort on our part to cooperate with these 
groups who have interests in special 
fields. 

“The men who have manned our fidel- 
ity and surety committees have come 
from the ranks of those among us who 
hold memberships in the surety pro- 
ducers’ organization as well as our own. 
In making our appointments at the 
beginning of this term these selections 
were again made purposely with the 
hope that eventually the members of the 


21—President Archie M. 


ARCHIE M. SLAWSBY 


smaller organization would appreciate 
that our interests are parallel to theirs 
and that the interests of producers gen- 
erally would be best served if they com- 
bined their efforts and their member- 
ship with ours.” 


Praise Extended 


President Slawsby devoted the major 
portion of the administration report to 
internal affairs, citing members of the 
official staff and committee heads. Chosen 
for commendation were Mrs. Edith 
Coryell Leahy, for many years treasurer 
of NAIA, who retired recently; William 
Pollard, appointed NAIA secretary this 
year; Lawrence Smith, director of the 
research department, “who has been and 
is working on assignments of great value 
to our membership in various fields such 
as agency management, education and 
form and formulae research”; Morton V. 
V. White, Allentown, Pa., former mem- 
ber of NAIA executive committee and 
now chairman of the Federal affairs com- 
mittee. 

President Slawsby said that “Mort’s 
council has served our association and 
this administration well.” 

Maurice Herndon, Washington repre- 
sentative, was praised not only by Pres- 
ident Slawsby but also by the National 
Board of State Directors at its meeting 
today. He holds an important post at 
Washington and is highly regarded by 
the association membership. Joseph A. 
Neumann, Jamaica, N. Y., past president; 
Vice President Paul Jones, Tucson. Ariz. 
and Porter Ellis of Dallas, member of 
the executive committee, also received 
verbal bouquets. 





Town Crier Awards to 


Taeee Insurance Cos. 
Chicago, Sept. — The new Town 
Crier Awards of NATA were presented 
here today to three prominent insurance 
companies—the Aetna Casualty & Surety, 
Great American and United States Fidel- 
ity & Guaranty. These new honors are 
given to those companies which con- 
sistently use the Big at seal of the 
National Association in “an outstanding 
manner as means of identifying profes- 
sional independent insurance agents.” 











NAIA Advertising Fund 


Amounts to $1,048,692 
Chicago, Sept. 21—The NAIA adver- 
tising committee collected $1,048,692 for 
its 1959 national Joseph iA. 
Neumann, chairman of the advertising 
committee, revealed in his report which 
was read here today by President Archie 
Slawsby in the absence of Mr. Neu- 
mann. 


“While $1,000,000 is a sizeable sum, it 
does not begin to match the expenditures 
of our competitiors in this arena,” the 
report said. “One million dollars, how- 
ever, was but the start of our efforts, 
for it is conservatively estimated that in 
excess of $29,000,000 additional was ex- 
pended by our membership in local tie-in 
advertising. 

“This is stressed to appraise our mem- 
bers, but more specifically, to pin point 
to the companies we represent, that the 
American Agency System, as represented 
by the National Association of Insurance 
Agents, has come of age in the field of 
advertising. It follows, therefore, that 
we ask: ‘When will they do likewise ? 
Does such a question intimate the allo- 
cation, on their part, of large additional 
sums? It does not, in my opinion. All 
it requires is the channelling of at least 
part of their current advertising budget 
into natural tie-in with our efforts to 
publicize the countless advantages inher- 
ent in the American Agency System, 
their merchandising medium. 

“Those companies reluctant to join us 
because of the anonymity such program 
develops, should grow up to the recog- 
nition of who is their real competitor, 
their fellow bureau member or the direct 
writer? Traditionally it was the former, 
but they might well take a page out of 
the wisdom of NATO, where nations 
with small differences unite to combat 
the real threat and common enemy. 

“If I were a company president, I 
would much rather measure successful 
management in terms of establishment 
and profit, rather than position on the 
premium volume ladder. What better 
basis or yardstick of establishment can 
there be than a sound. healthy merchan- 
dising force?” Mr. Neumann asked. 


program, 


Preview of NAIA’s 1960 Ad 
Campaign Given by Johnson 


Chicago, Sept. 21—A preview of the 
1960 NAIA advertising campaign was 
given to the agents here today orally 
and in motion picture form by Daye 
Johnson, Pensacola, Fla., chairman of the 
1960 ad fund raising committee, assisted 
by President Archie Slawsby, and others. 
The film was produced by Doremus § 
Co., New York advertising agency, which 
handles the NAIA account. 

Mr. Johnson said the goal for 1960 js 
a fund of $2,000,000 for advertising with 
a minimum basic fund of about $1,100. 
000, nearly the same as raised in 1959 
Next year’s ad campaign includes na. 
tional magazine and TV adv ertising, with 
tie-in advertising by agencies in their 
home communities. Life Magazine wil] 
carry fully tested ads which have beep 
deemed highly successful. Newsweek 
will carry essential commercial insurance 
ads for the independent agent and Look 
Magazine will specialize in ads for var. 
ious sections of the country which will 
carry names of all agents in those areas 
who have contributed to the advertising 
fund. 

Every state which reaches 70% of its 
basic minimum goal of contributions will 
receive a set number of weeks of TV 
programs. States which reach or exceed 
their quotas may receive up to 52 weeks 
of TV ads if they so desire. The tie-in 
ad kit will go to all subscribing agen- 
cies for use as window displays or for 
local newspaper or radio advertising, 

The agents were assured by Mr. John- 
son that their NATA advertisements in 
1958 and this year have won over thou- 
sands of readers and listeners to stock 
company agency insurance, as full tests 
have been made in various parts of the 
country. “Your money is being spent 
most effectively,” they were told. 





Florida Gets Sparlin Cup 

Chicago, Sept. 23—The Florida Asso- 
ciation today won the Sparlin Cu, 
awarded by NAIA to the state associa- 
tion “which has contributed most to the 
American Agency System during the 
fiscal year.” Honorable mention went to 
the New Hampshire, South Carolina and 
Illinois Associations. 





Robert E. Battles, Past Pres., Wins the 
Woodworth Memorial; Other Awards 


Chicago, Sept. 23—Robert E. Battles, 
Los Angeles, president of NAIA in 


1956-57 and long active in many under- 
takings for the association, was today 
awarded the Woodworth Memorial, 





ROBERT E. BATTLES 


highest honor which NAIA bestows on 
a member. It is given annually to the 
agent who has performed the most out- 
standing work for insurance. 

The Connecticut membership cup was 
awarded to the Illinois Association as tt 
achieved the highest total of points on 
the basis of numerical membership and 
Local Board development. 

The Wichita (Kans.) Local Board re- 
ceived the Walter H. Bennett Memorial 
Award for excellence in local board ac- 
tivities. 

The convention Tuesday morning got 
a sneak preview of a new television pro- 
gram featuring insurance investigations. 
Entitled “The Man From Blackhawk,” it 
will start October 9 on ABC and will 
star Bob Rockwell, who appeared here 
today. The TV program is not being 
sponsored by insurance interests. Mr. 
Rockwell was made honorary chairman 
of the NAIA fire safety committee by 
President Archie Slawsby. 





Norwich Union Flowers 
Chicago, Sept. 21—John M. Kidd, U.S 
manager of the Norwich Union Group 
at ‘New York, once again presented 10 
the NAIA convention a magnificent bou- 
quet of russet chrysanthemums which 
will adorn the dais during the general 
sessions here. The Norwich Union has 
made this gracious gesture for many 

years, 
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NO COMPULSORY LAWS IN ’59 





But H. P. Glover, Jr. Reports That Un- 
Insured Motorist Legislation Passed 
In S. Carolina, Oregon, California 
Chicago, Sept. 21—Compulsory insur- 

ance bills were introduced in over half 

the legislatures this year but not one 
such bill passed, thanks in large measure 
to the vigilant efforts of the state agents’ 
association, Hayne P. Glover, Jr., Green- 
yille, S. C., coordinator, anti-compulsory 
auto insurance activities, reported here 
today to the national board of state direc- 
tors. Mr. Glover, also a member of the 

NAIA executive committee, said that a 

number of substitutes for compulsory in 

4 few states were adopted in 1959. Not- 

ably these states are South Carolina, 

Oregon and California. 

Mr. Glover said that South Carolina 
enacted legislation similar to Virginia’s 
mandatory uninsured motorist coverage 
including both B.I. and P.D., the latter 
with $200 deductible. “AIl companies 
writing in South Carolina must offer this 
endorsement on an optional basis after 
January 1. 1960, and starting January 
], 1961 inclusion of the uninsured motor- 
ist coverage is mandatory in the state in 
all automobile liability policies. Mini- 
mum coverage is 10/20/5. As in the Vir- 
ginia plan, each person licensing an un- 
insured motor vehicle must pay $15 fee 
which will go into a fund to reduce fu- 
ture cost of UM coverage. 

“Oregon also passed a measure, eftec- 
tive January 1, 1960, providing for man- 
datory UM coverage. In this version 
limits prescribed by the financial re- 
sponsibility law must be attached to 
every automobile liability policy issued 
or delivered in Oregon. The act does 
not apply to a policy covering trucks with 
a capacity of 6,000 pounds, operated by 
employes covered ‘by workmen’s compen- 
sation. 

“California passed legislation effective 
on the 91st day after adjournment, pro- 
viding a somewhat different solution. 
UM coverage must be offered but may 
be removed under the terms of the act. 
Every automobile liability policy must 
contain, or have added to it by endorse- 
ment, a provision for UM coverage. 
However, the insured and the insurer 
may by supplemental agreement waive 
application of the provision covering 
damage by an uninsured motor vehicle. 
“We can also report that while eight 
states had unsatisfied judgment fund 
bills introduced, none enacted legislation.” 


NAIA’s New Educational 
Program Given Big Buildup 


Chicago, Sept. 22—The 19th annual 
education committee breakfast meeting, 
held this morning with a record attend- 
ance of over 200 persons, heard COhair- 
man J. Norvell Price, Richmond, Va., 
and others outline the new NAIA pro- 
gram whereby the McGraw-Hill Book 
Co. will publish a series of volumes 
and handbooks designed to reach around 
250,000 men and women engaged in the 
insurance agency field. On the dais was 
Dean L. P. McCord, Jacksonville, Fla., 
known as the father of insurance educa- 
tion in NATA and at the local level. 
Many years ago he started the first 
local short course schools and long 
headed NAIA’s educational committee. 
Cooper M. Cubbedge, also of Jackson- 
villee NAIA executive committee man, 
stressed the necessity for all agents to 
keep well informed on up-to-date de- 
velopments for thorough education. He 
said: “The agency you save may be your 
own,” 

Lawrence F, Smith, NAIA director of 
research and development, explained the 
new educational program. Dr. Curtis N. 
lliott, University of Nebraska, is the 
author of the first volume. an introduc- 
tion to property and casualty insurance. 
The latter was present to give a resume 
of the book. Additional books will be pre- 
pared by an expert on the subject. It is 
expected this series will become the most 
informative, authoritative and useful 
ever devised for agents. 





Florida, Six Local Boards 
Highway Safety Winners 


Chicago, Sept. 21—One state associa- 
tion and six local association winners in 
the NAIA Highway Safety Award Con- 
test were announced today at the open- 
ing general session of the convention. 

The awards are sponsored by the 


NAIA. This year’s state award went to 
the Florida Association. 

The local association winners were: 
(cities under 10,000 population) Grand 
Ledge Association of Insurance Agents, 
Grand Ledge, Mich.; (city or county 
from 10,000 to 25,000 population) Whit- 
ley County Association of Insurance 
Agents, Columbia City, Ind.; (cities from 
25,000 to 50,000 population) South Brow- 


ard Insurors Association, Hollywood, 
Fla.; (cities from 50,000 to 100,000 pop- 
ulation) Insurance Board of the Palm 
Beaches, Inc., West Palm Beach, Fla.; 
(cities from 100,000 to 200,000 popula- 
tion) Sacramento Association of Insur- 
ance Agents, Sacramento, Calif.; (cities 
from 250,000 and over population) Oak- 
land Association of Insurance Agents, 
Oakland Calif. 








Got a tough nut to crack? 


Just S-O-S for the Man from “Ag”... 
the company that’s Strong On Service! 


Keep the “Ag-Man” in mind whenever you’re up 


against a tough selling or servicing problem. 


You'll find your Agricultural Insurance fieldman 


ready, willing and, above all, able to help out in vir- 


tually any situation. Got a real “problem prospect” on 


the line? Or a survey to make? Put in a call for your 
**Ag-Man.” He has the experience and the technical 


know-how that will enable you to work things out 


in a hurry! 


obligation. 








It Makes Dollars and Cents to TEAM UP with “AG”! 


Friendly 


Folks 


In short, when you need the kind of help that 
keeps selling effort down, and agency income up, 
SOS for the Man from ‘Ag’... the company that’s 


Strong On Service. 


Mail Coupon today for Complete “Ag” Story 


The Agricultural Insurance Co., 
Watertown, N.Y. 
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ite Tells How to Make Local 
Agents’ Advertising Pay Off Well 


Chicago, Sept. 22: Authoritative advice 
on how to make advertising by local 
agents pay off in additional premium in- 
come and commissions was given today 
by Franklin E. Schaffer, vice president 
of the large New York advertising and 
pwblic relations firm of Doremus & Co. 
This firm handles the national advertis- 
ing campaign of NAIA. He cautioned 
the agents, however, against getting an 
idea that advertising itself will produce 
new direct sales. Advertising, he stressed 
will stimulate people’s interest, get them 
pre-sold on an agent’s services and lead 
them to write or phone an agent. But 
the producer must still be the ultimate 
salesman. 

In order for an agent to develop his 
pre-selling advertising Mr. Schaffer cov- 
ered the following constructive points: 





FRANKLIN E, SCHAFFER 


how to plan advertising; how much to 
spend on local advertising; how to select 
the media that will prove most efficient; 
how to use research studies on insurance 
advertising to advantage. 
How to Plan Local Advertising 

“Step I: 

vertising 


Survey your individual ad- 
needs,’ stated Mr. Schaffer. 
“First set a realistic goal for yourself 
in terms of what you expect your ad- 
vertising to accomplish. Determine what 
type of business you particularly want to 
get—such as homeowner, automobile, 
commercial—and what is the particular 
audience you are trying to reach. Factors 
that will affect your advertising include 
the size of your town, the size of your 
own agency, the type of advertising 
media available in your locality, the type 
of audience which comprises your po- 
tential customers, the degree to which 
you may be losing business to your com- 
petition. 

“Step 2: Based on your needs, set up 
an annual advertising budget.’As a rule 
of thumb, plan to spend a minimum of 
3% of your commission income on all 
advertising—including your contribution 
to the national program. This figure is 
based on surveys that have been made of 
agents’ advertising budgets. 

“The recent survey conducted by the 
NAIA showed that in New York State 
the average agent who is a member: of 
your association spent 3.4% of his com- 
mission income on advertising, and in 
Connecticut the figure was 2.7%. 

Available Media 

“Step 3: Select the media that will do 
you the most good. This again will 
It may 


vary widely from area to area. 


be that newspapers are the best medivm 
for advertising in your community. Or 
it may be that the higher expense of 
newspaper advertising in your locale 


would indicate that you should concen- 
trate on reminder advertising (key 
chains, blotters, calendars, etc.) to get 
the most for your money,” Mr. Schaffer 
stressed. 

“Step 4: Get local advertising experts 
to help you with your campaign. If you 
cannot get a local advertising agency to 
help you, get assistance from the media 
you use. For example, if you use news- 
papers, the newspaper advertising man- 


ager will be glad to help you plan ang 
place your advertising. The same is trye 
of the advertising manager of your loca] 
radio or television station. 

“Step 5: Repeat your advertising 
throughout the year. The most effective 
advertising is continuing rather than 
sporadic. This is one reason for estab. 
lishing an annual advertising budget. By 
spacing your advertising throughout the 
year you will continually remind the 
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ic of your name and services. Also, 
at the same ideas and even the same 
ral times during the year. Some- 
e fourth or fifth impression of an 
a selling point—is the one 
lly convinces the reader. 


Careful Timing Vital 


“Step 6: Plan the timing of your ad- 
yertising carefully. Timeliness is a vital 
asset in any advertising. Have your local 





advertising coincide with the national 
advertising. If you can relate your mes- 
sage to some local or seasonal event, so 
much the better,” Mr. Schaffer de- 
clared. At 
“Step 7: Use the National Association 
seal and the national advertising themes 
as often as possible. By doing this you 
benefit directly from all the national 
advertising and so reinforce your own 
advertising. Every portion of your per- 


sonal advertising program 
corporate the NAIA seal. 


“Step 8: Personalize your advertising. 
A wealth of material is available to every 
agent who contributes to the program. 


This material should serve as a spring: 


board for your promotional efforts. If 
you are advertising now, simply work 


the NAIA material into your regular ad- 
vertising. Use ideas and promote policies 
which are especially appropriate in your 


should in- 
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enclosures, 
novelty items. 


MATS 


One and two 
column ads for 
use in your own 
newspaper 
program. 


POSTERS 


Three colorful Trip 
Insurance posters 


for your wall or 
window. 


Want to know more about it? 
Like your own Trip Kit? 
Then mail the coupon NOW! 
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Property Protection since 1853 


The Home Indemnity Company, an affiliate, 
writes Casualty Insurance, Fidelity and Surety Bonds 


59 Maiden Lane, New York 8, N.Y. 
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area. For example, if you are in a rural 
community you will want to stress vari- 
ous type of farm insurance in your di- 
rect mail or in your newspaper ads. 

“Step 9: Take advantage of some of 
the material provided by your companies. 
Use material that can be personalized 
with your imprint and the National As- 
sociation seal. Much of this material, 
particularly the direct mail folders and 
letters, can be effective if personalized. 
Work these promotional pieces into your 
over-all advertising program. 

“Step 10: Follow up all your advertis- 
ing with personal calls. The National 
Association advertising and your local 
advertising together with help pre-sell 
the public on the advantages of doing 
business with an independent agent. Of 
course you will still have to develop 
leads yourself. Your personal follow-up 
will always be needed to make the sale. 

How to Select Media 

“When planning your individual ad- 
vertising, it might be helpful to think 
cf different media in terms of their rel- 
ative cost. Some types of media are 
relatively inexpensive and could be in- 
cluded in the promotional program of 
even the smallest agency. Others should 
be used only by an agent or local asso- 
ciation prepared to invest a more sub- 
stantial amount on advertising,” Mr. 
Schaffer continued. 

“Here is a general comparison of the 
relative costs of different media: 

“Least expensive—telephone directory, 
display. 

“Relatively inexpensive — direct mail, 
reminder. 

“Relatively expensive—newspaper, out- 
door billboards and posters, radio. 

“Most expensive — television, national 
magazine, 

Startling Research 

“Let me cite two quick research stud- 
ies on the subject of insurance adver- 
tising. Both were conducted at sub- 
stantial expense; both produced much 
valuable information. 

“First, the Casualty Bureau Survey 
conducted in 1956. When asked to tell 
what were the determining factors in 
buying automobile insurance, the people 
interviewed indicated that cost was of 
prime importance. Second most import- 
ant factor was service. But by service, 
what the average respondent meant was 
the prompt settlement of claims. Now 
that’s valuable information; if I were an 
agent I’d harp on that in all the ad- 
vertising I did. 

“The second insurance study was one 
conducted for State Farm in 1954, This 
survey, oddly enough, pointed up. many 
things which would indicate that the 
public is happier buying insurance 
through independent agents. 

Results Are What Count 

“Let me cite cases of individual agents 
who thave conducted successful locai ad- 
vertising. Each case has its own moral, 
too. 

“Your president, Archie Slawsby, ex- 
perienced an insurance agent’s night- 
mare earlier this year when his agency 
burned down. Archie turned this dis- 
aster to good advantage in a series of 
local newspaper ads pointing up the need 
for adequate insurance. Large-space ads 
like this one: 

“*Are you fully insured? We are! (We 
practice what we preach).’ 

“Another ad he ran asked eight per- 
tinent questions such as ‘Who pays for 
the Overtime?’ ‘Who pays for duplicat- 
ing records ?’—with a punch line at..the 
bottom which read: ‘If you think your 
regular fire insurance policies do, you're 
wrong.’ Believe me, his ads got a lot 
of attention locally. 

“The moral here is simple: Capitalize 
on current local events of interest to 
make your advertising more efictive. 

Experience of New Jersey Agent 

“An agent in New Jersey has been try- 
ing out a number of different types of 
media, and also different types of sales 
ideas to see which have the greatest 
pulling power. He’s now convinced that 
in his area, the best way to get leads is 
through direct mail. He tried three dif- 

(Continued on Page 36) 
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McHugh Opposes Rigid 
Rate Regulation Pattern 


IT IS STIFLING TO COMPETITION 





Antitrust Subcommittee Counsel Frowns 
on Maintaining Status Quo and 
Resisting Innovations 





Chicago, Sept. 23—The much heralded 
address of Donald P. McHugh, counsel, 
U. S. Senate’s antitrust and monopoly 
subcommittee, was delivered here this 
afternoon to a large audience of NAIA 
members and company men. Saying 
that he was expressing his personal 
views on the subject: “Competition in 
Insurance—Too Much or Too Little,” 
Mr. McHugh said it was the paramount 
concern of the subcommittee as to 
whether a rigid pattern of state regula- 
tion by the states has been permitted to 
stifle healthy competition.’ 

At the same time he stated that to 
his knowledge, no member of the sub- 
committee, nor in the whole Congress, 
has championed complete Federal reg- 
ulation of insurance. “Obviously,” he 
remarked, “only the most compelling cir- 
cumstances would induce a prudent leg- 
islator to superimpose another bureau- 
cratic ring about the neck of an already 
harassed industry.” 

In fact, Mr. McHugh admitted that 
further regulation of the industry at 
the Federal level would probably create 
more problems than it would solve. This 
is because “inevitably, the imposition of 
controls by the Federal government di- 
minishes the vigor of private enter- 
prise.” 
Refers to Morton V. V. White’s 

Testimony 

Mr. McHugh showed a keen apprecia- 
tion of the usefulness of insurance 
agents and their organizations. While 
the SEUA decision that “insurance is 
commerce” in 1944 was viewed as 
sounding the death knell of the Ameri- 
can Agency System, the speaker in- 
sisted that there was nothing in the 
Justice Department’s case nor in the 
a & Supreme Court’s opinion which 
could in any way reflect upon the 
agency system. He declared: 

“It is to the agent that the purchaser 
of insurance looks for advice and guid- 
ance. He is most important in interstate 
distribution. In the field of property 
insurance the average policyholder is fa- 
miliar only with his agent and in many 
cases is ignorant of the name of his 
insurer. The able representative of your 
association, Morton V. V. White, in tes- 
tifying before our subcommittee said 
that agents are closer to the public than 
any company or company organizations.” 

Mr. McHugh assured his audience that 
organizations of agents into associations 
for furtherance of competitive objectives 
_ does not draw with it the condemnation 
of the Sherman act. 

Saying that a dilemma arises in con- 
nection with standards for licensing of 
agents and that agency qualification laws 
must be enforced to “raise standards of 
performance and not to ‘be used as a 
means for restricting legitimate competi- 
tion at the field level,” the speaker de- 
clared: “The way must be found to ob- 
tain highly qualified agents and at the 
same time to restrict the part-time, 
poorer trained agent to those times and 
places where no other alternative is feas- 


ible.” 
Issues a Challenge 
Mr. McHugh then emphasized that 
“your organization of over 34,000 agency 
members, including 100,000 individuals, 
has a grave responsibility to see that 
progress in the insurance industry is not 
shackled and that the fruits of free com- 
petitive enterprise are fully realized.” 
He is discouraged, he said, to hear 
spokesmen for agent groups continually 
voicing opposition to lower rates, vigor- 
ously defending the status quo, resisting 
innovation and eyeing suspiciously any 
investigation of industry activities. 
He labeled as “totally unrealistic” the 
jmpression created that price competi- 


tion of deviating and independent com- 
panies during recent years will lead to 
the chaos prevailing during the price 
wars of years ago. Such reasoning, he 
said, ignores not only the powers and 
responsibilities of the insurance commis- 
sioner’s office, but it blithely disregards 
the financial soundness of the companies 
involved. 

Further along Mr. McHugh quoted 
from an article by Premier Nikita 
Khrushchev entitled “On Peaceful Co- 
existence.” Its gist was that U.S.S.R. 
is already able to challenge the 150-year- 
old capitalist state to economic competi- 
tion; that the Soviet Union is fast catch- 
ing up with U.S.A. and will ultimately 
outstrip it. 

“In the face of this threat,” said Mr. 
McHugh, “can the insurance industry, 
and particularly the members of the 
American Agency System who should be 
the very bulwark of a free economy, 
afford to wage a rear guard action with 
a hold-the-line philosophy? Our econ- 
omy is tied to the insurance industry. 
Failure to progress could spell disaster.” 

Before closing, Mr. McHugh discussed 
the Insurance Board of Cleveland and 
New Orleans Insurance Exchange ac- 
tions in violating the Sherman act by 
“illegal boycotts.” He also gave his view 
of the damage suit filed by the Cali- 
fornia League of Independent Insurance 
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Producers. These cases will be reviewed 
in our issue next week. 

In closing, Mr. McHugh said that he 
had had occasion to suggest that a new 
approach to rate making might be con- 
sidered in which the functions of rating 
bureaus be confined to gathering of 
statistics for the purpose of determining 
pure premiums only, “This maximizes the 
role of competition in a manner hitherto 
considered unfeasible. However, some 
day an adventurous state legislature may 
try this experiment,” he remarked. 
Freedom to Pursue Independent Action 

The practical alternatives today em- 
brace a more limited role for competi- 
tion, in his opinion. He argued that 
those who petition the Congress for help 
seek only freedom to pursue an inde- 
pendent course of action. “They ask to 
live in a regulatory atmosphere which 
offers free reign to those desiring to 
make rates in concert, but which permits 
equal opportunity to determine rates in- 
dependently without being shackled and 
hamstrung by rating bureaus. They op- 
pose the regulatory philosophy which 
treats them as second-class citizens. 
They resist the notion that bureau filings 
be considered paramount, and that pro- 
ponents of greater competition bear a 
heavier burden in justifying their lower 
rates. 


“This is certainly not a demand for 
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Start today, call on stores, laundries, printers, schools, restaurants, 
dairies—there are hundreds of prospects in walking distance. Need 
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unrestricted rate competition. It is a 
claim only for parity with those who 
collaborate to set rates. If state regula- 
tion cannot achieve such a balance in 
the practical administration of the rating 
laws, Congress may have no alternative 
but to move into the breach with force- 
ful legislation.” 


NAIA Stands Firm 


(Continued from Page 27) 





have been made in eight other states, 
with more soon to follow. This latest re- 
vision, with broader coverage and lower 
rates, is to meet competition which de- 
veloped after the new homeowners policy 
came out about a year ago. Mr. Bell said 
agents his committee had interviewed 
seemed satisfied with 1958 revisions, but 
nevertheless the companies had _ acted 
this year to make further changes which 
have complicated sales efforts, in his 
opinion. 

There was some indication that multi- 
plicity of new forms are hard on both 
producers and companies, and that fewer 
standard forms would be desirable. How- 
ever, the agents feel that in this present 
period of intense competition for busj- 
ness, with both rates and forms used as 
competitive weapons, any move toward 
greater standardization will be slow, at 
best. 

Roger Chickering, California director, 
was asked to give his views on opera- 
tion of the new safe driver insurance 
pian in his state. He felt that it is going 
over well, with cut-rate competitors tak- 
ing notice of this success in changes 
made in their advertising. He said this 
NBCU-NAUVA program, introduced last 
May, was revised in June on the basis of 
several hundred letters received from 
California agents citing objections and 
giving proposals for revisions. He sees 
some companies today declining business 
where signed applications show prospects 
have past convictions and accidents de- 
spite higher rates such applicants would 
have to pay. 

William Leslie, Jr., general manager of 
National Bureau, when called upon, said 
the principal aim of the new policy is to 
reduce the amount of new business se- 
cured by direct writers “because they 
gear their agency forces to such produc- 
tion and agents get paid for new ac- 
counts.” 

Flare-Up Over “Look Magazine” Ads 

An advertising flare-up developed over 
the proposal for ads in “Look Magazine” 
to carry names of all agents subscribing 
to the fund. “Look” plans to print dif- 
ferent pages for various sections of the 
country. Copies reaching particular 
areas would contain names of subscrib- 
ing agents locally. It was argued by some 
directors that this looked like discrimi- 
nation against agents who are non-sub- 
scribing members of NAIA, and there 
are not two classes of members. Vice 
President Jones said he failed to see any 
such results and conceded that the aim 
of printing subscribers’ names is to get 
more participations, for he feels most 
agents would like to see their names ap- 
pear in “Look Magazine.” 

When President Slawsby was asked 
why insurance companies will not join 
the NAIA in a multi-million dollar ad 
campaign he said NAIA was going it 
alone because various companies are not 
completely sympathetic with all the ma- 
terial contained in NAIA ads. However, 
it was revealed that 31 companies are 
now using the big “I” seal of the inde- 
pendent agent in their own advertising 
which is deeply appreciated by NAIA. 


AAMGA Annual Meeting Set 


Chicago, Sept. 23—Langdon C. Quin, 
Jr., Atlanta, president of American Ass0- 
ciation of Managing General Agents, 
announced here today that the 1960 an- 
nual meeting of his group will be held 
May 29-June 1 at Cloister Hotel, Sea Is- 
land, Ga. The AAMGA executive com- 
mittee met here and held a breakfast 
conference with NAIA’s executive com- 
mittee for exchange of ideas. 
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EAC Votes to Continue Long-standing 
Conference With Company People 


Chicago, Sept. 21—The Eastern Agents 
Conference voted unanimously here to- 
day to continue its long-standing ar- 
rangement of conferences with company 
representatives on matters of importance 
to insurers and their producers. Hereto- 
fore, and up to a few weeks ago, such 
meetings were between conference com- 
mittees of the EAC and of the Eastern 
Underwriters Association. Now that the 
EUA is being merged into the Inter-Re- 
gional Insurance Conference, the agents 
desire these periodic meetings. It was no 
secret here that the companies also wish 
these joint sessions to continue and com- 
pany spokesmen at this convention so 
indicated to officers of the EAC. 

As company-agent conferences are de- 
pendent upon existence of an organiza- 
tion which will appoint a committee, 
much debate here this morning centered 
around future status of the Eastern 
Agents Conference, In recent years at- 
tedance at annual conventions of EAC 
have steadily declined, due essentially to 
rising costs for agents, and one question 
was whether the two-day full convention 
type of meeting should continue. For 
1960, at least, it will not be such a gather- 
ing. Although it thad been voted at 
Buffalo in April to hold the next annual 
EAC meeting in Boston, nothing de- 
finite has been done about the date or 
hotel. In addition Chairman Valmore 
Forcier, Danielson, Conn., has been un- 
able to attend this meeting due to per- 
sonal problems. 


To Be 1-Day Strictly Business Meeting 


Hence it was voted today to have the 
1960 EAC meeting a one-day strictly 
business affair, with time and place to 
be decided by officers of EAC and state 
association leaders. All agents in the EAC 
will be invited to attend, if they wish, but 
there will not be the regular social fea- 
tures and usual convention atinosphere. 

George Margraff, Philadelphia, re- 
minded Vice Chairman Arthur Schwab, 
Staten Island, N. Y. who is acting chair- 
man, that in 1961 the NAIA board of na- 
tional state directors will meet in Phila- 
delphia in April, and that the EAC 
should prepare some sort of convention 
plans for this joint affair, whether they 
ve on a restricted or more elaborate 
asis. 

Arthur F. Blum, president, New York 
State Association, opposed further two- 
day full convention meetings of each 
unless they can be made self-sustaining, 
and not develop deficits. Earl A. Munz, 
New Jersey, also advocated a brief busi- 
ness meeting of EAC for 1960 at which 
time the membership can determine the 
type of meetings for the future. Morton 
V. V. White, Pennsylvania, introduced 
the resolution adopted. 

Charles H. Frankenbach, New Jersey, 
Stuart Windsor, Maryland, and Paul 
Trimbur, Pennsylvania, also spoke. 

The Midwest Territorial Conference, 
the Southern, Far West and Rocky 
Mountain Conferences, meeting at the 
same hour elsewhere in the Conrad 
Hilton Hotel, all adopted similar resolu- 
tions advocating continuance of con- 
ferences between their groups and re- 
gional branches of Inter-Regional Insur- 
ance Conference. Vice President Milton 

. Mays, America Fore Loyalty Group, 
explained the merger changes to about 
0 agents attending the (Midwest Con- 
ference. 


Windsor Report on EUA 


E. Stuart Windsor, Baltimore, chair- 
man of the EAC conference committee 
with the Eastern Underwriters “Associa- 
tion, spoke in a sorrowful vein as he 
teported that the EUA will soon cease 
0 function as it and other regional 
organizations will soon be merged with 
Inter-Reginal Insurance Conference as 
the advisory functions in the business 


of fire and allied lines of insurance can 
be more economically and advantage- 
ously so handled. 

Replying to the query as to what will 
hapnen to the conference committee of 
the EAC Mr. Windsor said: 

“Arthur Polley, vice president of the 
Hartford Fire who is the last of a very 
distinguished group of insurance execu- 
tives who have served as president of the 
Eastern Underwriters Association, has 
been busy boxing up the remains of 
EUA, but he did take time out to at- 
tend our recent meeting. He reported 
to us that Inter-Regional, realizing that 
regional problems do exist, is willing to 
continue conference committee meetings. 
If we so desire it, they would appoint 
a committee of their organization to 
meet with us in much the same manner 
as our meetings have been conducted in 
the past.” 

rresent at the September 9 meeting 


with EUA members were for the agents, 
in addition to Mr. Windsor: H. Earl 
Munz, Paterson, IN. J.; Joseph Neumann, 
lamaica, N. Y.; Elzey Walters, Jr., 
Stamford, Conn. and as_ ex-officio 
Arthur L. Schwab, vice chairman of the 
Eastern Agents Conference. 

The company representatives were: 
chairman, John Robinson, president, 
Phoenix Assurance; Sidney G. Behlmer, 
vice president, Hartford Fire; Charles 

Jervey, vice president, Travelers; 
George C. Peacock, vice president, Agri- 
cultural; and Mr. Polley. 


Consolidation of Forms. 


“In our last report we advised that 
consolidation of forms being reviewed 
bv EUA” Mr. Windsor said. “In view 
of the contemplated consolidation of ad- 
visory functions of regional organiza- 
tions, this matter will no doubt be han- 
dled on a country-wide basis. Among 
the clauses now being reviewed by the 
Loss Executives Association are the fol- 
lowing clauses which differ in wording in 
various territories: Liberalization clause, 
subrogation clause, no control clause, 
alterations and repairs clause, divisible 
contract clause, electrical apparatus 
clause, debris removal clause, automatic 


reinstatement clause, pro rata liability 
clause, minimum retained premium 
clause. 


Bank Activity In Connection With 
Rising Replacement Cost 


“One of our conference committee 
members called to our attention a folder 
recently distributed by the Dime Sav- 
ings Bank of Brooklyn to its customers, 
in which it pointed out very graphically 
how inflation is affecting replacement 
cost of real property and stressing the 
need for adequate insurance coverage. 
We also reviewed copies of similar fold- 
ers distributed by the Fidelity Union 
Trust Co. of Newark, N. J.; Continental 
Illinois National Bank of Chicago; 
Chase Manhattan Bank of New York; 
National Commercial Bank and Trust 
Company of Albany with monthly bank 
statements, and with monthly mailings 
to those making mortgage payments. 

“Your local banks may be interested in 
this subject as a public relations item, 
therefore, we suggest you call it to their 
attention,” Mr. Windsor said. 


Protection—Fire Hydrants 


“An agent member of the conference 
(Continued on Page 38) 
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Planned Agency Advertising [hat 
Succeeds Outlined by Joe Vincent 


Chicago, Sept. 21: Successfully planned 
agency advertising was described today 
by Joe E. Vincent, CPICU, of the 
Mitchell- Vincent Company of Byran, 
Texas. He outlined the program of ad- 
vertising which judges for the Insurance 
Advertising Conference selected as the 
best all around program in the country 
for agencies of $250,000 premium volume 
or over in 1956 and again in 1958. 

Mr. Vincent, a dynamic salesman, told 
the advertising and public relations 
workshop this ‘afternoon that “since we 
began our program of planned advertis- 
ing for 1956, and it was considered suc- 
cessful, we have made a similar study 
each year, and are now in the fourth 
year of planned advertising. With al- 
most four years of this behind us, we 
know that our decision to advertise was 
wise; we recognize in a community the size 
of the Bryan-College Station area, 40,- 
000 population, that we havea distinct ad- 

vantage over the agents in the city. This 
simply points up the necessity of making 
the individual study for the individual 
agency to see how local conditions will 
dictate which program he should under- 
take. 


Must Keep Programs Up-to-Date 


“We believe these programs should be 
constantly refreshed, program formats 
changed, and the material used in the 
advertising program kept new, modern 
and compatible with current trends. 

“Each Monday there runs in our local 
paper these ads, one each Monday 
through the month of September. This 
is paid jointly, with the company bearing 
the lion’s share, something we agents 
te not afford to turn down. So what 

e have done is simply to take advantage 
js this great program and throw every- 
thing we have locally behind it. Inci- 
dentally, our four daily radio spots are 
aimed at the s same program, coordinated 
all the way,” Mr. Vincent said. 

“Let me assure you that the lead theme 
in all of our advertising is stressing the 
independent agent, the Big ‘I’ Agent. 
An important portion of our agency 
budget is for the NAIA program, both 
that which we sent to NATA, and that 
which we contribute monthly to carry 
on our local association tie-in material. 

“Keeping material fresh is no small 
job, particularly when you are trying 
to do it yourself and with your agency 
staff. But it is essential,” Mr. Vincent 
stressed. “No one is interested in a 
dog-eared program of advertising any 
more than they are interested in trying 
to read a crumpled newspaper. The 
changes we have made in our program 
have not been many, but there have been 
changes. 

Follow Up on Direct Mail 


“We have learned that direct mail is 
not effective unless you are prepared to 
follow it up. Thus, we have reduced the 
use of direct mail simply because of the 
lack of time and personnel to follow up 
these mailings. In its stead, we have 
employed television advertising, this has 
increased the cost of our advertising, 
but, remember, we have a substantially 
larger volume to support the cost since 
we have started advertising. 

“We have either eliminated or re- 
duced materially the use of desk cal- 
endars, book matches, novelty items, 
Christmas gifts, wall calendars, goodwill 
items, company give-aways and the like 
because we believe that in our environ- 
ment we can spend our advertising dol- 
lar better elsewhere with television, 
radio, newspaper, direct mail, outdoor 
highway signs and even parking pennies. 
This is in no manner intended to reflect 
upon the value of these other media, it 
simply means that our survey of our 
problem indicated we could get better 
advertising results using other media 





at this time. 

“We are sold on agency advertising. 
You might rightfully ask, what keeps us 
sold? Let me read an extract from the 
written summary for the ad program 
for 1957, and the conclusions which 
brought about the program for 1938: 

“While 1957 advertising was ade- 
quately creative it lacked balance in that 
it over emphasized the general char- 
acter of the agency. It did not promote 
the personalized nature of the agency 
services which is the inherent advantage 
the independent agent has over the 
direct writer. Therefore, it is recom- 
mended that, the planning for 1958 de- 
vise a practical theme of persona‘ized 
advertising. Every media which is to be 
employed in the program will be con- 
verted to stressing this feature.’ 


Appraisal of 1958 Ad Program 


“Let me read the conclusions found in 
our annual appraisement of the program 
for 1958: 

“The program was very successful be- 
cause: 

“Renewal turnover was reduced. The 
agency retained a higher percentage of 
renewals than is usual to a firm this 
size in this area; 

“New business exceed established 
quotas. New policies produced during 
the year exceeded by 90% that which had 
been anticipated when production goals 
for 1958 were established. 

“Agency prestige was enhanced with 
clients. A sampling of client attitude 
toward agency conclusively indic>ted; 

“Client knew his interests were better 
served by this agency. 

“Client who considered changing to 
direct writer decided to ‘stay at home’ 
as he was among friends. 

“Client who changed to direct writer 
or another agent and then returned to 
this agency did so because the felt this 
agency was personally interested in him. 


Sell Personalities 


“Sell institutional advertising ideas and 
the personalities of the agency! I do the 
television and radio commercials, write 
the newspaper copy for just one reason, 
I want to get just as close to the insur- 
ance buying public of Bryan and College 
Station as I can get. Through these 

various means, I personally am in their 
home, one way or the other, every day! 
It is with no sense of the braggadocio 
that I tell you as a result of this per- 
sonalized form of advertising there isn’t 
another insurance agency in the county 
that is as well known to as many people 
as is Mitchell-Vincent Company, and 
as am I, individually. 

“It has its disadvantages. By employ- 
ing this system of advertising we have 
gotten so close to some of the people 
that they think they know you when 
they really do not! People you don’t 
know wave to you on the street. The 
long distance telephone operator calls 
you by your first name simply because 
she has heard this same voice every 
morning on ‘her radio on her way to 
work, but has never laid eyes on you. 

“If our advertising program fails, it 
is only because we do not have the 
ability to cease being office managers 
and become salesmen to get out and 
take advantage of all the doors that 
our advertising has opened, and all we 
have to do is walk in and make. the 
sales !” 

Members of Agency 


The Mitchell-Vincent Co. is.a partner- 
ship composed of C. Mitchell, 59 
years of age, and Mr. Vincent, 42. The 
agency has been in continuous operation 
since 1873. It has an agency office staff 
of nine persons and represents 19 groups 
or companies. The majority of accounts 
are from individual sources. with a favor- 
able balance among dwelling, fire, com- 





mercial fire, personal casualty and life 
accounts. The agency avoids production 
of individual hospitalization and health 
accounts. 

The advertising program includes TV 
since 1958 and prior to that two radio 
stations and a daily newspaper with a 
circulation of 8,000. The sum of $3,000 
was budgeted in 1956 for advertising and 
$7,000 will be spent this year. In the 
ads emphasis is placed on the age of 
the agency, the central location of the 
office, the competence and integrity of 
the agents. A personalized radio news- 
cast program was handled by Mr. Vin- 
cent until the end of 1958 and since 
then “we have substituted a series of 
ad ideas designed to sell the agency 
force to the public,” he said. : 


Schaffer on Ads 


(Continued from Page 33) 





ferent approaches, each time with a 
mailing to 1,600 prospects. 

“First he tried an approach based on 
increased limits for automobile insur- 
ance, which produced 19 replies. This is 
below average for direct mail, but sey- 
eral were Allstate policyholders. Next 
he offered the ‘8 Facts’ booklet from 
the 1959 NAIA Tie-in Kit, and received 
85 replies—an above average return, 
Finally he offered a ‘Household Inven- 
tory’ folder provided by one of his com- 
panies. Result: 172 replies, for a spec- 
tacular return of almost 11%. 

“The moral: successful advertising is 
the result of trial and error to discover 
what works best for you. 

“A young agent in Virginia, who is 
just getting started, has gone after as- 
signed risk business in local radio and 
newspaper advertising. Special circum- 
stances in his state make this business 
profitable for the agent. The approach 
he uses is: ‘Are You Having Trouble 
Buying Insurance?’ Now, most of you 
would not go after assigned risk ac- 
counts, but this agent has more than 
paid for his advertising in business re- 
sulting directly from this approach. 

“Moral: What’s sauce for the goose 
may not be sauce for the gander—in ad- 
vertising a unique approach is often 
fruitful.” 





Chamber of Commerce 


Activities Are Reported 
Chicago, Sept. 21—Victor O. Schin- 
nerer of Washington, D. C., representa- 
tive of NAIA to the Chamber of Com- 
merce of the United States, stated that 
Ralph W. Howe of Richmond, Va., well- 
known agent, has been named to serve 
on the chamber’s insurance committee. 
Mr. Schinnerer said that NAIA has 
aided, in the chamber, in the battle for 
a sound dollar and balanced Federal bud- 
get. The chamber likewise aims to work 
with those who resist the many pres- 
sures to expand Social Security benefits, 
add hospital care for the needy and 
other such programs. He asked for full 
support of the Chamber of Commerce. 


Membership at 34,356 


Chicago, Sept: 21  Miabishie in the 
National Association stood at 34,356 ear- 
lier this month, compared with 33,699 a 
year ago, a gain of 657 members in 12 
months, Kenneth H. Bair, Jr., Albu- 
querque, N. M., reported to the national 
board of state directors. Mr. Bair, 
chairman of the local board and mem- 
bership committee, stated that over 

2,000 members were dropped in the last 
year, with the gross gain in membership 
around 2,670. Eastern members of this 
committee are: Alma P. Sherman, 
Schenectady, N. Y.; Raymond F. Blank, 
Portsmouth, N. H.; Frank E. Kinzer, 
Covington, Va.; Joseph L. B. Murray, 
Washington, D. C, and Francis W. Phe- 
lan, Cambridge, Mass. : 

Alaska, Illinois, Tennessee, Ohio, 
Texas and Florida were cited for their 
excellent membership work this year. 
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Property Committee Critical of 


Further Revisions in Homeowners 


Finds Agents Dismayed and Customers Confused With Con- 
stant Changes; Feels Policy Should Be Continued for 
Longer Period Before Revision; Dwelling Rate Study 


Chicago, Sept. 21.—Criticism of prop- 
erty insurance companies’ moves to re- 
vise the new Homeowners policy before 
it has been on the market long, a warn- 
ing to agents that continuous policies 
may be coming whether agents like such 
or not, and comment on the Inter-Re- 
gional Insurance Conference study of 
the dwelling rate structure highlighted 
the report of the NATA property insur- 
ance committee presented here to the 
national board of state directors. Chair- 
man Frank R. Bell, Jr., Charleston, W. 
Va., had the unanimous support of mem- 
hers of his committee who include the 
following : 


John Batenburg, Racine, Wis.; Robert 


Culliton, Seattle; John L. Ebaugh, Jr., 
Birmingham, Ala.; Barney — Flood, 
Greeley, Colo.; Alem LaBar, Billings, 


Mont.; Edward R. Ladd, Rockland, Me.; 
A. Julian Lenke, Cincinnati; 
Meridan, Miss.; Bernard J. Olasov, 
Charleston, S. <s Joseph F. Prola, 
Springfield, IIl.; Marion Sanford, Lub- 
bock, Texas; A: L. Schlesinger, Jr. New 
Orleans ; Jack C. Schroeder, Chico, 
Calif.; T. F. Terrell, Pocatello, Ida.: 
Stetson Ward, New Haven, Conn.; S. 
H. Warner, Memphis; E. Stuart 
Windsor, Baltimore. 


Flat Cancellation Survey 


Chairman Bell introduced the prop- 


Lee Meyer,’ 


erty insurance committee report with the 
latest information on the NATA flat 
cancellation survey. He said the “idea 
was born in this committee in meetings 
with the Inter-Regional Insurance Con- 
ference. Our agency management com- 
mittee actually conducted a survey and 
prepared all the data related to the final 
report. 

“There were those who, for one reason 
or another, chose to question the study 
and the ultimate report. We _ would 
merely call to your attention the fact 
that in recent months, several large re- 
gional underwriting associations have ad- 
dressed letters’ to field club members 
throughout their territories calling at- 
tention to our survey and the informa- 
tion revealed therein. They join with us 
in asking each of our members to make 
a study within ‘his own agency in order 
to determine the flat cancellation pic- 
ture on an individual basis as compared 
with the’ results of the national survey. 

“The letter concludes with a special 
plea for assistance by various field clubs 
in further development of pertinent in- 
formation. All too often, obstacles are 
those terrifying things we see when we 
take our eyes off of our goals. In this 
instance, our goal is to eliminate as 
much of the flat cancellation expense as 
possible. The Inter-Regional Insurance 
Conference and the regional underwrit- 
ers. associations agree and are utilizing 
the material from our report and as such 


are making their contribution towards 
this worthwhile goal. 

Inter-Regional Dwelling Rate Study 

“We have learned that the Inter- 
Regional Insurance Conference is in the 
process of making a thorough study of 
dwelling rate structure on a national 
basis. Our committee has been more than 
ordinarily interested in this subject and 
the various elements involved therein. 
We are glad that this study has been 
undertaken by Inter-Regional. 

“Also we are keenly aware of the 
reluctance of most bureaus to discuss 
rate composition with any form of pro- 


ducer. Nonetheless, we submit that 
agents’ knowledge of dwelling rating 
problems is vast and extensive and, 


properly channeled, could make an im- 
pertant contribution to this study. We 
would hope that we might at least have 
the opportunity to present our views in 
connection with a truly comprehensive 
investigation of this subject,” the report 
stated. 
Homeowners Changes 

“Turning to the Multi-Peril Insur- 
ance Conference and the present Home- 
owners spectacle, it is difficult to set 
forth the present status as it changes all 
too frequently. You will recall that the 
original Multi-Peril Homeowners pro- 
gram was unveiled officially at our 1958 
annual meeting. This committee worked 
diligently with Multi-Peril in the devel- 
opment of that product and certainly had 
a marked influence on its final form. 

“Subsequently, it was filed and ap- 
proved in some 20 states. Unfortunately, 
the matter of production cost was in- 
volved in those filings. This committee 
has in no way involved itself on this 
specific subject. The reasons for this 
course of action are obvious—we con- 
cerned ourselves only with the product 
and its form,” the report observed. 

“Approximately nine months passed 
after the original unveiling when sud- 
denly some of the member companies of 
Multi-Peril apparently panicked. Sales 


of the new product certainly had not 
put their competitors out of business 
in that short period of time. We feel 
that there were two basic reasons for 
a gradual growth of the new product 
during those months rather than a high 
speed build-up: 

“First of all, the introduction of the 
production cost matter immediately pro- 
duced a controversy. Ultimately, the 
matter reverted itself to being one of 
private contract. If this traditional 
practice had been retained from the 
beginning, there would have been no 
controversy. Secondly, this was a 
totally new product concept. It was a 
joining of the basic fixed Homeowners 
approach with the flexible comprehen- 
sive dwelling policy philosophy. 

“Prior to that time 


there were two 
widely separated schools of thought 
within agency ranks as to these two 
policies. Both of these groups had to 


sosbudiite the new single concept. Such 
a process takes time. There must be 
study and experimentation. Our mem- 
bers want to do a professional job and 
in so doing are not prone to embrace a 
totally new program without such study 
and evaluation. 
Broader Coverage and Larger Rate Cuts 
“The program was suddenly termin- 
ated. The Multi-Peril staff was nut to 
the task of creating a ‘new-new’ Home- 
owners program. Reliable information 
indicates the new program contemplates 
broader coverage with more substantial 
rate reductions hovering between 10 and 
15%. We have been advised from time 
to time that the companies within the 
Multi-Peril organization were barely 
making ends meet under the old pro- 
gram. How thev can expect to turn even 
a. modest profit under the proposed 
‘new-new’ program is beyond the com- 
prehension of this committee ? 

“Shortly after this turn of events, as 
in the casualty field, there were changes 
in the membership status of some of the 

(Continued on ‘Page 40) 
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Herndon Cites Status and Views on 
Bills and Proposals Before Congress 


Chicago, Sept. 22—A report on the 
status of legislative proposals in Wash- 
ington affecting insurance was presented 
today by Maurice G. Herndon, 


here d 
Federal liaison representative of the 
National Association. Mr. Herndon, 


who has served NAIA for many years 
at the nation’s Capitol keeps close tab 
on a wide variety of developments, as 
reflected in his report to the national 
board of state directors. He cited suc- 
cesses and failures, with respect to leg- 
islative proposals, and stated that while 
there are more successes than other- 
wise, there have to be instances when 
the insurance point of view is not ac- 
cepted by the lawmakers. 

Presenting leading items in Washing- 
ton in which the NAIA has been in- 
terested in the past 12 months, Mr. 
Herndon said: 


Tax Deductible Pension Plans 


“1. Tax-deductible pension plans for 
the self-employed, H.R. 10, the Keogh 
bill. As was expected, and in spite of 
NAIA support, this bill was bottled up in 
the Senate Finance Committee after it 
had previously passed in the House of 
Representatives with overwhelming sup- 


port. Although adamant in its opposi- 
tion to the passage of H.R. 10 this 
year, the Eisenhower Administration 


held out some faint hope that next year, 
depending upon the Federal financial 
situation, the Administration might relax 
its opposition which could allow H.R. 10 
to be reported out of the Senate Finance 
Committee with reasonably good chances 
of passage by the Senate. 

“2. To equalize the taxation of insur- 
ance companies (other than life insur- 
ance companies), H.R. 7671, the Boggs 
bill. This so-called tax equality legis- 
lation, about which the NAIA Washing- 
ton office sent out an analytical memor- 
andum to state association officers in 
June, is scheduled to be a part of the 
exploratory hearings in taxes to be con- 
ducted late this Fall by the House Ways 
and Means Committee. 

“Committee Chairman Wilbur D. Mills 


(D.-Ark.) advises that the hearings ‘will 
examine our Federal income tax laws in 
the light of the basic principles that 
should control an equitable, broad-based 
tax system consistent with the needs of 
a growing economy.’ 


Tax Hearings December 1 


“Taxes of insurance companies, includ- 
ing both life companies and the differen- 
tial tax treatment given to stock-mutual 
fire and casualty companies will be con- 
sidered by the House Ways and Means 
Committee in a public hearing on Tues- 
day, December 1. 

“Witnesses scheduled so far on this 
insurance company tax subject include 
two economic professors, one from Dart- 
mouth and one from Williams; also New 
York Attorney John Scott, Jr.; Chicago 
Accountant S, Alexander Bell and George 
Haskell, representing the American In- 
surance Mutual Alliance,” Mr. Herndon 
revealed. 

“So far stock insurance companies 
have indicated no interest in this sub- 
ject. Your Washington representative 
will be present and will advise you of 
developments. 

“Proposed legislation changing or ad- 
justing taxes of stock-mutual property 
insurance companies has only a slightly 
better chance of adoption than other 
somewhat similar bills in the past. Some 
mutual insurance interests, including the 
Factory Mutuals, are not only not op- 
posing this bill, H.R. 7671, but may even 
support it. 

“Some of our contacts opine that with 
some mutual insurance interests now 
joining in the effort to ‘equalize’ taxes 
between stock-mutual property insur- 
ance companies, a body blow has been 
dealt to the old argument that through 
alleged tax favoritism, the mutuals have 
been given a competitive price advan- 
tage over stock companies. 

“In my opinion this new attitude bv 
some mutuals has certainly reduced 
much of the effectiveness of the old ar- 
guments used by stock insurance in- 
terests in the many-years-long ‘tax 





No Co. Participation Now in 
NAIA Adv., Directors Decide 


Chicago, Sept. 23—No resolutions of 
national importance were adopted by the 
National Board of State Directors here 
today. Only resolutions offered and 
adopted were those expressing apprecia- 
tion of work of NAIA officers and com- 
mittees during the past year and thank- 
ing companies which contributed in vari- 
ous ways to the success of this meeting. 

Directors voted to take up at 1960 mid- 
year meeting a proposal that NAIA’s 
advertising committee pursue idea of co- 
operative advertising with agents and 
companies participating on national scale. 
It was pointed out, ‘however, that for 
the present the NAIA Big “I” ad cam- 
paign should be financed by agents alone, 
but that would not preclude, possibly, 
joint action at a future date. 

This followed further discussion today 
on the advertising fund when Nebraska 
and Oregon State Associations declined 
to participate in the 1960 ad campaign, 
along with the State of Washington 
Association, even though many agents in 
those states will undoubtedly contribute 
on an individual basis. Official positions 
are that state quotas are too high and 
cannot be met. Some other states, al- 
though unhappy with their quotas, will 
join vast majority in seeking to obtain 
as large contributions as possible. 

Directors also voted by 25 to 24 to 
schedule at midyear meeting a closed 
session of the board, to promote greater 


discussion of controversial matters. By 
this action press and all agents except 
directors and their alternates will be 
barred from that session. 

Albert E, Mezey, New York, chairman 
of Metropolitan and large lines agents’ 
committee, told directors that his com- 
mittee aims to increase its scope of ac- 
tivities next year. Its breakfast session 
today drew an overflow audience to hear 
James M. Cahill, national bureau secre- 
tary, speak on new safe driver plan. 





Past Presidents Attend 

Chicago, Sept. 21—Twelve past presi- 
dents of the National Association, to- 
gether with present officers and members 
of the executive committee, attended the 
annual past-presidents’ dinner here last 
night at the Conrad Hilton Hotel. Im- 
mediate Past President Louie E. Wood- 
bury, Jr., Wilmington, N. C, was in 
charge and staged a colorful party which 
brought much favorable comment 

Past presidents, many accompanied by 
their wives, who attended were: Cliff C. 
Jones, Kansas City, 1925; Charles L. 
Gandy, Birmingham, Ala., 1932; Allan I. 
Wolff, Chicago, 1933; Charles F. Lis- 
comb, Duluth, 1937; David A. North, 
New Haven, 1942; Guy T. Warfield, Bal- 
timore, 1946; O. Shaw Johnson, Clarks- 
dale, Miss., 1949; Melvin J. Miller, Fort 
Worth, Texas, 1950; Walter M. Sheldon, 
Chicago, 1952; E. J. Seymour, Monroe, 
La., 1953; Robert E. Battles, Los Angeles, 
ag Mr. Woodbury, who was elected 
in : 


* cluding Chairman Kefauver, it appears 


equality’ fight,” Mr. Herndon stated, 

“3. Bills to prevent manufacturers of 
motor vehicles from financing and jn. 
suring the sales of their products, S-83g 
(Senator O’Mahony) and S-839 (Sena- 
tor Kefauver). As was expected, the 
Senate Subcommittee on Antitrust and 
Monopoly tabled these two bills for the 
time being. It will be recalled that on 
March 2, 1959, the NAIA filed a state. 
ment with Senator Kefauver, chairman 
of the subcommittee, concerning the 
principle set forth in these bills and 
said that ‘the greatest opportunity for 
independent competition in insuring and 
financing automobiles at the local level 
will be in the best public interest.’ 

“Knowing that these bills were def- 
nitely stalled in the Senate Subcommit- 
tee and that further action on NAIA’s 
part would still not shake them loose at 
this time, the association took no further 
action beyond making its statement of 
principles. 

“In discussing this legislation with the 
writer, Senator Carroll (D.-Colo.), a 
member of the subcommittee, upon 
learning that the Ford and Chrysler 
motor companies were contemplating the 
establishment of a financing set-up simi- 
lar to GMAC, seemed to express the 
sentiments of the subcommittee at this 
time by stating that such a financing 
arrangement ‘by Ford and _ Chrysler 
‘might be a good thing.’ Unless there 
is a complete change of attitude on the 
part of the swhcommittee members, in- 


doubtful that we can expect the subcom- 
mittee to take any further action on 
S-838 and/or S-839, at least for the time 
being. 

(To be Continued Next Week) 





Eastern Agents Conference 


(Continued from Page 35) 


committee advised that some companies 
in ‘his area had made special filings on 
dwelling properties without specific men- 
tion of distances from public fire hy- 
drants with adequate water supply. It 
was called to our attention that in the 
dwelling study now being conducted, one 
of the subjects to be considered is ex- 
pansion of suburban and semi-suburban 
areas including water supply and fire pro- 
tection equipment. This study may de- 
velop sufficient data to justify some 
change in the existing method of devel- 
oping dwelling rates in protected areas. 
Business Interruption Insurance 

“In accordance with a previous recom- 
mendation of the agents conference com- 
mittee, a series of 20 separate meetings 
will be held with field clubs throughout 
the territory, beginning September 8 and 
concluding on November 2. 

“Each of these meetings will be for 
the purpose of creating panels of field 
men to conduct sales forums at local 
board meetings designed to inspire the 
sale of newly recommended B. I. Form 
No. 3 for mercantile risks in the smaller 
communities.” 

Hear From Fred Doremus 

Following Mr. Windsor, Frederick W. 
Doremus, secretary-manager of Eastern 
Underwriters Association, declared that a 





central research and advisory organiza- 
tion, such as the Inter-Regional will be, 
has long been needed. It will have much 
time for the industry to make decisions 
and get changes into rule books. He also 
commended the newly formed Insurance 
Information Institute, which soon will be 
handling many facets of public relations 
efforts, eliminating gaps and _duplica- 
tions which have so far existed. These 
centralized organizations spell real prog 
ress, he asserted. 

(Mr. Doremus also revealed plans for 
field clubs in eastern territory to 4! 
agents in developing effective salesman 
ship with respect to the improved busi- 
ness interruption forms. He felt confi- 
dent meetings of fieldmen and producers 
will lead to greater sales of B.I. insurance 
to merchants on Main Street in every 
town. 
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Property Committee 


(Continued from Page 37) 
members of the Multi-Peril Insurance 
Conference. Independent deviations were 
filed. Today we find ourselves seriously 
contemplating the possibility of a rate 
war,” Mr. Bell observed. 

“With such contemplation in mind, we 
set about to determine some of the basic 
elements which created this horrendous 
state of affairs. As you know, we com- 
municated with every state association 
in connection with the original new, con- 
solidated Multi-Peril Homeowners pro- 
gram. One extremely interesting fact 
was revealed in the replies from those 
20-odd states where the program had 
been approved. 

“Almost without exception, the agents 
in those states liked the new program. 
They had examined it, worked with it 
and were marketing the product. With- 
out exception, these same agents were 
quite dismayed at the idea of a ‘new 
new’ program at this stage in the game. 


Indeed, we all know only too well to 
what extent the confidence of our cus- 
tomers is shaken as we_ constantly 
change tlcir individual coverages. Logi- 
cally, it would seem that the original 
Multi-Peril program should certainly be 


permitted to continue in those states 
where it had been approved for a period 
of time sufficient to obtain adequate, 
and credible loss and marketing ex- 
perience. 
Need for Re-evaluation 
“When one endeavors to determine 


the whys and the wherefores of the cur- 
rent situation, it is not difficult to pin- 
point areas on any segment of our in- 
dustry. We must be frank and forth- 
right in our evaluation and re-evaluation 
of our own position from time to time. 
We should perhaps indulge in re-evalua- 
tion more often, lest we be guilty of 
negative thinking. A case-in-point is 
the fact that official NAIA policy still 
records our opposition as an association 
to deferred premium payment plans and 


other now commonly accepted pro- 
cedures. 
“Believing that re-evaluation is a 


healthy practice, our committee recently 


considered the subject of the continuous 
policy in view of the substantial con- 
versation on this subject in the industry 
today. Basically, we endeavored to de- 
termine present feelings within the com- 
mittee as respects this official policy of 
the National Association opposing such 
practices. As is to be expected in con- 
nection with such a subject, our com- 
mittee held widely different views on 
every related point, thus reaffirming the 
controversial nature of the subject. 

“It is proper to point out, however, 
that a substantial number of the com- 
mitteemen expressed the view that such 
a method of doing business was coming 
whether we like it or not. If such an 
attitude is becoming more prevalent 
within the general ranks of our member- 
ship then certainly a re-evaluation is in 
order. This is necessary simply because 
all too often we find a new concept sud- 
denly in use, but because of our opposi- 
tion from the beginning, we have had 
no opportunity to possibly influence its 
ultimate form. 


Cooperation Essential 


“As to the future, cooperation is no 
longer a sentiment—it is an economic 
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necessity. We have already mentioned 
the contribution agents could make jn 
the dwelling rate study. With a few 
noteworthy exceptions, agents have in 
the past had little to say about the com- 
position of their product. Agents know 
product need and customer evaluation 
better than any other segment of our 
business. No industry can afford the 
luxury of product design without the 
benefit of the sales person’s advice in 
today’s market place. 

“For years, this committee has, for 
example, advocated a physically dressed- 
up contract, attractive in appearance 
and understandable in language. The an- 
swer is always the same. There is too 
much legal base established in the old 
forms to change. One does not have 
to look far to find a few individual com- 
panies who are successfully marketing 
such contracts. Legal technicalities and 
unimaginative thinking do not seem to 
bother them, They are too busy helping 
their producer sell a good and attrac- 
tively designed insurance contract. 

“The dwelling business is ‘bread and 
butter’ to agents and companies alike. 
If only a majority of our principals 
would stop engaging in massive mental 
anguish over the success of a few com- 
petitors and instead sit down and devote 
their talents and energies to designing 
as well as marketing a good dwelling 
product at a reasonable price, successful 
and more worthwhile results would be 
obtained. 

“We and our companies owe our ex- 
istence to the American Agency System, 
We cannot get along without them any 
better than they without us. Negative 
thinking portends negative _ results. 
Somewhere and somehow, we and our 
companies have got to find a way to 
solve our problems. We suggest that 
which this committee has advocated be- 
fore, genuine working together. To that 
basic necessity, there must be added one 
additional factor—forget the past and 
engage mightily in positive thinking for 
positive results.” 





White on NAIA Part 
In Washington Hearings 


Chicago, Sept. 21—A brief summary 
of the National Association’s relations 
with the current hearings in Washington 
by a Senate subcommittee to determine 
whether state regulation of insurance is 
adequate was presented by Morton V. V. 
White, Allentown, Pa. chairman of 
NAIA Federal affairs committee, to the 
national board of state directors. Mr. 
White, Executive Secretary William Pol- 
lard, George Hanson, general counsel, 
and Maurice Herndon, Washington rep- 
resentative, were among NAIA leaders 
who attended a major portion of the 
Washington hearings. : 

“Through its then representatives, this 
association played an extremely impor- 
tant and profitable part in the joint 
industry-congressional effort a dozen 
years ago,” Mr. White said. “That effort 
produced Public Law 15 and reserved the 
regulations of the business to the states. 
Since our philosophy has not changed, 
our present efforts are in the same di- 
rection. 

“For many months in advance of the 
fact, Maurice Herndon kept advising us 
that the investigation would take place. 
As a consequence, we were convinced in 
advance and we were prepared. 

“Maurice made it his business to be- 
come acquainted with the people di- 
rectly connected with the proposition. 
Hence your committee was able to meet 
them and to establish a personal rela- 
tionship founded upon trust. There was 
nothing new or unusual in the approach 
to this particular bit of government ac- 
tivity by Mr. Herndon. His earphones 
are acutely tuned to all Washington 
movements which even remotely affects 
us or our business. His acquaintance 
ship among the personnel of the myriad 
of governmental departments is seem- 
ingly limitless.” 
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Agency Cost Surveys Now Conducted 
Or Soon Under Way in Many States 


Chicago, Sept. 21: Agency cost sur- 
veys, which have been or soon will be 
completed in Iowa, Ohio, South Carolina 
and Florida, in addition to the 1958 sur- 


veys in New York and Connecticut, will 


soon be followed by survey efforts in 
19 additional states, Floyd L. Rice, Pitts- 
burgh, chairman of the NAIA agency 


management committee, reported to the 
national board of state directors. Surveys 
are now being conducted in Alabama, 
Kentucky, Texas, California, New Hamp- 
shire, Delaware, Colorado, Wyoming, 
Nebraska, Oklahoma and Michigan. Cost 
will soon under wav in 
West Virginia, New Mexico, 
Jersey, Rhode Island, 
and Nevada. In 
states have expressed 


studies get 
Arizona, 


New 


Louisiana 


Tennessee, 
addition at 
least eight other 
interest in this subject. 

“An important note” committee 
report stated, “is that all of the 
chanics (compilation, tabulation, 
as the preparation 


the 
a me- 
and 
as well 
connected with each of 
these individual cost surveys are being 
supervised and handled by the NAIA’s 
department of research and development. 


computation 
of the reports), 


Surveys of State Associations Better 

“The expenses connected with each of 
being absorbed 
state agent’s 


these cost studies are 
completely by the respective 
associations. The past practice of con- 
ducting national agency cost surveys was 
abandoned during the past year or two 
National Association of Insurance 


number of pertinent 


by the 


Agents for a rea- 


sons. Perhaps the most important of 
these are that: 
“a) The income and expense factors 


applicable to the average agency in one 


state bear no relation to those of any 
other state. 

“b) The size, nature, and activities of 
differ 


another. 


one state 


that in 


the agency in 
quite 

“Tn illustration of some of these points, 
the Connecticut agency cost survey re- 
vealed that the annual net premium vol- 
ume of the average agency in that state 
amounted to $110,000. Conversely, this 
average amounted to just $60,000. in 
Iowa and $90,000 in Ohio. Similar dis- 
parities exist in virtually every state. 
These differences are important for sev- 


average 


markedly from 


eral reasons: For example, in one of 
the recently concluded state surveys it 
was found that the average agency 
derived a net profit of 1.2%, while in 
another, this percentage profit factor 
amounted to better than 4%. But, the 


these same 
another, 


difference in dollar profit in 
states in comparison with one 
was negligible. This was due to the 
fact that the net premiums, or net sales 
of the average agency in the former 
state, was almost twice that of the latter 

“From another angle, the results of 
the New York agency cost survey 
showed that the average agent in that 
state doled out a significant portion of 
his total commission income to brokers 
and/or sub-agents. In other states, how- 
ever, brokerage commissions were found 
to be insignificant. 

Advertising by Agencies 


“It is readily apparent from survey 
results to date that the amount of money 
spent by the average insurance agency 
for advertising purposes differs funda- 
mentally from one state to another,” 
Mr. Rice said. “The dramatic extremes 





of this situation are pointed up by the 
fact that in the peak state it was found 
that the average agency expends $719, 
for advertising and promotion purposes. 
At the opposite end of the pole, in 
another state, however, the average 
agent spent just $119 in this regard. It 
should be pointed out that even though 
this $119 average appropriation of the 
latter state is quite low (comparatively 
speaking), it is still more than ample to 
cover the average contribution, per mem- 
ber, being solicited by the NAIA ad- 
vertising committee in an effort to sus- 
tain its annual $2,000,000 national ad- 
vertising program. 


“Tt is established that the NAIA has 
properlv abolished the theory that 
credibility can in any way, shape, or 
form be extracted from national sta- 
tistics. The agency management com- 
mittee hopes that the rating bureaus 
will someday come to the same con- 


clusion before it ever attempts to again 
recommend uniform reducton on a 
country-wide basis, in commissions, 
without regard to the many inherent 
and fundamental differences existing 
from one state to another. 


Improving Policy Formats 


“ 


In addition to the agency cost sur- 
veys, the Agency Management Commit- 
tee has been engaged in a number of 
other projects, most of which have yet 
to achieve maturity. For example. a 
special sub-committee has been organ- 
ized to study effective and _ practical 
ways and means by which the policy 
formats applicable to the various forms 
insurance could be improved upon in an 
effort to reduce the number of process- 
ing and recording operations required 
at the present time. 
“In connection with 


agency manage- 
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ceive from this same department of re- 
search and development. This particular 
survey will concentrate primarily upon 
the areas of office equipment, machinery, 


ment, the department of research and de- 
velopment is currently working on some 
important projects. During the summer 
a letter 


months, you received along 

with an aptitude and personality testing and services; the advertising and _pro- 
form from the department. This study is motional efforts of the average agent: 
designed to assist in the development of and many other importé int facets con- 


nected with the operation and growth of 
insurance agency. This study is long 
the results of which will serve 


effective testing facilities applicable to 
personnel screening and selection, all of an 
which will be made available to insurance overdue, 
agents in their attempts to secure more’ invaluable purposes for us all in the 
promising sub-agents, solicitors, and even many years to come. When you receive 
potential successors. this survey form from the headquarters 

“This is vital not office in New York, we urge that yon 
not only lend us your wholehearted co- 


only to the con- 


tinuous successful operation of an 

agency, but it will be of material value operation, but that you encourage all 
in thelping that agency expand and_ of the members of your respective state 
perpetuate itself. Most of the prelim- associations to do likewise.” 


Other members of the committee are: 
Robert L. Cook, Martins Ferry, Ohio; 
Robert B. Douglass, Potsdam, N. J.; H. 
Farrow, Jr., Red Bank, N. J.; Dan 
Plymouth, Ind.; Dorr Hudson, 


inary survey efforts connected with this 
important project have already been 
se el by this department. More 

vill be said in this connection at a later M. 
eee Gibson, 


Towa City, Towa; Frank C. Kerestesi 
Management Survey Las Vegas, Nev.; Rosser Long, Fayette- 
“Shortly most of you will be requested ville, W. Va.; | Frank P. Middleton, 


Phoenix, Ariz.; Matthew Zendzian, Mil- 
waukee. 


phase of a survey 
which you will re- 


to complete every 
questionnaire form 
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Chicago, Sept. 23: Abner Benisch, 
cpcU and CLU, well known Newark, 
y. J., agent and member of the firm of 
lay, Schlesinger & Benisch, addressed the 
vAIA selling and agency management 
workshop here today on increasing agency 
profits through merger or consolidation 
with other agencies. Mr. Benisch has 
spoken often on this subject, and his own 
agency has been involved in mergers and 
a purchase. His suggestions, addressed to 
men younger than those of retirement age, 
follow : 

Let’s forget the older agent who wants 
to retire—his needs and reasons are 
obvious. Let us consider the owner of 
Agency X—a young man in his middle 
jorties or early fifties, doing about $2(0,- 
(0 volume with two or three employes. 
Why does he find a need or a reason 
to merge ?-—Let me list the valid reasons 
in the order of their importance: 

1, Need and a desire for a better busi- 
ness operation. 

A. Stimulation one gets from a good 
business associate. 

B. The broader area of knowledge. 
(Two heads are better than one.) 

2, The knowledge that the efforts of 
alife time will not be wa'sted at death. 
The security that the family will be 
protected by a fair price funded with 
life insurance under a valid buy and sell 
agreement. Certainly this is extremely 
important to the individual agency oper- 
ation. ; 

3. Opportunity for free time and vaca- 
tion, 

4. Need for trained office help under 
conditions that prevent the slow training 
required or the personal ability of the 
owner to train people. 

5. Need for better and/or 
company outlets. 

6. Last—and as sure as you and I are 
here, this motivation must remain last— 
is the hope for increased profits. 

Are these valid considerations for 
merging agencies? Of course they are. 
let's talk about how to bring these 
wencies together so that we minimize 
the possibility of a divorce and the 
marriage is equitable to all parties. 


Jay, Schlesinger & Benisch Set-Up 


I think that here you ought to know 
that there are six general partners in 
the firm of Jay, Schlesinger & Benisch; 
hat we also operate three corporations 
mth interests different from the partner- 
hip; and a life general agency as a 
eparate partnership. All of these busi- 


increased 





lesses are housed in the same office, 
here is common use of some personnel, 
ad the businesses have to grow. Since 
7 we have effected two mergers, one 
prchase, and have had one separation. 
believe me when I tell you, it is much 
“sier to get married than it is to be 
“woreed—and less expensive. 

The owner of the X Agency over a 
ittiod of the last few years has found 
‘common interest with one of his com- 
iitors, and somehow or other they 
ways seem to end up together at and 
iter the agents’ meeting they attend. 
When they have capacity problems, they 
lp one another out, and there has 
town up a sincere desire to discuss 
moblems. They both trust one another 
id feel free to discuss their problems 
mith one another, and they mutually 
‘pect one another. They share some 
“counts—and have large mutual social 
‘“ntacts. These agencies are similar in 












Getting Increased Agency Profits 
Through Merger or Consolidation 


ABNER BENISCH 


size, one is about $75,000 to $100,000 a 
year larger in premium volume. This 
desire to merge might be on both their 
minds, but until one of them proposes, 
nothing will happen. 

Mr. X decides his future as a sole 
operator is limited. He is extremely 
ambitious and aggressive, and wants to 
become larger. He thinks that with a 
$500,000 agency, he will be able to han- 
dle larger lines and have better company 
outlets. After the next agents’ meeting, 
he gets his friend, Mr. Y and over cof- 
fee explains that he has been thinking 





of merging, and there is no one he 
would rather be with than Mr. Y, what 
does he think about it? After some 
additional talk, they agree to think about 
it and get together after the next 
month’s meeting. 

After several preliminary talks, they 
agree that it would be worth a try, and 
after discussing it with the lawyers and 
accountants, the following pattern de- 
velops: 

How Pattern Develops 

Mr. Y will move his agency to Mr. 
X’s quarters, and they will work as 
separate agencies with separate payrolls, 
personnel and separate operating ex- 
penses for some period of time. By this 
method, the personnel as well as the 
owners, would start to get used to one 
another. There would be no mixing of 
business, but, of course, nature would 
take its course, and problems would be 
mutually discussed. Office staff would 
go to lunch together, and ideas would 
begin to flow back and forth. Alssuming 
this trial marrige period is peaceful, 
there are two steps which can be fol- 
lowed : 

A period of consolidation—made pub- 
lic—or an actual merger. Mr. X and 
Mr. Y are ready to go ahead. 

The discussions start all over again, 
and after settling the minor details, 
such as professional help—name—and 
whether to incorporate, or become a 
partnership, the actual operating plan 
is laid out. How should it be done? It 
was agreed that: 





Operating Plan 

1. There should be no general sharing 
of income. By this technique we hope 
to avoid the conflict that arises when 
one principal feels responsible for the 
largest production. This is still a pro- 
duction business, and with common 
sharing it soon creates a feeling that 
one principal is carrying the other, 

2. All business should be identified 
with regard to the producer and its 
source. 

3. Both principals would be responsible 
for the servicing of all accounts in the 
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absence of the other producer so that 
the clients would identify the principals 
as one firm. 

4. All personnel would work on all 
the business without regard to the pro- 
ducer. 

5. Operating expenses would be shared 
proportionately to the volume, with due 
consideration given to type of business 
or jumbo account. 

What has been accomplished? We 
have provided a vehicle where individual 
incentive will be rewarded. We have af- 
forded a means of continuity to these 
agencies. We have enabled them to im- 
prove their operations because of shared 
expenses, enabling them to have better 
personnel and equipment, and we hope 
the final result of these changes will re- 
sult in greater opportunity for larger 
profits. 

Purchase Agreement 


Let’s turn our thoughts now to the 
purchase of an agency. Certainly we 
have all heard the rule of thumb about 
1% or 2 or 2% times the commission 
income as a fair price, and we have all 
read about the need for caution in valu- 


(Continued on Page 47) 
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Cahill Has Big Hopes For Safe Driver 
Plan And Packaged Coverage Program 


NBCU Secretary Says “Plan Working Quite Well” in Cali- 
fornia; Also in Midwest States and Penna.; “Be Patient” 


Before Insisting Upon Further Spread of Program 


23—An evaluation 
insurance plan, 

and the 
May 1 in 
coupled 


Ill., Sept. 
safe driver 
National 


Chicago, 
of the new 
which the 
NAVA put into effect 
California, and similar 
with a packaged special automobile pol- 
in four midwest 


Bureau 
last 
plans 


icy program introduced 
was presented 


states and Pennsylvania, 
here this morning by James M. Cahill, 
secretary of the National Bureau, in ad- 


dressing the metropolitan and large lines 
agents’ breakfast meeting at NATA’s 63rd 
annual meeting. 

Mr. Cahill held 
related the motivation behind this new 
rating program of NBCU and NAUA. 
He admitted that numerous plans of the 
merit rating type have been unsuccess- 
fully tried in the 30 years in the 
hope that each one would prove to be 
the “white hope” plan that would solve 
the competitive problem with respect to 
the better private passenger car risks. 
Despite the failures of the past, Mr. 
Cahill said that “the bureau companies 
have kept striving to develop a sound, 
workable individual car rating plan de- 
signed to distinguish the good from the 
poor risks and to encourage drivers, for 
financial reasons, to be extra careful to 
obey the traffic laws and thus be safer 
drivers.” 


close attention as he 


past 


” 


May Prove to Be Salvation 


Mr. Cahill told the large lines 
that the safe driver insurance plan “is 
sound in theory and workable in practice. 
It may prove to be the salvation for the 
stock agency companies in regaining a 
dominant position in the private passen- 
ger car market. The real test will be in 
the market place and in the underwriting 
profits or losses that result. 

“The general indication in California,” 
he said, “is that this plan as it now 
stands is working quite well. Producers 
are cooperating, the required signed ap- 
plication is helpful in underwriting the 
business and in assuring the proper risk 


agents 


classification. Furthermore, the com- 
panies at long last are getting an oppor- 
tunity, through a program that is suc- 


cessfully competitive, to write a bigger 
proportion of the good risks which, in 
recent years, have been more inclined 
to go to the specialty companies on a 
price basis.” 


How It Differs From Previous Plans 


The speaker explained that the safe 
driver insurance plan differs from pre- 
vious plans in that it is applied on the 
basis of the motor vehicle operating 
seanee of the insured and the other 
operators of the car who reside in his 
household. “It does not depend solely on 
whether automobile losses have been 

caused an insurance company. In essence, 
its credits or debits depend on whether 
the insured and the other operators of 
the car who are resident in his house- 
hold have been involved in (1) moving 
traffic violations and (2) automobile ac- 
cidents producing bodily injury or death, 
or damage to property including his own 
in excess of $50. 

“The plan is based upon the theory that 
past convictions for moving traffic viola- 
tions and involvement in accidents provide 
an index of the chance of involvement in an 





JAMES M. CAHILL 


automobile accident in the future. There- 
fore this plan, differing from previous 
plans, requires the use of operators’ con- 
viction records as well as their accident 
records as an element of rating.” 


California Driver Record Study 


said that this theory is 
supported by the facts developed in a 
1958 driver record study, conducted by 
the California Department of Motor Ve- 
hicles, in which a sample of nearly 100,- 
000 operators’ records was analyzed. 
“This study revealed that, over a three 
year period, only 54% of ¢ alifornia driv- 
ers had a record free of convictions for 
moving traffic violations and free of acci- 
dents,” Mr. Cahill noted. 

The study Ta showed that “a definite 
relationship exists between the number 
of abstracts (records of convictions) in 
the driver’s record and the number of 
accidents he is likely to have.” For ex- 
ample, for the drivers with no convictions, 
there were nine accidents per 100 drivers 
as compared with the group with five or 
more convictions which had 55 accidents 
per 100 drivers. As to the group with 


The speaker 
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nine or more convictions in a three-year 
period, the accident rate was 60 per 100, 
or nearly 7.5 times that of those who 
faithfully observed the motor vehicle 
laws. 

Mr. Cahill proceeded to give 
of the plan as in use in California, ex- 
plaining that in making “i first experi 
ment in that state “we were ie to de- 
termine whether it had any weaknesses 
or defects that should be remedied before 
proposing it in other states.” This was 
a wise decision, he said, because several 
substantive changes had to be made there 
after its introduction ‘ ‘to obtain its gen- 
eral acceptance by producers, the public 
and the state authorities.” 

He then covered such points as (1) t 
what vehicles does the plan apply? 
To what coverages does it apply? 
Driving record points which reach a 
maximum of five. (4) The experience 
period which is two years ending three 
months prior to effective date of policy. 
(5) How are rates determined under the 
plan? The answer to this question was 
as follows: 

“The number of driving record points 
accumulated during the experience period 
determines the sub-classification to be 
applied. Tables of master driving record 
rates have been printed which simplify 
the determination of the appropriate 
modified rates under the plan. The table 
is entered using the manual rate for the 
classification, territory and coverage. The 
modified rates reflect the following rela- 
tionships to the basic manual rates: 


detat’s 


Number of Driving 
Record Points Rate Schedule 
0 20% below basic rate 
1 10% below basic rate 
2 Basic Rate 
3 Basic rate plus 20% 
4 Basic rate plus 40% 
5 Basic rate plus 70% 
6o0rmore_ Basic rate plus 100% 
“Factors for increased limits, and the 
manual discount for two or more auto- 
mobiles or for driver training credit are 
then applied.” 
The speaker said that premiums and 
losses under the California plan are be- 
ing coded to give a seven-way split of 
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the experience by sub-classification fe. 
flecting the number of driving recor 
points. This detailed experience, he fel 
will be invaluable in analyzing the oper. 
@tion of the plan and in studying Tisk 
distributions by number — of | points 
assigned to measure any off-balance oj 
the plan and its cause. 


Why Plan Was Introduced in Midwest 
States 


Mr. Cahill then pointed out that “afte; 
what seemed to be a period of successfy! 
functioning of this plan in California, the 
bureau companies moved to experiment 
with similar plans plus a packaged spe- 
cial automobile policy progr am in a num- 
ber of Midwest states and in Pennsyl- 
vania.” Departmental approval was ob- 
tained in Iowa, Missouri. Nebraska and 
Pennsylvania (as of Sept. 1, 1959) and in 
Michigan and Minnesota (as of October 
1). The reason these states were selected 
(other than Pennsylvania) was that they 
are areas in which specialty companies 
mutuals and local companies have made 
such inroads that bureau companies are 
writing only about 10% of the insured 
private passenger cars. In Pennsylvania, 
on the other hand, “a state with sub- 
stantial premium volume, the bureau 
companies are presently writing a larger 
proportion of the total volume. It will 
afford an opportunity to see what can be 
done to acquire good new risks without, 
we hope, jeopardizing the volume of 
business still on the books of  bureaw 
companies,” said Mr. Cahill. 

He explained that extension of the safe 
driver insurance plan involves further 
degrees of experimentation. “The plan 
as approved for Iowa. Minnesota and 
Nebraska is virtually identical with that 
in California. In Michigan and Missouri, 
the plan is the same as in California ex- 
cept that the experience period is three 
years instead of two, and two points are 
eeece for each assignable accident 
However, if a conviction for a one point 
moving traffic violation results from the 
same occurrence, only the points for the 
accident are assigned. 

“In Pennsylvania. the plan is the same 
as in Michigan and Missouri except that 
the credit is 15% for the risks with no 
points and 5% for those with one point. 
The variations are designed to recognize 
the different situations that exist in the 

various states such as in the character 
of the motor vehicle records, and in the 








proportion and volume of private pas- 
senger business presently written by bur- 
eau companies since this has an impott- 
ant bearing on the relative premium level 
anticipated to be necessary for the larger 
number of risks which it is hoped will be 
written under this plan, etc.’ 

Mr. Cahill said that no prediction can 
be made at this time as to when similat 
programs will be proposed in additional 
states. “The bureau companies desire t0 
see the results of the present experimen 
in order to be sure that any program 10 
be proposed for general introduction 
will be sound and workable and also wil 
be acceptable to producers and the insur 
ance buying public. Further. the com 
panies need time to adjust their operating 
methods in individual states to handle 
these momentous changes efficiently. 

“It would be a tragedy if a breakdown 
in the orderly handling of the business 
occurred because the companies were ! 

(Continued on Page 48) 
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Presidential Citations Awarded to 
Greaves of N.J., Grandy and Others 


Chicago, Sept. 21—Ten members of 
the National Association were honored 
here today by President Archie Slawsby 
at the opening session of the associa- 
tion’s 63rd annual convention. 

Presidential Citations were presented 
to the following members of the asso- 
ciation who brought prestige to the 
American Agency System during the past 
year through accomplishments in their 
business, civic or personal activities: 

William F. Grandy, Sioux City, Iowa, 
a member of the NAIA executive com- 
mittee, and past state national director 
of the Iowa Association. 

Stanley W. Greaves, River Edge, N. J., 
member of the NAIA accident preven- 
tion committee and accident prevention 
chairman of the N. J. association. 

Josiah Hatch, Savannah, Ga., chair- 
man of the NAIA casualty insurance 


committee and past president of the 
Savannah and Georgia Associations. 

R. Max Hursh, Riverton, Wyo., a 
member of the NAIA local board and 


membership committee, and past presi- 
dent of the Wyoming Insurors. 

Julian Lenke, CPCU, Cincinnati, mem- 
ber of the NAIA property insurance 
committee, and recipient of the Cincin- 
nati Underwriters. Association’s 1959 
“Oscar Award.” 

George R. McClure, Salt Lake City, 
state national director of the Utah As- 
sociation, and past president of the Salt 
Lake and Utah Associations. 

Frank P. Middleton, Phoenix, Ariz., 
state national director of the Arizona 
Association. 

John P. Wilson, Jr., ‘'CPCU, Mobile, 
Ala., chairman of the NAIA special 
committee on production cost and/or 
acquisition cost allowances, and state na- 
tional director of the Alabama Asso- 
ciation. 

Hayne P. Glover, Jr., Greensville, 
S. C., and Cooper M. Cubbedge, Jackson- 
ville, Fla., members of NAIA’s executive 
committee and past national directors of 
their respective state associations, also 
received presidential citations. 


Educational Accomplishments Cited 


Chicago, Sept. 21—Since 1956, the 
NAIA educational program has been un- 
dergoing many. basic, revolutionary 
changes in accordance with a carefully 
devised and executed plan, Chairman J. 
Norvell Trice, Richmond, Va., of the 
educational committee, reported here. 
The year 1959 has seen the culmination 
and full realization of the most impor- 
tant of these objectives. These accom- 
plishments and resultant future expecta- 
tions stemming therefrom briefly, are 
as follows: 

1) An effective system of procuring 
the best talent obtainable anywhere for 
the preparation of new and vital educa- 
tional material and publications was de- 
vised: and 

2) A contract with the McGraw-Hill 
Book Co. to publish the new insurance 
volumes. 


Procurement of Exvert Talent 


“A new, contractual method was de- 
vised by which leading authorities and 
educators in the various fields of insur- 
ance could he retained by the NATA. 
By having top-flight. expert talent work- 
ing under the direction and in close con- 
junction with our department of research 
and development the authoring of totallv 
new and comprehensive educational and 
reference material. to be prepared en- 
tirely from ‘the agent’s point of view,’ 
is guaranteed. 

“Accordingly, many new works to be 
released on a regular, cyclical basis en- 
compassing everv three months or so 
are planned. Scheduled as the first of 
these is the entirely new book entitled, 
‘An Introduction to Propertv and Cas- 
ualtv Insurance.’ Author of this treatise 
is Dr. Curtis N. Elliott, chairman, Eco- 
nomics and Insurance Department of 
the Universitv of Nebraska. Dr. Elliott 
recently completed his exciting manu- 
scrint after more than a vear of prep- 
aration. Its exact date of puhlication 
is not known, hut it should lie some- 
where between the end of this year and 
Jannarv. 1960 

“A second manuscript entitled, ‘The 
Avent’s Fire-Time Element Insurance 
Hendhook’ is also in the stares of com- 
nletion. This particular book is being 
orepared bv Dr. Victor Gerdes. a mem- 
her of the Insurance Denartment fac- 
ultv at New York TIniversitv. 

Publication of all NATA reference and 
educational texthooks has been sched- 
uled in such a way that hereafter a new 


and totally different book will be re- 
leased every three or four months,” said 
Mr. Trice. “In other words, three to 
four books will be published each year 
on a regular, cyclical basis.’ 

Other members of the committee are: 
J. J. Banks, Winfield, Kan.; Boyce 

(Continued on Page 47) 


FIGHTING FICTITIOUS GROUPS 
Committee Finds State Assn. and Com- 
missioners Cooperating; This is Ef- 
fective jin Curbing New Plans 
Chicago, Sept. 21: Progress in curbing 
formation of fictitious groups for pur- 
poses of selling insurance at cut-rates 


to prospects not entitled to such was 
reported by Cooper M. Cubbedge, Jack- 
sonville, Fla., chairman of the special 
committee on property-casualty group 
insurance. He finds wide cooperation in 
the NAIA in dealing with “unsound 
property and casualty group insurance 
schemes.” 

The vigorous efforts of state associa- 
tions to control the problem through 
Insurance Department rulings or legis- 
lation are continuing and at the present 
time 24 states have acted definitely in 
this connection. Insurance Departments 
in other states have taken action based 
upon prohibitions contained in the Insur- 
ance Law without specific rulings on the 
subject. 

States which have obtained Depart- 
ment rulings or legislation the committee 
said are: Alabama, Alaska, Colorado, 
Florida, Georgia, Hawaii, Illinois, Iowa, 
Kentucky, Maine, Maryland, Mississippi, 
Missouri, Nevada, New York, North 
Carolina, North Dakota, Ohio, Oklahoma, 
Oregon, Rhode Island, Utah, Washing- 
ton, West Virginia. 

“The Insurance Departments which 
have not issued rulings should be urged 
to act at the first possible time by the 
agents association in those states,” said 
the report. “Until many more states 
have acted, we can’t hope to stamp out 
this menace to the American Agency 
System. 

“In the past year the National Associa- 
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@ Over 50 participating companies with combined multi-billion dollar 
assets is assurance of financial stability to meet any situation. 


@ A thirty year record of prompt and 
equitable claim and loss adjustments is 
assurance of prompt service whenever 


@ It has been well said that a “U. S. 
Group” policy is “the most secure insur- 
ance contract ever issued in the history 
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VIATION INSURANCE 


Pioneers of “aviation insurance,” the UNITED 
STATES AIRCRAFT INSURANCE GROUP provides 
the aviation market, world-wide, with sound and 
dependable coverage as it has continually for over 
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tion has been active in bringing the 
problem before the National Association 
of Insurance Commissioners, which has 
appointed a subcommittee on fictitious 
Groups—fire, casualty and surety. 
“We are also pleased to note the con- 
tinuing cooperation of state associations 
in reporting to this committee and to 
the national office all group property 
and casualty plans which come to their 


attention. The effective control of a 
particular group plan depends, in 
large measure, wpon cooperation of 


State Association officers and members 
in various localities where assistance can 
be most effectively rendered. This co. 
operation has indeed proved effective in 
the handling of many of these unsound 
plans. 

“In the last few months reports have 
been received of a number of property- 
casualty group plans. 

“Some of these plans have been tern- 
inated. Several plans, upon investigation, 
proved not to be group plans because of 
common ownership, or other reasons 
Also, some of these plans involved acci- 
dent and health insurance, or life insur- 
ance, which are not included in NAIA’s 
policy opposing fictitious Group insur- 
ance. Several recent reports are still in 
process of investigation and some need 
to be handled extremely carefully. Upon 
investigation we have also found that 
proposals for group property and cas 
ualty insurance have been made by brok- 
ers acting in their own interest, with- 
out sanction of the particular organiza. 
tion involved. 





“The National Association, with the 
cooperation of state associations, is con- 
tinuing its vigorous efforts to investigate 
and handle all reported property and 
casualty and group insurance plans.” 

Associated with Mr. Cubbedge on the 
committee are Robert E. Battles, Los 
Angeles; Edgar S. Cook, Weymouth, 
Mass.; F. Vernon Griffith, Jr., Kansas 
City; Joseph F. Prola, Springfield, Ill, 
and Harrison P. Sargent, Seattle. 














Virginia Agents to Vote 


On Mutual Representation 
Membership of the Virginia Associ- 
tion of Insurance Agents will meet ™ 
special session October 8, in Richmond 
to consider a proposed constitutional 
amendment that would allow its men- 
bers to represent mutual companies. The 
meeting was called by Jay C. Litts, 0! 
Norton, VATA president, and Richard 
Earle Smith of Richmond, the VAIA 
executive secretary. : 
Call for the special meeting followed 
action taken in June at the VAIA’s Olst 
annual convention in White Sulphu 
Springs, W. Va., when the constitution 
amendment was tabled. The convention 


(Continued on Page 47) 
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Benisch on Agency Profits 


(Continued from ‘Page 43) 


ing an agency with regard to the jumbo 
account's. I would like to give you some 
ideas about working out a_ purchase 
agreement itself. 

First, a thought about five year in- 
stallment fire premiums. With large 
amounts of fire business being written 
on the fire year installment plan, a 
purchaser can have some reasonable 
sureness that this business will remain 
on the books at least until expiration 
because of the price advantage. This, of 
course, gives the purchaser an excellent 
jdea of what fire income he can reason- 
ably count on. A carefully written 
purchase agreement will enable him to 
acquire these fire commissions so that 
the dollars of commission from this busi- 
ness will come to the purchaser free of 
income tax, therefore enable him to pay 
for the purchase in a shorter period of 
time. Actually, if the agreement in- 
dicates that the purchase price for these 
installments is simply an exchange of 
capital, then they have not been pur- 
chased at all, but simply exchanged dol- 
lar for dollar or some ratio of dollar for 
dollar. 

While talking about collecting these 
commissions gross, I would like to point 
out to you that the purchaser of any 
agency must carefully consider the fact 
that a part of the purchase price will be 
paid for with after tax dollars. This, of 
course, means that the period of pay- 
ment is either longer than anticipated, 
or the purchase price if calculated on a 
gross commission income basis, is greater 
than originally anticipated. An excellent 
idea to overcome this obstacle is to have 
the former owner on the payroll for 
some period of time and in that way 
some portion of the purchase price can 
be deducted by the purchaser as an ex- 
pense of doing business, thereby shifting 
part of the tax burden to the seller. 
Holding Employes of Purchased Agency 

It is extremely important to have an 
understanding with the present employes 
so that you can be assured of their 
loyalty and the fact that they will con- 
tinue with you as a new owner. If it is 
at all possible, any production people 
should be given employment contracts 
so that they have the same feeling of 
security with the new owner as existed 
prior to the purchase. This, of course, 
gives the purchaser the knowicdge that 
he will not find competition from the 
people who have been familiar with the 
accounts for some period of time. It is 
essential also that the purchaser of the 
agency reach agreements with the com- 
panies in the agency before the pur- 
chase, and realize that these companies 
are willing to continue the business re- 
lationship with the new management. 

have a particular case jin point, 
where a partner left an agency, took 
with him certain substantial accounts 
and then found to his dismay, that one 
of the companies writing tlies: accounts 
was unwilling to afford him an agency 
relation, and insisted upon cancelling the 
the business because of their feeling that 
there would be no future in remaining 
with these accounts. 

It is a good idea to continue the name 
of a purchased agency, and, if possible, 
amend it to include the name of the 
new owner. Over a period of time, 
through the mailing of calendars and 


‘lationery, and advertising, the new 
Wnership can become known 1) the 


&xtent that the take-over is gradual and 
accepted. 


Educational Work 


(Continued from Page 46) 


Clarke, Miles City, Mont.; E. S. Cowels, 
Ill, Hartford; Richard F. Coyle, Paw- 
ticket, R. I.; Richard Grossman, Mar- 
shalltown, Iowa; Merrill Hagan, Mc- 
Innville, Ore.; John W. Hemphill, 
Painesville, Ohio; Richard Hubbard, 
Middlebury, Vt.; Charles Lott, Greeley, 
0.; Seymour Nogi, Scranton, Pa.; 
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What's bf a name? 


In insurance it is largely the 


personal requirements. 


CHUBB & SON INC. 


INSURANCE UNDERWRITERS 
90 John Street, New York 38, New York 


Menager 


FEDERAL INSURANCE COMPANY and associated companies 


ability and integrity of the 
people who represent it, both 
the agent who makes it his 
business to know your 
particular needs and the 
company that designs its 
policies to suit those needs. 
For more than three quarters 
of a century, experienced 
insurance buyers have 
looked to CHUBB & SON 
for a quality service that 
meets both business and 


ve riled sll 



























Weare pleased to cooperate with the National Association of Insurance Agents 
in their campaign to tell their story and our story to the American public. 


CHUBB & SON INC, 





Farm Package Policy 
Held Urgently Needed 


Chicago, Sept. 21—The priority item 
on the agenda for the rural and small 
lines agents committee is the urgent 
need for a farm package policy, Chair- 
man C. D. Swett, Woodland, Calif., re- 
ported. 

Numerous letters have been received 
from the membership requesting action 
by the companies and bureaus before 





Tohn Oliphant, Rochester, Minn.; | Oy. 
Rosenbaum, Meridian, Miss.; Lawrence 


F. Smith, New York City. 





they are completely 
competitors. Suggested forms and speci- 
men policies have been submitted to 
bureaus in areas vitally affected. “To 
date, suitable acknowledgment of this 
critically important problem has not 
been received,” the report said. 
“Companies have allocated a large por- 
tion of their advertising budget to pro- 
mote the concept of package policies and 
it has become vital to the economic 
health of the rural agent to be able to 
provide this type of comprehensive cover- 
age for the farmer. This matter has 


been under discussion for over three 
years, and we believe our kind of com- 
panies should take immediate and posi- 
tive action.” 


outdistanced by 


Va. Agents to Vote 


(Continued from Page 46) 


voted to call a special one-day meeting 
in the fall to take up the mutual proposal. 
The meeting will be held at Hotel John 
Marshall at 10 a.m. 

Approval of the constitutional amend- 
ment would enable present VAIA mem- 
bers to place insurance policies with both 
stocks and mutual companies. The VA- 
TA, at its convention three years ago, de- 
feated a similar constitutional change. 
Most of the state agents’ associations 
throughout the country accept member- 
ships of independent agents who repre- 
sent both stock and mutual companies. 
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“Research Briefs” Plan 
Endorsed by Bureaus 


HATCH REPORTS ITS SUCCESS 





NAIA Casualty Chr. Says Briefs on 
Eight Major Subjects Have Been 
Submitted to Company People 





(Chicago, IIl., Sept. 2I1—Josiah O. Hatch 
of Savannah, Ga., chairman of the NAIA 
casualty committee, brought out in his 
report here today to National Associa- 
tion’s annual meeting that a new plan 
of submitting written “research briefs” 
to national rating bureaus on important 
subjects was adopted this year and that 
it had been enthusiastically endorsed by 
the various bureaus. 

“In adopting this procedure,” Mr. 
Hatch explained, “your casualty com- 
mittee felt that several maior objectives 
might be accomplished. First, we will 
have on record a written report of our 
views, deliberations and conclusions on 
each subject discussed, thus promoting 
continuity from committee to committee. 
This will be a time-saver for a new com- 
mittee as it may consider subjects which 
were not concluded during the term of 
the previous committees. 


“The bureaus, in turn, will have a 
complete record of our views. Thus, 
when the membership of their rating 
committees change from time to time, 
there will be no excuse of ignorance 
on the part of new members with the 
proposals we had submitted. Probably 


the most important by-product of our 
new plan is that it will encourage in- 
dividual members of our committee to 
play a larger part in its functions and 
will stimulate their interest in research.” 

Mr. Hatch recommended that NAIA 
continue the “research briefs” plan next 
year and thereafter. 


4 Research Briefs Submitted in March 


Following the bureaus’ endorsement of 
the new plan NATIA’s casualty committee 
prepared and submitted to the bureaus 
‘research briefs” on four separate sub- 
jects at the March, 1959 meeting with 
the company men. The subjects in- 
cluded (1) Automobile-use vs. Owner- 
ship in Class 3 Rating; (2) Combination 
Service Station Policy; (3) Motel com- 
bination Policy, and (4) Automobile- 
F ellow Employe Exclusion. 

“Wiile no final action has been re- 
ceived from the bureaus on these re- 
search briefs, the National Bureau of 
Casualty Underwriters has stated its 
opposition to any change in Class 3 
rating procedure,” said Mr. Hatch. How- 
ever, he indicated that “this matter is 
still being actively pursued by your 
committee and further negotiations will 
be carried on with the National Bureau.” 

Mr. Hatch then reported that briefs on 
.four more subjects of current interests 
are being prepared and will be presented 
to the bureau shortly. They are (1) 
Automobile Classification Refinement; 
(2) Permission of Owner—Drive Other 
Car Coverage; (3) Broad Form Store- 
keepers—Inclusion of Additional Loca- 
tions, and (3) Automobile Liability—Re- 
finement of Territorial Divisions. 


Alert to New Merit Rating Plans 


NATA’s casualty committee is fully 
cognizant of the fluid condition as re- 
spects new merit-demerit rating plans 
for private passenger cars and changes 
being made in insurance marketing 
methods. It is also giving careful con- 
sideration to the use of signed rating 
applications in connection with new and 
renewal automobile business. “However, 
we are not presently in position to make 
recommendations nor are we convinced 
of the advisability of doing so at this 
time,” said Mr. Hatch. 

In closing his report he pointed to one 
accomplishment, obtained after some 
years of effort by NATA, and that is the 
recognition by members of National 
Council on Compensation Insurance of 
agents of record in connection with as- 
sisned workmen’s compensation risk 
policies. 


Mathews NAIA Director 
Of Advertising and PR 


Chicago, Sept. '19—In line with recent 
staff realignments at the National Asso- 
ciation, President Archie Slawsby an- 
nounces that NAIA’s director of adver- 
tising, James R. Mathews, has been 
named director of advertising and public 
relations. He thus once again takes 
charge of news and public relations ac- 
tivities for the NAJA, an assignment he 
had handled for almost eight years until 
the association’s million dollar plus na- 
tional advertising program got underway 
taking the major portion of his time. 

Recently the fund raising phase of the 
advertising program was transferred to 
William Anderson, the new manager of 
the NAIA promotion department. 

Carlton Thomas, editor of the Ameri- 
can Agency Bulletin, the NATA’s month- 
ly magazine, has been handling publicity 
for the National Association for the past 
year and a half. He will now concentrate 
his full time on the magazine. 





Dow NAIA Treasurer 


Chicago, Sept. 19—Paul O. Dow has 
been appointed treasurer of the National 
Association, it is announced by President 
Archie Slaw sby. Appointment was made 
by the executive committee of the NATA 
at its meeting held prior to opening of 
the annual convention. 

Mr. Dow, a graduate of Pace College, 
joined the NATA staff as assistant treas- 
urer in June. Prior to that he was asso- 
ciated, for four-:years, with Joseph Frog- 
gatt and Co. of New York, an accounting 
firm specializing in insurance. Previously 
he had been associated with another New 
York accounting firm, Schieffelin and 
Co., for three years. 





Future Convention Dates 

Chicago, Sept. 21 National Asso- 
ciation will hold its 1961 midyear meet- 
ing in Philadelphia, April {17-19, and the 
annual convention at Dallas, September 
25-27. The annual convention for 1962 
will be in ‘Washington, September 24-26; 
in 1963 in Chicago, September 29-October 
2, and in 1 in New York City, Septem- 
ber 21-24. 


Cahill’s Address 


(Continued from Page 44) 


quired to make so many important 


changes almost everywhere at one time. 
Also, to assure the proper administration 
of the safe driver insurance plan, it is 
essential that the state motor vehicle de- 
partment records of accidents and con- 
victions not only be complete but readily 
available at low cost. In California, for 
example, a driver’s record is available 
from the Motor Vehicle Department 
within 48 hours for only 25 cents.” 


Appeal of Special Automobile Policy 


‘As to the new low-cost special automo- 
bile policy—filed and approved in Iowa, 
Michigan, Minnesota, Missouri, Nebraska 
and \Pennsylvania—Mr. Cahill described 
it “as an optional paralleling system con- 
sisting of a new policy form with a six 
months (or shorter) period, single limits, 
elimination of coverage duplications, and 
limited options with respect to combina- 
tion of coverage.” 

The program, he explained, contem- 
plates simplified clerical procedure, signed 
applications, cash transactions and close 
attention to the elimination of duplica- 
tion of effort and attendant costs. 

“The basic rates for this special pol- 
icy,’ he continued, are approximately 
20% below present liability manual rates 
and about 15% below physical damage 
rates for the coverages afforded by the 
policy. The safe driver insurance plan 
will also always apply in the case of risks 
written under this policy. The manda- 
tory use of this plan will give the risks 
with the best driving records the lowest 
possible rates while still affording a rea- 
sonable market for some risks whose 
driving record is not accident and con- 
viction-free. Companies using this pro- 
gram will also apply the safe driver plan 
to all'eligible risks written in other pol- 
icies.” 

Competitive Aspects of Plan 


Further along Mr. Cahill showed by 
detailed rate comparison how competitive 
the low-cost special automobile policy 
can be when coupled, with maximum 
credit under the safe driver plan. As an 


example for a typical Class IA in- 
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sured in Iowa “remainder of state” terrj- 
tory he gave the rate comparison on 
a family auto policy between bureay 
annual rates and those of two important 
specialty companies prior to this new 
program. This comparison showed that 
for 10/20/5 liability limits, plus compre- 
hensive, $100 deductible Rs gett $1,000 
medical payments and 10/20 uninsured 
motorist cover, the annual premium was 
$95.60 compared with $80.50 in Specialty 
Co. “A” and $72.60 (plus $13 _— mem- 
bership fee) in Specialty Co. ‘ 

By contrast under the soar ie autom 0- 
bile policy program, risks with no points 
during a two year period ending three 
months prior to effective date of the 
policy would qualify for the lowest rated 
Class IA-0 for which the annual premium 
is only $70 a year for the packaged coy- 
erages which he enumerated. Mr. Cahill 
emphasized that this $70 premium “js 
even competitive with the price now 
being charged by these two specialty 
companies for a policy affording only 
10/20/5 limits of liability. comprehensive. 
personal effects. and $100 deductible col- 
lision without the benefits of other coy- 
erages which most insureds buy to some 
extent.” 

Pointing to the encouragement given 
by NBCU and NAUA at its May 26, 
1959 meeting to member companies 
which may desire to experiment with 
“different or additional programs,” the 
speaker said that already one large 
NBCU company has filed and received 
approval for an experimental plan in 
Missouri and Pennsylvania which differs 
in a number of respects from the safe 
driver insurance plan. Another large 
carrier, which was a voting member of 
NBCU and NAVA until earlier this year, 
is using a merit rating plan “patterned 
after an early version of the bureau's 
California plan but augmented by a pro- 
vision to allow a credit of 30% to a risk 
with no points for an experience period 
of ‘five years.” 

Mr. Cahill predicted that there will be 
other plans introduced by mutual com- 
panies and independent stock companies, 
and said: “We expect that most of these 
will be variations of our safe driver 
insurance plan. Imitation is the sincerest 
form of flattery.” 


Auto Market Will Be Strengthened 


Summing up the speaker said: “The 
safe driver plan is designed to produce 
more competitive rates for the better 
classes of risks so that bureau companies 
will not be faced with an ever-worsening 
cross-section of business. At the same 
time it should strengthen the market for 
all categories of risks. The carriers have 
always been willing to write the good 
risks. They will want to write those en- 
titled to a 5%, 10%, 15% or 20% credit 
but they should also be more willing than 
heretofore to write the remaining risks. 
The reason is that they will get a rate 
more commensurate with the known haz- 
ard of the risk. This might help alleviate 
the assigned’ risk problem. 

“It is hoped that the state supervisory 
authorities, producers, and local man- 
agers for the bureau companies who 
sincerely desire the safe driver plan, or 
some variation thereof, will be patient 
and will let our companies digest the in- 
novations already introduced before in- 
sisting that the new program in whole or 
in part be introduced in their own areas. 
In the meantime, the state authorities 
can assist by having the quality an 
availability of the motor vehicle records 
of their state reviewed to assure that 
they will be made available at a reason- 
able fee and in suitable form for use in 
applying checks on the information used 
in a plan of this type. 

“If this is done, we may find that at 
long last we have our ‘white hope’ plan. 
It will be that if it encourages the ob- 
servance of law and results in a reduc 
tion in accidents, and if through this 
plan the bureau companies are ena 
to write their share of the good business 
while still continuing to provide a mat 
ket for the other risks that want auto 
mobile insurance at a fair price. sn't 
this what we should all be striving for 
in one way or another?” 
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Donald Denton Gives NAIA Picture of 
1958-59 Fidelity-Surety Activities 


Chicago, JIl., Sept. 21—Fidelity and 
surety bond developments along with 
1958-59 accomplishments of NAIA’s com- 
mittee for these lines featured the com- 
prehensive annual report submitted here 
today to the National Association's an- 
nual meeting by Donald H. Denton of 
Charlotte, N. C., chairman of this com- 
mittee. 

Of chief importance Mr. Denton made 
a strong plea that their be unanimity in 
all phases of the insurance industry, es- 
pecially in view of the investigation be- 
ing conducted by the Anti-Trust and 
Monopoly Sub-committee of the United 


States Senate. 

Along the line of cooperation with 
other segments of business, he reported 
that much has been done in the past year 
to improve the relationship between the 
surety industry, over-all, and architects 
and contractors. Calling attention to the 
eighth edition of the Handbook of Archi- 
tectural Practices, published by American 
Institute of Architects, he said that “this 
handbook goes a long way to present an 
accurate and objective treatment of sur- 
ety bonds and the ATA’s approved forms 
of bid, performance, and labor and ma- 
terials payment bonds.” 

This is a far-reaching step in adoption 
of uniform bond forms, in Mr. Denton’s 
opinion, and many surety companies have 
shown their approval by adopting the 
forms. 


Sees Better Understanding 


Another encouraging sign is that im- 
proved public relations between the sur- 
ety industry and the American Institute 
of Architects, and Associated General 
Contractors of America has been evi- 
denced in the past year. “It is obvious 
that there will be meetings between these 
various groups,” said Mr. Denton, “and 
they will ultimately benefit all segments 
of the contracting and surety businesses. 
Your chairman has had contact with 
AGC’s insurance committee which has 
evidenced a willingness to work in har- 
mony with our fidelity-surety committee.” 

Mr. Denton then pointed to New York 
State legislation, enacted in 1958, which 
“would seem to end completely the co- 
ection of contractors in the placement of 
their surety bonds on all public works 
contracts throughout the state.” He felt 
sure that this legislation will be reviewed 
by other states and could, in time, be- 
come a pattern for similar legislation 
dsewhere. “It’s a step in the proper 
lirection, protecting the agent who right- 
fully controls the account,” he declared. 


Bid Bonds Exempted from Counter- 
signature Requirements 


Attention was also called to the suc- 
tess of the NAIA’s committee’s program 
toexempt bid bonds, executed in connec- 
on with public and private construction 
jobs, from countersignature requirements. 
both companies and agents felt that the 
ime had come to remove this require- 
ment from the state statutes, because 
wch countersignatures placed an unfair 
wurden upon agent, company and con- 
tractor. 

Mr. Denton, in concert with the Na- 
tonal Association of Surety Bond Pro- 
lueers and Association of Casualty & 
surety Companies, particularly its fi- 
idity-surety manager, David Q. Cohen, 
id with the cooperation of many agents 
"various states, has seen enacted laws 
tlecting the exception of countersigna- 
ire on bid bonds. To date eight states 
~Maine, Nevada, New Jersey, New 
Mexico, New York, North and South 
atolina and Oklahoma—have passed 
ch legislation. And in one state, IIli- 
‘ls, countersignature is not required on 
ibid bond. 


Serious New York City Situation 


Turning this attention to contract bond 
problems, Mr. Denton pointed to a seri- 
ous problem that arose in New York 
City when advisors to the Board of 
Education and advisors to the City of 
New York as well, felt that substantial 
savings could be made by having these 
public bodies depart from the nation- 
wide practice of requiring performance 
and labor and materials payment bonds 
on ‘public works. 

“Such action, while extremely serious 
due to the large volume of work in the 
City of New York, was even more 
threatening because of its potential 
spread to other areas of the nation,” de- 
clared Mr. Denton. He paid tribute to 
the Surety Association of America under 
the guidance of General Manager War- 
ren H. Gaffney, and to Mr. Cohen of 
the C. & S. Association, who immediately 
went to work on this problem. He was 
hopeful that their efforts, coupled with 
the backing of the surety companies and 
the various agents’ associations, will pro- 
duce the ultimate results—proving that 
waiver of bonds would be contrary to the 
interest of public agencies, the contrac- 
tors, labor and material men and, perhaps 
most important, the tax payer. 


Sees “New High” in Contract Volume 
for ’59 


As to the outlook for contract bond 
business, Mr. Denton anticipates that 
with construction industry activity spi- 
ralling toward a “new high” for 1959, an 
increase in contract bond premium vol- 
ume can automatically be expected. This 
will also bring with it more problems. 
One dark spot in the picture, he noted, 
is the Federal Government’s inability to 
come up as yet with a satisfactory reply 
from (Congress on the replenishing of the 
funds for the Federal interstate highway 
program. 


* AT) Sede! 
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DONALD H. DENTON 


“Many contractors have over-extended 
themselves, relying upon this program, 
and if its continuance is not certain, 
there could be failures in this class of 
contractor precipitating losses to the 
surety companies,’ Mr. Denton werned. 

He went on: “Surety losses have not 
subsided. Contract bond claims for the 
period 1955 to 1958 thhave increased in 
number, out of proportion to the in- 
crease in premium volume. Reportedly 
85% of claims are on bonds of $200,000 
or less. This is going to bring about a 
reconsideration of surety bond under- 
writing, both from the standpoint of the 
producing agent and also of the surety 
company.” 

Mr. Denton repeated his warning of a 
year ago to NAIA members to cooperate 
completely with their companies in writ- 
ing contract bonds. “If we are going to 
maintain a-market for our desirable 
contractors,” he said, “we must work in 
close cooperation with both companies 
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and contractors. We must refuse to 
provide bonds for those contractors who 
are either over-extended or who do not 
have sufficient working capital.” 
Fidelity Bond Developments 


Referring to fidelity bond develop- 
ments in the past year, the speaker 
pointed to (1) a reivsed public employes 
blanket bond; (2) a new public school 
system employes blanket bond; (3) re- 
visions in the 3-D policies and the 
blanket crime policy. He also noted that 
amendatory endorsements were made 
available “so that policies with the ap- 
plicable endorsement would provide the 
same coverage as the revised 3-D and 
blanket crime policies. He continued: 


New Excess Bond—Form No. 28 


“Excess bank employe dishonesty 
blanket bond, Standard Form #28, has 
been revised by conforming the coverage 
generally to the broad features of the 
fidelity insuring clause of Standard Form 

24, and incorporating changes sug 
gested by the American Bankers Asso- 
ciation. With these broader features of 
Form #28 Bond, this coverage should 
have a greater appeal for commercial 

(Continued on Page 52) 
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"WANDA" 


Wohlreich & Anderson 
Lid. 
55 JOHN STREET 
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UMBRELLA, 
ANYONE? 


Not for rain but for that horri- 
fying phrase, "That is not cov- 


ered." 


You can backstop a client's 
Liability Program with a contract 
which will fill all the gaps. 


CARE, CUSTODY, CONTROL 
OCCURRENCE "P.D.” 
CONTRACTUAL 
SLANDER 
LIBEL 





Send me full information on “Um- 
brella Liability.” 
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Trimbur Cites Confusion 


In Pa. With New Auto Rating System 


Retiring President Paul J. Trimbur of 
the Pennsylvania Association of Insur- 
ance Agents reported at the annual 
meeting at Bedford last week that mem- 
bership was at an all-time high on Sep- 
tember 1 with 1,737 agencies. Three 
new local boards were organized in 
Somerset, Bradford-Sullivan and Dela- 
ware Counties. 

Calling for closer rel ationships he- 
tween agents and their companies in the 
common battle against the direct writ- 
ing and captive agent companies Mr 
Trimbur told the convention: 

“It must be admitted that this rela- 
tionship does not exist when agents, 
with no previous notice suddenly read 
in the newspaper headlines, that auto- 
mobile rates are being reduced and that 
a new system of re-rating would be used. 
This announcement comes out in August 
and the change to take effect Septem- 
ber 1. The new bureau system em- 
braces among other things, an applica- 
tion to be completed on new and renewal 
private passenger automobile risks, but 
as of September 11 the application forms 
are still unavailable to agents. 

“Picture the confusion in the agent’s 
office who is harassed with telephone 
calls by the assureds who want to know 
the cost of their insurance and how to 
qualify for credits, when even the com- 
pany branch office people are unable to 
provide the information needed. 

“Picture the assured whose automohile 
policy renews in September and is re- 
quired to complete a questionnaire in 
order to get the benefit of the merit 
rating, after having had no claims and 
then finding himself paying a_ higher 
premium than last year even with the 
application of the credit to which he is 
entitled under the new system. Remem 
ber that in May there was an approxi- 
mate 17% increase on such premiums 
before we applied the credits to which 
he is entitled. 

“Agents have been criticized by com- 
panies for not doing a better selling jo) 
Where does one find time to do selling 
when burdened with details such as are 
in evidence? Jn the past, direct writers 

and captive agency companies have writ- 
ten a generous portion of automobile 
business for rate conscious buyers. With 
the recent front page publicity and ad 
vertising, there is a higher percentage 
of rate conscious buyers of automobile 
insurance than ever before. 

“Company officials point to the fact 
that the industry has lost over one-half 
billion dollars during the post-war years 





Sayre and Hotter on 
Trip to London, Hague 


Two executives of Sayre & Toso, Inc.- 
W. B. Brandt & Co., Inc., are currently 
abroad visiting the company’s repre- 
sentatives in The Hague and London. 
They are H. E. Sayre, chairman of the 
board, and Webster M. Hotter, manager 
of the company’s Lloyd’s department in 
San Francisco. 

Mr. Sayre also attended the annual 
conference of the International Union 
of Marine Insurance while in England. 


For Agents 


PAUL J. TRIMBUR 
on automobile insurance. Prior thereto 
and for three out of the past 15 years, 
they enjoyed a profit on the same com- 
mission scale which has been paid for 
as many years as I can remember. Now 
is this gigantic loss due to excess com- 
missions or is it due to excessive claims ? 
“The answer to that is certainly due to 
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the claims paid. Therefore, it seems 
that the only remedial measure would 
be to get a premium commensurate with 
the risk involved and to leave the com- 
missions sufficiently attractive to enable 
the agency force to go out and sell. If 
we were to have the very best policy 
available, a real quality product, at a 
price where companies could enjoy a 
profit and agents could enjoy a profit 
it can and would be sold. 

“Tt is unfortunate for the agent that 
many companies covet the volume of 
automobile business developed by direct 
writers and captive agency companies 
which has been acquired in an entirely 
different manner than that to which we 
are accustomed. Companies who are 
trying to attract that business have 
developed a system completely foreign 
to the long accepted usual procedure. 
This thinking has brought about a plan 
with a more restrictive contract, a lower 
commission, direct writing, direct billing, 
direct cancellation policy which will 
eventually, if successful, sound the death 
knell of the American Agency System.” 





THOMAS S. PRESCOTT DIES 


Thomas S. Prescott, 59, a Richmond, 


Va., resident for many years, died Sep- 
tember 15 in an Atlanta hospital. He was 
Virginia agent for Hartford Fire for 


more than 10 years and prior to that 
was with the South-Eastern Underwriters 
Association. He left Virginia to go to 
Atlanta as assistant manager for the 
Hartford’s southern department. 





1960 MEET IN ATLANTIC CITY 


Chicago, Sept. 23—The 1960 annual 
convention of the National Association 
is scheduled for September 26-28 in 


Atlantic City, N. J. 





New Dilkivors of Pennsylvania Insurance Agents Assn. 





Newly elected officers of the Pennsylvania Association of Insurance Agents, 
named at the annual convention held last week at Bedford Springs Hotel, Bedford, 


left to right: 
Philadelphia, 


Pa., are, 

Margraff, 
president; 
Barre, vice president. 


state 


Frank D. Moses, Harrisburg, 
national director; 
Aaron S. Feinerman, Harrisburg, president; 


George J. 
Scranton. vice 
Graham, Wilkes- 


secretary manager; 
_Edward T. Wells, 
Stewart E. ( 


During the convention the association approved a proposal to advance Mr. 
Moses later to a newly created post of executive vice president of the state associa- 


tion, with Marshall Davis becoming secretary-manager. 


Mr. ‘Moses, highly popular, 


has served the association for a long period and Mr. Davis has been his able assistant 


for several years. 


B. & R. EXCESS 


CORPORATION 
EXCESS BROKERS 






e Surplus Line 

@ Excess Limits 

® Ocean Marine 

® Errors and Omissions 

® Reinsurance 
(Facultative & Treaties) 


26 Court St., Brooklyn, N. Y, 
TRiangle 5-6230 


Raymond E. Karlinsky — Joseph Neulinger 
William H. Malone 
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In our 54th year 
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N. Y. Agents Ask Oil Assn. 
To Restudy Group Plan 


Arthur F. ‘Blum of Rockaway Park, 
president of the New York State Asso- 
ciation of Insurance Agents, has sent a 
telegram to the president and secretary 
of the Empire State Petroleum Associa- 
tion in convention at Saranac Inn sug- 
gesting that they’ study further before 
embracing an insurance program which 
is purported to save money for the mem- 
bers of the, association. In accordance 
with a bulletin issued by the Empire 
State Petroleum Association dated Feb- 
ruary 11, 1959, the association announces 
a program built around the services of an 
insurance analyst who, according to the 
Petroleum Association bulletin, provides 
a program of insurance for the individuel 
members at considerable saving. 

Mr. Blum in his telegram points out 
that the program recommended calls for 
the members of the association to deal 
at arm’s length with several insurance 
companies of varying financial status 
and qualifications and that one recom- 
mended company is not licensed to oper- 
ate in the State of New York. 


Chapin Phoenix Special 


Phoenix of London Group announces 
appointment of Robert F. Chapin as spe- 
cial agent for eastern Pennsylvania. Mr. 
Chapin a resident of Bethlehem, Pa., is 4 
graduate of Hamilton College of Clinton, 

* He will be under the supervision 
of L. L. Denson, manager of the group’s 
Middle Department at Philadelphia. 
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Diemand’s Address 


Continued from Page 26) 
g 


(ucers and companies. 
Preparedness for “One-Stop” Selling 


In preparedness for the “one-stop” 
slling era which, he feels, lies ahead 
when property and casualty companies 
embark in the life insurance market, and 
vice versa, Mr. Diemand outlined the 
following changes which, in his opinion, 
will come in the future. 


“1, More wholesome competition among in- 
surance companies of all kinds in bidding for 
consumer favor. 


“2, Recruiting, training and education of able 
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people will be intensified. 
“3, Innovations and new 
come in the wake of wider competition. 

“4, Installation of electronic equip- 
ment will increase efficiency all along the line. 
“5, Expanded research activity, looking to- 
ward internal refinements and toward better 
market data and sales methods, will take place. 
“6. Stock-agency companies will make a de- 
termined effort to regain that part of the market 
captured by the direct-writing companies. 


developments will 


modern 


“7, Specialty and direct-writing companies will 
move into wider fields. 

"8. Insurance agencies will eliminate the ex- 
pense of office detail and rid themselves of 


functions more efficiently performed by their 
companies. 

Fewer Companies 
“9, Insurance agencies will represent fewer 


companies, and will gain a more professional 
status from expanding their sales and service. 

“10, Companies and agents will recognize that 
the requirements of the personal insurance mar- 
ket are different from the requirements of the 
commercial and institutional market. This will 
be reflected in new market organizations and 
marketing methods, 

“11. Merchandising activity will 
with much being done to educate consumers to 
the advantages of a insurance 
protection. 

“12, As ‘one-stop buying’ becomes the ‘buy- 
word’ of the American insurance consumer, in- 
creasingly desirable advances will be made in 
effecting true multiple-line development of the 
business, toward the end that broader, simpler 
protection at more reasonable cost will be avail- 
able to the public.” 


accelerate 


well-rounded 


N. Y. Board Losses Jump 

There were 604 losses for $3,190,480 
assigned in August to the committee on 
losses and adjustments of the New York 
Board of Fire Underwriters compared 
with 538 losses for $1,383,170 in the 
same month last year. The large in- 
crease was due to larger, rather than 
more numerous fire losses, the number 
being 265 in August this year against 243 
a year ago. 

For the first eight months of 1959 Sec- 
retary E. C. Niver reports the committee 
received 7,950 losses for $19,596,785, 
against 8,509 losses for $18,897,516 in the 
same period last year. 





Hurricane “Debra” 


(Continued from Page 25) 


Electric Power— 


(a) Household and Personal Property 
Coverage — Where transmission 
lines in the area remained ener- 
gized and the lead-in wire on in- 
sured’s premises was blown or torn 
down, or there was other physical 
damage to buildings or equipment, 
resulting in loss of power on- 
premises, food spoilage is con- 
sidered as covered under contents 
item, Where transmission lines 
contained no current, food spoilage 
is not considered covered whether 
Or not there was damage to the 





lead-in wire or other property. In 
other words, dwelling contents pol- 
icles do not guarantee continuing 
off-premises power. 


(b) Personal Property Floaters—Sub- 


mit to interested company for in- 
structions. 


FEDERAL’S REALIGNMENT 





Three Officers Designated as Executive 
V.P.’s; Seven as Senior V.P.’s; Rank 
of 11 Changed to V.P. 

A realignment of the executive officers 
of Federal Insurance Co. has been an- 
nounced by Percy Chubb, II, president 
Hendon Chubb 


chairman of the 


of the company. con- 
tinues as honorary 
board, the post to which he was elected 
in 1948 when his son, Percy, succeeded 
him as president. 

Three Federal executives, previously 


senior vice presidents, have been desig- 
nated as executive vice presidents in the 
realignment. They are Nathan Nobley, 
J. Russell Parsons and Archie M. Ste- 
venson. 

Six officers, who formerly held the 
rank of vice president, are now senior 
vice presidents. They are William A. 
Bonner, Walter R. Gherardi, William 
M. Rees, John Rogers, Jr., H. Addison 
Taylor, Jr., Albert Carey Wall and Rob- 
ert E. Wallace. In addition, Lee Orton, 
formerly treasurer, now ranks as senior 


vice president and treasurer. 

Eleven departmental and regional vice 
presidents as follows are now designated 
as vice presidents: Thomas R. 
bonding; Ernest W.- Fields, bonding; 
James M. Kelly, Jr., personal lines; 
Alexander Kerner, bonding; Henry A. 
Klahre, marine; Charles A. Lane, mid- 
western department; George F. Mere- 
dith, bonding; Robert A. Murphy, 
marine; Lamar C. Sledge, southern de- 
partment; Cecil O. West, Pacific depart- 
ment, and Frederick W. Wrenn, fire. 

Joseph J. Magrath continues as sec- 
retary. 


Dew 





YOUR CLIENTS DESERVE INSURANCE 
IN COMPANIES THAT COMBINE 
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FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J...............Est. 1855 
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THE FIDELITY AND CASUALTY COMPANY OF NEW YORK..........Est. 1875 


NATIONAL-BEN FRANKLIN INSURANCE COMPANY..................Est. 1866 


COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J............Est. 1909 


MILWAUKEE INSURANCE COMPANY...........ceesceeccecscceecessbSt. 1852 


ROYAL GENERAL INSURANCE COMPANY OF CANADA..............Est. 1906 


THE YORKSHIRE INSURANCE COMPANY OF NEW YORK..........Est. 1926 


SEABOARD FIRE & MARINE INSURANCE COMPANY...............Est. 1929 
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BECAUSE SPEED SELLS 


The Royal-Globe payroll auditor is fast in completing his audit and in seeing 
that billing follows quickly, usually the next week. 


It’s no accident. 
By being based in a regional office, he knows your insureds’ problems. 


And the billing . . . 
that’s done right there at the regional level, too . . . no waiting. 
The standards of the Royal-Globe payroll 
auditor are high — his performance 
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Donald Denton’s Report 


(Continued from \Page 49) 


banks in the excess field. A new pro- 
vision was provided to the effect that if 
an additional insured is added to the 
bond, or if through merger, consolida- 
tion or purchase of assets, the deposits 
of the insured are increased, there is 
automatically established a new basis for 
the premium charge and the deductible 
amount.” 

Despite the fact that Form #28 was 
created with the idea of providing the 
American market the opportunity of pur- 
chasing excess insurance at low rates, 
Mr. Denton said that a relatively small 
number of commercial banks have pur- 
chased this excess coverage. 

“The occasional news accounts of 
under-insured banks suffering catastro- 
phic fidelity losses with great and last- 
ing damage to their stockholders and 
even to some of their depositors,’ he 


emphasized, “should make each and 
every agent interested in providing 


proper and adequate protection for his 
bank. So bring to the attention of the 
bank’s officers this inexpensive and de- 
sirable excess protection.” 


Inventory Shortages 


As in previous reports warning was 
again given to NAIA members about 
losses under commercial blanket bond 
forms due to inventory shortages. “Cur- 
rently, it is required that the insured 
provide conclusive proof of dishonesty 
in connection with such a shortage,” said 
Mr. Denton. The wording in a standard 
commercial blanket bond form was 
changed in May, 1957, and requirement 
of proof is now stated as an exclusion. 


It reads as follows: 

“This bond does not apply to loss, or to that 
part of any loss, as the case may be, the proof 
of which, either as to its factual existence or 
as to its amount, is dependent upon an_ in- 
ventory computation or a profit and loss compu- 
tation; provided, however, that this paragraph 
shall not apply to loss of money or other prop- 
erty which the Insured can prove, through 
evidence wholly apart from such computations, 
is sustained by the Insured through any fraudu- 
lent or dishonest act or acts committed by any 
one or more of the employes.” 


“After discussions with company of- 
ficials and the Surety Association, it is 
our belief, in view of the continued mis- 
understanding and problems on this type 
of loss, that this is just about as far as 
the companies can go on the question of 
inventory shortages, and the required 
proof, which must be submitted in sup- 
port of such a loss. I do not believe that 
there is any cure-all on this subject mat- 
ter of inventory shortages. I also do not 
believe that if the companies were in- 
clined to pay them, we, as agents, could 
provide enough premium to take care of 
losses that would be reported.” 


Simplification of Rating Manual Pages 


3efore closing Mr. Denton spoke of 
a long-term project, now under way, 
which his committee had advocated and 
which has to do with simplification of 
pages in the rating manual relative to 
individual and schedule bonds. The Sur- 
ety Association is now working on this 
simplification. Admittedly it takes time 
but, as the report pointed out, the Penn- 
sylvania public official rates were re- 
vised and simplified and manual pages 
reduced in number from 13 to three. 
Except for tax collectors, treasurers and 
their subordinates and notaries public, 
“there is now a single rate in place of 
100 separate ones for all other state of- 
ficials and employes at a basic minimum 
of $10 per bond. It is intended to follow 
through in other states as the oppor- 
tunity presents itself for similarly re- 
vising public official rates,” Mr. Denton 
stated. 

Finally, reference was made to the 
adequacy of some of the minimum pre- 
miums, a matter discussed at NAIA’s 
1958 annual meeting. Said Mr. Denton: 
“Tt may be stated that in view of the 
steadily rising cost in doing business, 
there was established last year, wherever 
possible, a basic minimum of $10 for all 
license and permit bonds not subject to 
a higher minimum. Filings have been 
made in all states and have been ap- 
proved by 44 of them. We hope and ex- 
pect, that the remaining states will ap- 





—————— 


CPCU Designation 
Is Conferred on 299 


MEETING IN SAN FRANCISco 





Dean Loman States There Are Noy 
2,512 CPCU Holders; Less Than 
60% Have Passed Examinations 





The national conferment of the Char. 
tered Property & Casualty Underwrite; 
(CPCU) designation was held at the 
Ambassador Hotel, San Francisco, jp 
the presence of more than 1,000 persons 
on September 17. The affair was an All. 
Industry luncheon sponsored by the So. 
ciety of CPCU’s as one of the sessions 
of their annual meeting. A total of 209 
persons from 187 cities and 40 states 
fulfilled the requirements for the desig. 
nation this year and increased the total 
number of graduates of the institute to 
Zale, 

Present in Los Angeles to receive the 
award were approximately of the 
new designees from more than 30 states. 
Those who could not attend will receive 
their diplomas at one of the regional 
diploma presentation meetings which 
will be held under the sponsorship of 
the various chapters of the society dur- 
ing the next two months. 


Dean Loman Speaks 


Designations were conferred and th 
professional charge administered by 
Dean Harry J. Loman of the American 
Institute for Property and Liability Un- 
derwriters. He called attention to the 
fact that this was the 17th year the 
CPCU designation has been awarded, 
The first meeting for this purpose was 
held in New York City in 1943 when 
the first graduates of the institute were 
honored at a luncheon attended by a 
small group consisting of the trustees of 
the institute, insurance company officials 
and representatives of the press. 

After the formation of the Society of 
CPCU (an organization whose member- 
ship is limited to persons who have been 
awarded the CPCU designation by the 
American Institute) it became the prac- 
tice of the American Institute to conduct 
a national conferment at one of the ses- 
sions of the annual meeting of the so- 
ciety. This has invariably been on an 
all-industry basis since the institute 1s 
sponsored by all segments of the prop- 
erty and casualty insurance business. 

Some evidence that passing the exam- 
inations is a major accomplishment is 
found in the fact that less than 60% oi 
the 34,733 comprehensive CPCU exam- 
inations taken by nearly 11,000 persons 
in the past 17 years have received pass- 
ing grades. 





E. C. Barcalow Promoted 


Emmett C. Barcalow, CPCU, who has 
been assistant superintendent of the fire 
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underwriting department in the New 
York branch office of United States F. 
& G., has been transferred to Phila- 
delphia. 

Starting’ September 21, Mr. Barcalow 
took over the superintendency ofthe 
fire and marine department of U. S. F. 
& G.’s Philadelphia branch office. He 
has been with this company for seven 
years and has a total of 12 years in the 
insurance business. 


. 0/ 
August Fire Losses Off 1.1" 
Estimated fire losses in the United 
States during August amounted 10 
$74,660,000, the National Board of Fire 
Underwriters reports. This represents 
a decrease of 1.1% compared with 
$75,491,000 reported for August, 1958, and 
a drop of 9.3% from losses of $82,334, 
for July, 1959 : 
Losses for the first eight months o 
1959 total $717,860,000, a decrease 
2.7% from the first eight months of 1%. 





These estimated losses include an allow, 
ance for uninsured and_ unreporte 
losses. 

prove the reasonableness of the $10 


minimum in the light of present-day 
costs of operation.” 
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y. R. Moran, of the Marine Office of 
America at the head office in New York 
City gave members of the New Jersey 
Association of Insurance Agents valuable 
pointers on selling yacht and outboard in- 
surance when he spoke before the annual 
convention at Atlantic City last week. He 
holds there is a large potental for new 
money im an agency through writing of 
ihis increasingly important coverage. ‘His 
presentation follows : 

Boating is a recreation that during the 
past few years has been adopted by 
many people from all walks of life— 
whereas, formerly only a few could 
afford the cost of operating and main- 
taining a pleasure boat. Today the be- 
gnner starts with an outboard motor 
hoat and then graduates into the inboard 
cass. This also holds true for the sail- 
ing advocate who progresses to the 
larger class sailboat. 

Vast Potential for Agents 

There were 56,000 boats registered 
with the Third Coast Guard District in 
1958. Registered boats are those power 
hoats over 16 feet in length navigating 
Federal waters. Documented boats are 
not considered in this category. New 
Jersey requires that all power boats 
wing the inland lakes under their juris- 
diction must be licensed by the state. 
In 1958 New Jersey issued 11,580 such 
licenses. 

Our Summit offices, which services 11 
northern counties of New Jersey, has 
written over $65,000 in new premiums on 
yachts and outboard motor boats during 
athree-month period of this year. The 
major writing companies in this class of 
business write better than $3 million in 
premium annually, countrywide. The 
wemium figure I have quoted does not 
include protection and indemnity insur- 
anee—but rather premium derived only 
from hull insurance. 

The boating boom is far from over, ac- 





wording to reports from the boating in- 
dustry. As a matter of fact, it is ex- 
pected that the boating fever will spiral 
0 tremendous heights within the next 
iw years. The agent who writes the 
insurance on the boat has the inside 
track on the balance of the boat owner’s 
business. What better way to approach 
aclient than through his hobby! 


Basic Principles of Yacht Insurance 


It is not necessary that you be a ma- 
ine engineer to sell yacht insurance nor, 
or that matter, that you know port from 
tarboard. It is advisable, however, that 
you bear i in mind the few basic principles 
af yacht insurance which should prove 
f assistance in soliciting this class in- 
‘uwrance. They are: 

(l) For insurance purposes, a yacht 
considered to be anv private pleasure 
waft with an inboard engine or with 
ail; (2) yacht and outboard insurance 
ite not controlled by either the state or 
Federal government ; (4) overland trans- 
tation is not covered under the basic 
racht policy; (4) one very fine selling 
nint—and one that would prove useful 
“explaining the premium charge for 
recht insurance—is an explanation of 
he circumstances under which the com- 
tiny would be called wpon to pay more 
‘tan the face value of the policy. 

An example of this would be where: 
A) the boat insured was in collision 
vith another boat and was held liable 
br the damage to the other boat, the 
































Yacht and Outboard Motor Insurance 
Brings New Money Into Local Agencies 


By J. R. Moran 
Marine Office of America 


company would be called upon, under the 
collision clause, to pay damages up to 
the amount of insurance on the hull; 
(B) if the boat insured were a total loss, 
the company would be called upon to pay 
the face valtie of the policy; (C) the 
company would be called upon to pay 
sue and labor charges not to exceed the 
amount of insurance on the hull. 
Yacht and Outboard Coverage 

The yacht form of policy is a develop- 
ment of the various forms which have 
been used to insure vessels of all types 
since the beginning of marine insurance. 
Many original clauses and_ expressions 
from these old forms are still in use—for 
the reason that their meanings have been 
subject to legal interpretation through 
the years and their intent is clearly es- 
tablished. At the same time we have in- 
corporated into the forms new terms 
which are in keeping with current boat- 
ing practices and which recognize condi- 
tions that did not formerly exist; for 
example, the possibility of contact with 
aircraft. The essence of the hull cov- 
erage may be found in three places: the 
perils clause, the Inchmaree clause and 
the collision liability clause. 

The yacht policy has been criticized 
ior not being written on a named perils 
basis; but, since the policy actually pro- 
vides greater coverage through the word- 
ing of the perils clause than we ever 
could hope to give through named perils, 
underwriters resist any attempt to 
change its mode of expression. If we 
eliminated the words “perils of the seas, 
harbors, bays” etc.—and attempted to list 
substitutes, such as: strandings, heavy 
weather and collision with objects, fixed 
or floating—we would not be saying all 
that we embrace in “perils of the seas.” 

Moreover, if we went further and tried 
to spell out the other coverages em- 
bodied in these words, soon we would 
have to hedge and restrict to avoid going 
beyond the normal hazards of water- 
borne craft. 


Inchmaree Clause 

The Inchmaree clause covers loss or 
damage to the hull and machinery due 
to certain happenings, providing that the 
damage occurred without negligence on 
the part of the owner. For instance, it 
covers accidents in going on or off dry- 
docks, bursting of boilers, breakage of 
shafts or any latent defects in the ma- 
chinery or hull (excluding the cost and 
expense of replacing or repairing the de- 
fective part). We strive to protect the 
owner against those things which can 
and do happen in spite of good opera- 
tion; but, if an owner is so negligent as 
to lubricate his engine improperly, we do 
not furnish him with a new engine on 
the basis that the old one did not run 
without oil. 

The collision liability clause properly 
is part of the protection and indemnity 
insurance, but the peculiarity of its in- 
clusion with the hull insurance portion 
of the yacht policy is solely one of cus- 
tom. The custom was established over 
the centuries in big ship insurance—from 
which yacht insurance developed—and it 
will probably remain a factor for many 
years to come. 


Coverage and Rating 
The limits within which a yacht may 
navigate usually are expressed as a de- 
fined coastal limit or a single named 
body of water. As a rule the policies are 
issued on a basis of six months’ navi- 


NEW LOSS SERVICE FORMED 


Sayre & Toso, Inc. W. B. Brandt & 
Co. Organize All Risks Services, Inc., 
to Handle Nationwide Claims 
H. E. Sayre, chairman of the board, and 
H. J. Toso, president of Sayre & Toso, 
Inc.—W. B. Brandt & Co., Inc, announce 
the formation of All Risks Services, 
Inc., a nationwide claims and loss or- 
ganization which will supervise and serv- 
ice all claims, other than ocean marine, 
emanating from their various branch of- 

fices throughout the United States. 

Scott Wetzel ‘Co. of Salt Lake City has 
been appointed to organize and manage 
this new claims and loss organization. 
The announcement is a result of an ex- 
tensive seven months’ survey conducted 
by the Scott Wetzel Co. of claims and 
losses in the nine offices of Sayre & 
Toso, Inc—W. B. Brandt & Co., Inc. 

The claims organization will be a 
wholly owned subsidiary of Insurance 
Equities Corporation. The first office 
will be located in the new Mission In- 
surance Companv Building at Los An- 
geles, Branch offices in other cities will 
be established in the near future. 

The Scott Wetzel Company is solely 
owned by E. Scott Wetzel, Tr. and main- 
tains home offices in Salt Lake City, 
from where it will continue to manage 
regional claims departments of various 
insurers. 

The Insurance Equities Corporation 
was formed last year by Sayre & Toso. 
Inc—W. B. Brandt & Co., Inc.. and the 
Seven Provinces Insurance Company, 
Ltd., of The Hague, Holland, to function 
as a holding company for a number of 
western and national insurance opera- 
tions. Subsidiaries thereof provide mar- 
kets for virtually all types of insurance 
coverages. 

. E. Sayre is Chairman of Insurance 
Equities Corporation board of directors 
and H. Toso is president. 








Williams, America Fore 
Secretary, Retires Oct. 1 


Charley R. Williams, secretary of the 
America Fore Fire companies of the 
America Fore Loyalty Group at the Chi- 
cago office, will retire October 1 after 
40 years in the insurance industry, 38 of 
which have been with America Fore. 

30rn in Yale, Mich., Mr. Williams en- 
tered insurance field in 1919 as a special 
representative in Minnesota for a com- 
pany specializing in automobile insur- 
ance, 

He joined America Fore in the West- 
ern department in 1921, supervising the 
automobile department ‘of the American 
Eagle Fire. In 1925 he became man- 
ager of the combined automobile opera- 
tions of the America Fore companies. 
In 1927 he transferred to the loss de- 
partment to supervise the Illinois loss 
adjusting office, handling fire claims in 


metropolitan Chicago and northern In- 
diana. 
Mr. Williams was named executive 


assistant with special duties in the West- 
ern department office and field in 1942 
He was appointed an assistant secretary 
of the America Fore fire companies in 
1948 and a secretary in 1953. 





Atlas Field Appointments 


The Atlas, Royal Exchange, Sun 
Group announces the appointment of 
Thomas A. Stronach as executive field 
supervisor for North Carolina and Vir- 
ginia. He will make his office, Raleigh, 
Ne ¢, 

Thomas C. Trumbull, Richmond, Va., 
is appointed special agent for Virginia 
William A. White, special agent for 
North Carolina, will serve as assistant 
to Mr. Stronach. 





gating and six months’ lay-up, but this 
may vary. It should be noted that the 
yacht policy covers the same risks while 
the vessel is laid-up as while navigating. 

Rates charged on yacht policies depend 
upon numerous factors. These include the 
age of the boat, its type—that is, cruiser, 
runabout or sailboat—and, of course, 
where the craft is to be used and how 
long a period of time it will navigate. 
Frequently, due to the type of boat sub- 
mitted for insurance, it is necessary to 
make a physical survey. On other risks 
we endeavor to obtain a completed 
motorboat or sailboat application from 
the assured; this application sets forth 
the pertinent details of the craft. 

Some foresighted yachtsmen obtain a 
condition survey on a boat they contem- 
plate purchasing; these surveys are of 
material assistance in writing the risk. 

The yacht policy is a valued form, 
so full value must be carried or the rate 
must be increased to compensate for the 
differential. On a boat having a replace- 
ment value far in excess of its purchase 
price, a higher rate is in order because 
of the cost of repairing partial losses. 
To bring it back to its condition prior to 
the damage may involve expenditure by 
underwriters very much out of line with 
the premium they have charged. 

Protection and indemnity insurance is 
obtainable along with direct insurance on 
the hull. This type of liability insurance 
previously was written on a_ separate 
contract; now—due to increased demand 
and for reasons of simplification—it is 
part and parcel of the yacht policy. The 
yacht P. and I. form grew out of the 
commercial P. and I. policy—but it has 
been tailored to suit the needs of a pleas- 
ure boat owner, discarding many clauses 
in the commercial form which would not 
apply to him. 

It is intended to cover all possible lia- 
bilities of the assured—which may arise 
from the ownership or operation of the 
yacht insured, as well as expenses in- 
curred in defense of his liability. That 
liability may be for property damage, such 
as damage to docks, piers or wharfs—or 
it may be for loss of life, bodily injury 
or illness. It embraces accidents suffered 
by the captain or crew members, with 
their maintenance and care. P. and I. 
insurance may be extended to cover the 


liability of others using the boat with the 
owner’s prior permission. 

To some extent, yacht P. and I. is 
comparable to public liability and prop- 
erty damage liability coverage on auto- 
mobiles. The boat owner, however, un- 
der maritime law has a privilege of limit- 
ing his liability, which the car owner 
does not have. When someone is in- 
jured and the boat owner is sued, he may 
be able in certain cases to limit his lia- 
bility to the value of the boat after the 
accident. The courts have shown a 
marked disinclination to grant petitions 
for limitations of liability on pleasure 
boats; therefore, limitation of liability is 
not the absolute right that many yacht 
owners deem it to be. 

The longshoremen’s and harbor work- 
ers’ compensation clause furnishes cov- 
erage required by the Federal act for 
death or disability to workmen, other 
than crew, employed by the owner or his 
captain. It is applicable only to waters 
under Federal control. 


Competition Extensive 


Competition in the yacht phase of 
marine insurance is extensive. Deducti- 
bles applying to hull insurance are of- 
fered at a reduction in rate. Under cer- 
tain conditions an owner also has the 
option of: receiving a 20% refund of the 
premium at expiration of the policy, in 
the event of no claims; or electing 15% 
off the rate at inception. 

To take care of the outboard craft, an 
all risks outboard policy and also a 
limited outboard contract are available. 
Both of these allow full year cruising 
within continental limits of the United 
States and Canada and provide also for 
any transit overland. While the two 
main types of yacht insurance are the 
full form yacht policy (including P. and 
I.) and the outboard policy, other limited 
forms are offered. These include P. and 
I. only, fire only on inboards and sail 
boats, and fire—theft of the entire boat 
and explosion also on inboards and sail- 
boats. We attempt in a variety of ways 
to provide the kind of coverage that is 
required, running the gamut from port 
risk insurance, to protect a yacht while 
laid-up and out-of-commission, to racing 
coverage on spars and sails to satisfy the 
sailboat racing adherents. 
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Massachusetts Auto 
Rates Decrease 2.9% 


COMM.WHITNEY REVEALS 
Worcester Safety Campaign as 
Allowing Over 10% Saving in 
New Rates 





Cites 





time since 1955 automo- 
Massachusetts’ com- 
pulsory law are down—an average of 
2.9% statewide. State Insurance Com- 
missioner Otis M. Whitney announced 
the revised rates, and_ singled out 
Worcester officials to commend them on 
the effective safety campaign they are 
waging, which has resulted in the big- 
gest decrease in the state, from $75 to 
$65.50 for class one, drivers over 25 with 
cars not used for business. 

The highest rates still will be paid by 
Boston, Chelsea and Revere, although 
they are included in the 328 cities and 
towns that will pay less in 1960. Two 
communities will pay the same and 21 
cities and towns will have their rates 
hiked under the statewide territorial 
readjustments. 

Mr. Whitney urged all cities and towns 


For the first 
bile rates under 


to adopt safety programs similar to 
Worcester’s. 
Massachusetts motorists will save 


about $2 million by the decrease in 
rates, according to Commissioner Whit- 
ney. 

He pointed out that the increased cost 
of settling claims has been offset by 
lower claim frequency reflecting the 
crackdown in law enforcement. 

Commercial vehicle rates will decrease 
an average of 2.4%, but the rates for 
the various commercial car territories 
fluctuate with actual experience, he ex- 
plained. 

New rates for drivers over 25 in Bos- 
ton will be $96 as compared to $99 this 
year. Chelsea will drop in the same 
class, from $101.50 to $94 and Revere 
goes from $86 to $84.50. 

The rates for personal liability are for 
insurance limits of $5,000 per person and 
$10,000 per accident. 

Mr. Whitney said that in the garage- 
dealers classifications, an increase of ap- 
proximately 4% has been ordered. 

A public hearing will be held next 
month on the proposed rates, Whitney 
said. 

Receive Industry’s Praise 


John O’Connor, executive secretary of 
the Casualty Insurance Companies Serv- 
ing Massachusetts, said: “It is obvious 
that Commissioner Whitney confidently 
expects that the stepped-up highway 
safety efforts of Registrar of Motor Ve- 
hicles Clement Riley and of the State 
Police under Commissioner J. Henry 
Goguen not only will justify this rate 
reduction but also will bring about a 
further lowering of insurance costs in 
the future.” 





Northern of N. Y. Seeks 
Maine B. & C. Stock 


Northern Insurance Company of New 
York has filed a registration statement 
with the Securities and Exchange Com- 
mission, seeking registration of 56,000 
shares of capital stock. Northern pro- 
poses to offer to exchange these shares 
for shares of the capital stock of Maine 
Bonding and Casualty Co. at the rate of 
56/100ths of a share of Northern for 
each share Maine stock. 

The exchange offer will expire at the 
close of business on December 31, 1959, 
provided that at least 80,000 shares of 
Maine stock have been tendered for ex- 
change prior to the close of business 


November 9, 1959. 





N. Y. Agents’ Arthur Blum 


Quotes Supt. on Commission; 


Arthur F. Blum, Rockaway Park, 
N. Y., president of the New York State 
Association of Insurance Agents, re- 
ports that the association’s officers in a 
recent conference with New York Insur- 
Thomas Thacher 
have 


ance Superintendent 
observed that “companies 
flatly stating or otherwise inferring that 
recent commission cuts were required 
by the reduced acquisition or produc- 
tion cost allowance in the rate formula.” 

Mr. Blum states that Superintendent 
Thacher commented that “any such in- 
ference is unwarranted.” 

He (Superintendent Thacher), Mr. 
Blum reports, “pointed out that under 
the Insurance Law the superintendent 
has no power to regulate the commis- 
sions which an insurance company pays 
to its producers, and that the company 
is not required to limit its acquisition 
costs to the allowance included in the 
rating formula. 

“No doubt, almost every member of 
our association received noticed from 
one or more of his companies that the 
reason for the reduction in automobile 
commissions was caused by the filing 
made by the National Bureau of Cas- 
ualty Underwriters and/or the National 
Automobile Underwriter Association. 

“Obviously,” Mr. Blum asserts, “the 
statement by Superintendent Thacher 
completely negates this notice from your 
companies.” 


been 


Industry Preparedness for Future A 
Urged in Speech by S. Bruce Black 


Addressing the all-industry luncheon of 
Northern California Chapter, CPCU, in 
San Francisco this week, S. Bruce Black, 
chairman of the board of Liberty Mu- 
tual, urged the industry to be prepared 
to meet changes in the fields of business 
and personal insurance. 

“The future of private insurance will 
be determined by its ability and willing- 
ness to meet adequately the needs for 
insurance protection,” he declared. Mr. 
Black pointed out that the industry it- 
self will not determine those needs 
adding: 

“Tt is my earnest hope that the indus- 
try will not take a wholly negative posi- 
tion to all proposals for change but 
rather that it will actively cooperate in 
whatever studies are to be made and, 
if and when, changes are made by the 
public through their legislators, the in- 
surance industry will cooperate in mak- 
ing the new system effective.” 

Stressing the importance of loss prc- 
vention, Mr. Black declared that it is an 





integral part of insurance protection: ; ee ¥ : 
“Real insurance protection is more than S. BRUCE BLACK 
payment of losses. It means protection 

from loss, prevention of fires and acci-  jyahjilitation of the injured under the 


dents that cause losses, it means mini- present workmen’s compensation insur. Th 


Black called 


mizing disabilities resulting from injuries ance system, Mr “encour- 

through medical care and reh: vbilitation aging” the growing concern with the pos. a 
and it means equitable discrimination in gihility of a similar approach to automo. oxy 
insurance costs to insurance buyers, bile accident caused injuries. “It seems 
truly based on their ability and willing-  jnevitable that important changes wil Bes 


ness to do the things necessary to pre- 


be made some time in the present negli- 
vent losses.” : : He 


gence system as regards automobile in- 


: Be ais ‘ Pe peop 
Attitude to Rehabilitation Encouraging Juries,” he said. facto 
Comments Made on Competition prod 


Referring to the medical care and re- “ 
n 








Agency Supt. 
W. E. DANDRIDGE 


Long Island 





your share 
of the profits? 


Public service has shown a steady growth over Mr 
the 35 years it has been serving the public. This 
growth has come as a result of our support of the 
American Agency system, a liberal commission 
as well as an attractive dividend and deviation 
arrangement. Another factor has been the sound 
financial status of the company and its reputation 
for speedy and sufficient service. 


20% DEVIATION 
General Liability All Forms 


15% DEVIATION 
Fire and Allied Lines 


10% DEVIATION 
Auto liability, other than private vehicles 


DIVIDEND PAYING 
Workmen’s Compensation 





Advances in insurance methods and chan; 
service already made by private insur- in pr 
ance, Mr. Black maintained, have re- Inc 
sulted largely from competition between uses | 
insuring organizations. “There are Mr 

. varying kinds and degrees of competi- chan; 

Are ou getting tion,” he said. “There can be active He 
competition between companies with ness | 

essentially similar products and services publi 


and such competition does promote 
progress in the quality of products and 


services and reduction in costs. Dra- 
matic changes, however, result from ‘ 
competition between different ways of , 


providing protection.” 

Black referred to the automobile 
insurance business, its development, and 
the subsequent shortcomings of pioneers 
in the field at developing new methods, 
following .. . traditional rating methods, 
and selling methods. 

“The failure or inability of these com- 
panies to bring about major changes i 
automobile insurance left the market 
open for others. New companies entered 
this field, with revolutionary methods, 
new concepts on pricing, and new sell- 
ing methods. They have had phenomenal 
growth ... so rapid that it is causing a 


revolution in automobile insurance. 
Their selling methods have been sharply 
different from the traditional agency 
* methods. 


“As a result of the success and growth 
of these companies, it is quite clear that 
the automobile insurance business will 
never be the same as it was before they 
became important in the industry. Com- 
panies are cutting selling costs, pri- 
marily by cutting commissions, but they 
are also trying to cut other costs. Some 


our deviation arrange- 
ment and liberal & 
& commission make 
Public Service insurance 
easier to sell. 





ROBERT ZMOOS 

° companies are experimenting with revo- 

Hudson Valley € lutionary changes in the agents’ tradi- 
HENRY KOTZEN tional relationship with policyholders, W 

. with companies writing policies and 
UPSTATE doing the billing and accounting. !0 It’s ; 
W. C. VAN VECHTEN other words, making the policyholder 4 where 
Monager direct customer of the company. Pric- Americ 
10 Gibbs St. MUTUAL INSURANCE CO. ing methods are being changed, classi Fla., 
Rochester 4, N.Y. 35 years of public service fications are being refined, coverages ate Wats ; 
Special Agent being packaged. ‘ most p 
WILLIAM D. WILLIAMS HOME OFFICE Further along, though, Mr. Blac the sat 
10 Columbus Circle, New York 19, N.Y. pointed out that “Competition “eo years | 
Deviations and Dividends Shown for New York State ....for other States write New York Off Rediecht price Toe siaeyece ae ee 
e...tor other states write New Yor ice (Continued on Page 59) around 



















25, 1959 


———_—: 


lack 





der the 
1 insur- 
encour- 
the pos- 
1utomo- 
t seems 
res will 
it negli- 
bile in- 


ition 


ds and 
- insur- 
ave Te- 
yetween 
res are 
ompeti- 

active 
swith 
services 
romote 
cts and 

Dra- 

from 
rays of 


mobile 
nt, and 
ioneers 
ethods, 
ethods, 


e com- 
1ges Ili 
market 
ontered 
ethods, 
w. sell- 
omenal 
ising a 
urance. 
sharply 
agency 


srowth 
ar that 
ss will 
e they 
_ Com- 
;, pri- 
it they 
Some 
| revo- 
tradi- 
olders, 
s and 
g. In 
Ider a 
Pric- 
classi- 
res are 


Black 
whicl! 
out 4 











) 


September 25, 1959 










Page 55 








Advice on Preparing 
An Agency’s Future 


GIVEN BY ROBERT P. PALMER 


Mutual Agents’ Convention Hears 
Kemper Group Speaker; Seven 
Steps to Perpetuation 


Speaking at the Louisiana Mutual 
Agents convention in New Orleans last 
week, Robert P. Palmer, secretary, 
ggency production manager for the 

per Group, declared that the agents 
are facing more of everything, including 
competition. 


~ “Almost any hole in your wall of pro- 
fection around your client is big enough 
for your competition to get in and start 
taking business away from you,” Mr. 
Palmer reminded his listeners. He did 
reassure his audience that the converse 
js also true. “If you have taken care 
of all your customer’s insurance needs, 
you have given him peace of mind he 
cannot do without in this confusing 
world. He won’t dare leave you if he 
feels he can trust you for all his insur- 
ance needs. 

“The mass-market direct writers are 
in, or will be getting into the commercial 
field. Some life insurance companies will 
enter the fire and casualty field,’ Mr. 
Palmer pointed out. “But, there will be 
more opportunities for you. Every sale 
is an opportunity, and you cannot have 
more customers without having more 
opportunity.” 

More Changes, More Opportunity 

The keynote of the meeting was “the 
perpetuation of your agency.” Mr. 
Palmer commented that no one could 
look that far into the future, but in the 
few years ahead he could forecast “more 
of everything.” 

He said, “there are bound to be more 
people, more families, more homes, more 
factories employing people and more 
products from these factories. 

“In our business, we must expect more 
changes ... policy changes . .. changes 
in procedures . . . changes in hazards.” 

Increased use of aircraft and peaceful 
uses of atomic energy were developments 
Mr Palmer cited as creating more 
changes in hazards. 

He also predicted more cost-conscious- 
ness on the part of the insurance-buying 
public, partly because of inflation. All of 


ROBERT P. PALMER 


these “should make more competition.” 
To Help Perpetuate Agencies 

Mr. Palmer offered seven avenues 
open to agents for the perpetuation of 
their agencies. He advised the mutual 
agents: 

1) Welcome the policy changes that 
are coming. “Embrace them and 
through education make ‘your position 
stronger than ever before as a counselor 
of your clients.” 

2) Use the procedural changes that 
are here, or that are coming, “to save 
your time for learning and for selling.” 

3) Make yourself entirely familiar 
with the changes in hazards. 

4) Get ready to reach and sell more 
people, more families, more factories. 

5) Find and use a low net-cost deal 
which will become more necessary than 
ever. 

6) Get ready for more competition, not 
only by achieving the low net cost but 
by selling your clients everything they 
need in the way of insurance. 

7) Build your agency to the point 
where it will be the dominant factor in 
any merger that may come, and merge 
your interests with those of your com- 
panies—in advertising and selling. 





Hays Again Owner, 1908 Maxwell Gx 





Walter L. Hays and Mrs. Hays of Orlando, Fla., in their 1908 Maxwell car. 


It’s a far cry from Eagle Grove, Iowa, 
where Walter L. Hays, president of 
American Fire & Casualty of Orlando, 
Fla, started his insurance career 45 
years ago. Today he is one of Florida’s 
Most prominent insurance executives. At 
the same time he doesn’t forget his early 
years in Eagle Grove, and particularly 
the 1908 Maxwell car which got him 
around the countryside to call on pros- 


pects and clients. 

So a short time ago Mr. Hays repur- 
chased this 1908 model Maxwell from a 
museum and it’s now one of his prized 
early Americana possessions. 

In addition to being president of 
American F. & C.,, Mr. Hays also heads 
the American Independent Reinsurance 
Co. Both companies have prospered 
under his leadership. 





To Study British Reinsurance in 


London on Anglo-American Fellowship 


inaugurated fellowship de- 
signed to understanding 
friendship between British and Ameri- 
can insurance communities was won by 
Ward B. Gordon of the New York office 
of Marsh & McLennan, insurance 
brokers. 

The fellowship consists of a six weeks’ 
all-expenses-paid trip to 
the purpose of studying methods and 
procedures of the British reinsurance 
market. It is sponsored by 
Managers, Limited, New York City, cas- 
ualty reinsurance managers of a group 
of American insurance companies. 

According to Ben D. Cooke, president 
of Agency Managers, and senior part- 
ner of B. D. Cooke & Partners, Ltd., of 
London, the fellowship should encourage 
a greater interest in and a better un- 
derstanding of reinsurance problems and 
operations in both the American and 
British markets. yas 

The Anglo-American Fellowship is 
awarded under the auspices of The 
School of Insurance conducted by the 
Insurance Society of New York. Any 
student at The School of Insurance, age 
35 or under, who is a citizen or perma- 
nent resident of the United States, is 
eligible to compete for this annual 
award. Candidates, according to Arthur 
C. Goerlich, president of the Insurance 
Society, are judged by character, exam- 
ination, and the writing of an essay on 
reinsurance. 

Mr. Gordon, the winner in its initial 
year, is 28 years of age, a graduate of 
the University of Pennsylvania. The 
title of the essay he submitted in com- 
petition for the Fellowship is: “The Re- 
insurance of Automobile Liability and 
Workmen’s Compensation Insurance 
(1945-1959).” 

The Fellowship consists of a $1,750 
donation annually by Agency Managers, 
Limited, to the Insurance Society of 
New York. From this sum the Society 
pays the first-class trans-Atlantic pass- 
age to and from London of the winner 
of the Fellowship. Any monies remain- 
ing, over and above the cost of the 
fare, are available to the Society for 
any other purpose it may find desirable. 

The London expenses of the Fellow- 
ship winner — hotel accommodation, 
meals, travel in England, and so forth, 


A newly 


promote and 


England for 


Agency 





At left, R. H. Jones, Agency Managers, 


Ltd., congratulating Ward B. Gordon, 
Marsh & McLennan, winner of Anglo- 
America reinsurance fellowship award. 
At right, Arthur C. Goerlich, Insurance 
Society president. 


will be met by Agency Managers, Lim- 
ited’s, associated company, B. D. Cooke 
& Partners, Ltd., London. 

iMr. Gordon left on his Fellowship 
trip by BOAC jet Comet last Tuesday, 
September 22. He arrived in London 
in time to attend the B. D. Cooke & 
Partners celebrated semi-annual event, 
their Branch Managers Conference, in 
which all the members of the executive 
staff, and those of its associated com- 
panies, will participate. 

As in the past, over 300 people com- 
prising the entire personnel of the or- 
ganization, with their wives (or hus- 
bands), will be present at the colorful 
dinner dance that will be held in the 
ballroom of London’s fashionable Picca- 
dilly Hotel on the evening of October 
1. They will come from around Britain, 
many European countries and from the 
Near East. The Conference is being 
held this year on September 30 and 
October 1. 





Allstate President Plugs 
H.S. Driver Training Plans 


If inadequately-trained drivers are al- 
lowed to operate cars, significant prog- 
ress in accident prevention will not be 


made, Allstate’s President Judson B. 
Branch declared in Los Angeles last 
week. 


In a strong plea for high school driver 
training by competent instructors, Mr. 
Branch called it “as necessary a part of 
the curriculum as any academic study. 
In our highly motorized society it is 
essential that we teach our youngsters 
how to live safely in this age of the auto- 
mobile.” 


California’s high-school driver pro- 
gram supported by state funds. was 
praised by Mr. Branch although, he 


pointed out, that a higher rate of traffic 
deaths and injuries again last year, points 
sey need for even greater training meth- 
ods. 

Allstate, Mr. Branch pointed out, has 
distributed over $597,000 for driver educa- 
tion since 1953 through the Allstate 
Foundation. 





FIREMAN’S FUND DIVIDEND 

The Fireman’s directors have declared 
a quarterly dividend of 45¢ per share on 
the capital stock of the company, pay- 
able October 15 to stock of record Sep- 
tember 25. 


Best’s Aggregates, Averages 
1959 Edition Now Available 


The 1959 edition of Best’s Aggregates 
and Averages, just published, presents an 
authentic statistical history of fire and 
casualty insurance covering all stock 
companies and mutual companies writing 
75% of all mutual business. 

Tables and graphs show important 
trends over the past 50 years, and give 
the comparative position of the indi- 
vidual insurance companies with respect 
to premium volume, operating expenses, 
assets and liabilities, underwriting re- 
sults, experierice by line, etc. Each com- 
pany’s position is measured against ag- 
gregate figures for the industry and for 
its own class of carrier. 

The cost is $15. Copies can be ob- 
tained from Alfred M. Best Co., Inc., 75 
Fulton Street, New York 38, or from the 
company’s branch offices. 





DECKER’S 25TH MILESTONE 

David J. Decker, trial attorney with 
Hartford Accident & Indemnity in New 
York, marked his 25th anniversary with 
the company on September 13. A grad- 
uate of Fordham University and its Law 
School, Mr. Decker is active in boy 
scout work and in yachting. He is also 
a past president of Chester Heights Civic 
Association, Eastchester, N. 
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Government Insurance 


. 


in A. & H. and WC; Importance 
of Claim Handling Attitude 





State and federal government inter- 
vention in the insurance business is no 
vague threat, Norris C. Flanagin warned 


in Chicago last week. “It is a develop- 


ment which already is in evidence and 
which private insurance must do all in 
its power to fight and overcome,” the 


NORRIS C. FLANAGIN 


president of Lumbermens Mutual Cas- 
ualty and American Motorists, declared. 
Mr, Flanagin, speaking at a session of 
the Mutual Managers Conference 
in the Edgewater Beach Hotel, stated: 
“We are increasingly threatened in our 
business with the possibility of socialism 
in one guise or another. The O’Ma- 
honey investigation in Washington with 
the threat of Federal regulation is a 
serious indication of what may follow. 


Forand Bill Still a Threat 


“The proposed Forand bill, which 
would have provided hospital insurance, 
under an additional social security pay- 
roll tax, for social security pensioners 
age 65 and over was shelved, but it re- 
mains a real threat.” 

Casualty insurance 
already are encountering 
petition from state funds which are 
writing workmen’s compensation insur- 
ance and, in several states, accident and 
health insurance as well. 

This year, in California, we have wit 
nessed the broadening of benefits under 
the Unemployment Compensation Dis- 
ability Law to a point where some pri- 
vate companies are withdrawing com- 
pletely from this field and others are 
being forced to retire from much of 
their business.” 

The principal issues which politicians 
might use to inject the state or Federal 
government into the insurance business 
include “a social need for insurance 
coverage which the companies are not 


Li SS 


companies, he said, 
serious com- 


providing, high rates for insurance 
coverage and the reaction from the pub- 
lic at the time of loss,” Mr. Flanagin 


told the claim managers. 

“The industry has recognized the first 
of these possible issues and has steadily 
broadened the coverage provided under 
accident and health contracts. The com- 
panies have aggressively sold these pol- 
icies to a point where some 71% of all 
the citizens in this country have some 
form of accident and health protection.” 

As to high rates for insurance cover- 
age, he said, “You in the loss adjusting 
field can inf@uence this factor from two 
standpoints. First, avoid over-payment 
of losses even though there may be a 
considerable amount of pressure to do 





Is No Vague Threat 
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Kemper Group Executive Cites Trends 


Wm. H. Brewster Cites 


Advances In Business 


IN SPEECH TO MAINE AGENTS 





Reflect Dynamic Changes; Spot- 
lights Present Trends 


Speaking at the recent annual meet- 
ing of the Maine State Association of 
Insurance Agents, William H. Brewster, 
special assistant to the general manager 
for public relations of the National Bu- 
reau, said that “casualty insurance busi- 
ness has always demonstrated its 


WILLIAM H. BREWSTER 


dynamic characteristics through its abil- 
ity to reflect the many changes which 
have developed in our economy.” 

He stated that, “the present trend to- 
ward greater flexibility on the part of 
rating organizations and companies 1s 
a healthful sign that we can adjust to 
changing conditions on behalf of the 
insuring public and, at the same time 


keep before us the broad and secure 
base of experience developed by the 
National Bureau of Casualty Under- 


writers.” 
Bureau Spokesman Shows Trends 
Mr. Brewster listed changes that are 
appearing on the scene, where old meth- 
ods and procedures are being supplanted. 


1. New private passenger automobile 
rating plans. 2, Streamlined package 
policies. 3. Special sales forces of com- 


panies. 4. Increased recruiting at the col- 
“3 level. 

Company programs for six months’ 
dies business machine procedures, di- 
rect billing and elimination of flat can- 
cellations. 

6. More valuable time 
contact and serve clients. 7. Higher de- 
gree of teamwork between agent and 
company to facilitate solution of current 
problems. 8. The development of better 
coverage for policyholders at a fair and 
reasonable cost. 


for agents to 





so. Secondly, strive to keep your loss 
expenses down.” 

Claims Handling and Socialization 

In overcoming the third factor which 
could lead to socialism in the insurance 
industry, he told conference delegates, 
“you more than anyone else can control 


the reaction ultimately left with the 
policyholder. 
“T am not recommending that you 


over-pay claims. I am talking about a 
question of attitude more than anything 
else ... we do more by a warm, friendly 
manner in handling a claim while stick- 
ing to the policy contract than we do by 
over-paying.’ 

Mr. Flanagin suggested that loss ad- 


justers support and participate actively 


in the educational and training programs 





Says National Bureau Always Able to 


New Officers and Executive Committee of New ety A gent; 





































































Officers and executive committee of the New Jersey Association of Insurane 
Agents during their 66th annual convention at Atlantic City. 


Left to right, seated: 


Robert W. Hutchison, Vineland; executive committeeman; John S. Sheiry, Bridge. 


ton, state national director; Ira F. 


Paterson, 


tive committeeman. 


Standing in rear: all members of the executive committee: 
Louis Greenberg, Atlantic City; Lawrence Robinson, New Brunswick: 
Emile Karam, 


Little Ferry; 
Edwin Rothberg, 
Moorestown. 


Plainfield; 





Bowne Auto, Casualty 
Mgr. fox Pearl Group 


Companies of the Pearl-Monarch In- 
surance Group, the Pearl Assurance and 
Monarch of Ohio, announce appointment 
of William H. Bowne as manager of the 
automobile and casualty department. 

A native of Brooklyn, Mr. Bowne re- 
ceived his education at Brooklyn Prep- 
aratory School and Rutgers University. 
After serving with the United States 
Marine Corps during World War II he 
joined Crum & Forster as an automobile 
underwriter, subsequently moving into 
the casualty department when that group 
commenced its multiple line operations. 

In 1954 Mr. Bowne was appointed 
agency superintendent for the Pearl- 
Monarch Insurance Group and took an 
active part in the formation and devel- 
opment of a casualty department. 





81 Surety Assn. Members 

The Citizens Insurance Co. of New 
Jersey, of the Hartford Fire Group, has 
been elected to membership in the 
Surety Association of America bringing 
total membership to 81 companies. 

The Hartford Accident and Indemnity 
Co. and the New York Underwriters In- 
surance Co., both of the Hartford Fire 
Group, also are association members, 
with membership of the Hartford Acci- 
dent & Indemnity Co. going as far back 
as November, 1915. 


1.3% Hike in Md. Auto Rates 


Revised private passenger automobile 
liability insurance rates for Maryland 
were announced by the Mutual Insur- 
ance Rating Bureau effective September 
23. The revision produces an overall 
average statewide rate level change of 
only 1.3% because of a reduction in the 
property damage rates coupled with an 
increase in bodily injury liability rates. 





available now and those being developed 
for future use. “Your stock in trade is 
your knowledge and your ability to work 
efficiently with policyholders on behalf 
of the companies. You must, if you are 
to serve our policyholders and the com- 
panies, be well-trained, efficient ad- 
justers in the field.” 

He urged a continued and increasing 
awareness of the public relations aspects 
of the loss adjuster’s job. “It is you, 
who have personal contact at the time 
of a claim, who can diplomatically main- 
tain friendly relationships between com- 
pany and claimant. You are our great- 
est asset in helping to establish and 
maintain good public relations within 
your communities.” 


Weisbart, 
chairman of executive committee; 
diate past-president and executive committeeman; 


James L. 
Trenton, 


Jersey City, president : 


Rya 
Milton H. Grannatt, hi 


imme. 


West Orange; Jack K. 


ny 


ELIZABETH A. SMITH PROMOTED 
Now in Charge we Public Relations fo, 
American F. & C. of Orlando; Also 

Editor of Its House Organ 

Elizabeth Ann Smith has been pro- 
moted by the executive committee of 
American Fire & Casualty of Orlando, 
Fla., to the post of assistant secretary 
in charge of the company’s public rela- 
tions, For the past three years she has 
been assisting Dorothy C. de Noyelles, 
corporate secretary of the American, in 
the capacity of chief stock transfer clerk 

At the same time Miss Smith has had 
much to do with the publishing of the com- 
pany’s house organ, “The American- 
izer,” and will now take full charge of 
this work as well as that of public rela- 
tions. 

She started with American in Novem- 
ber, 1949, as secretary to C. Blakey, now 
vice president, In 1953 she passed the 
Certified Professional Secretary exam- 
ination. The following year she was 
promoted to be one of President Walter 
Hays’ secretaries. 

Miss Smith, who is a past president 
of the American Employes’ Association 
and now its secretary. is a graduate of 
Marygrove College, Detroit (B.A. de- 
gree). She is an accomplished pianist. 





MIRB Liability Rates Set 


Revised Owners’, Landlords’ and Ten- 
ants’ bodily injury liability rates and re- 
vised Storekeeper’s Liability rates for 
the States of Delaware, Florida, Minne- 
sota, Nevada, Oregon, Utah and the Dis- 
trict of Columbia, were announced effec- 
tive September 23 by the Mutual Insur- 
ance Rating Bureau. 

Following are the average ee g 


level increases—Delaware, 184%; 
trict of Columbia, 8. 7% : pte 
13.1%; Nevada, 25%; Oregon, 25.8%, and 


Utah, 18%. 





Head Buffalo C. & S. Club 


Robert P. Burns, bond superintendent 
of The Travelers was recently installed 
as president of the Casualty & Surety 
Club of Buffalo. 

Other officers are Vice President 
Frank P. Trumble of F. E. Seymour Inc. 
and Secretary-Treasurer Donald J. Greg: 
ory, assistant manager, Indemnity Insur- 
ance Co. of North America. An installa- 
tion luncheon was held in the Buffalo 
Athletic Club. 


——n O. L. & T. 30% Hike 

A 30% average statewide increase in 
0. L. & T. bodily injury rates was a 
nounced effective September 23 in Ih 
nois by the National Bureau of Casualty 
Underwriters. 
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nnesota, 


8%, and 
“The increased income’s fine!” 


American’s increased income plan. All part of Insureman- 


Club 


rtendent If you can keep your best auto accounts by writing competi- 


mr tively priced quality protection with a ball-point pen and 
resident delivering on the spot.... 
a If you own all expirations, get new and re- 
y Insur newal commissions monthly and have all 


installa: 
Buffalo record keeping done for you. .. . 


ship* of course. 
For the inside story, a note to our nearest office! 


ZURICH INSURANCE COMPANY 

AMERICAN GUARANTEE AND LIABILITY INSURANCE COMPANY 

ZURICH LIFE INSURANCE COMPANY (an affiliate) 

135 South LaSalle Street, Chicago 3, Illinois 

OFFICES IN PRINCIPAL CITIES: New York, Boston, Providence, 

If the company bills your clients ay tea if the New Haven, Buffalo, Amsterdam, Orange, Philadelphia, Pittsburgh, 

Baltimore, Greensboro, Charleston, Savannah, Atlanta, Birming- 

, Hike policy is automatically renewable and payable ham, Canton, Cleveland, Cincinnati, Detroit, Grand Rapids, 
Minneapolis, Milwaukee, Chicago, Jackson, Dallas, St. Louis, 
Kansas City, Denver, Seattle, Portland, Sacramento, San Francisco, 


was semi-annually. ae ZU R | C H : AM ER | CA iN Fresno, Los Angeles, Phoenix. 
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K. K. Walsh Stimulates Agent Interest 
In Cultivating Small Group Business 


14—Kenneth Kk. 
department, 


Atlantic City, Sept. 
Walsh, manager, Group 
Philadelphia Life, stimulated the interest 
of producers attending the 66th annual 
convention here of New 
tion of Insurance Agents to 
more small Group business. In his ad- 
dress this afternoon Mr. Walsh recom- 
mended _ that popular 
line to small employers, 
of the commission 
receive but because Group can be util- 


Jersey , Associa 


develop 


agents sell this 
not only because 
increased they will 
ized as a stepping stone to more lucra- 
tive classes of business. 

“Have you ever considered what your 
offer to the typical small 
business?” Mr. Walsh asked his audi- 
ence. Do you know, for instance, that 
Group major medical may now be writ- 
ten with as few as ten people? Group 
life insurance has been legally available 
to firm of this since December, 
1956. Have you considered installing a 
payroll deduction This can be 
done with as few as five people. New 
Jersey TDB, the accident 
and sickness program, is required by the 


agency can 


size 
plan? 
compulsory 


state wherever four or more people are 
employed. You can even qualify a pen- 
sion plan with as few as one or two 
individual 


persons! Add to this sales 


of key man life or accident insurance 
plus all of the general lines and the list 


becomes impressive indeed. 


Group Is the Key to Open the Door 
New 


workers, 


labor force in 
agricultural 
Within 


tremendous 


“Last year the 
excluding 


2,400,000. 


there is a 


Jersey, 
numbered this vast 
marketing area 
insurance guidance 
level. It is an 
actually 


need for competent 


at the smal] business 


area easily overlooked and 


avoided because many agents refuse to 


time soliciting 
small-business prospects. Admittedly, 

is sometimes difficult to pin down a 
responsible individual for a satisfactory 
interview relative to insurance problems 
Nevertheless, there is a solution, a key 
to open the door, a means of integrating 
yourself with these closely-knit com- 
panies. eer key is Group insurance. 

Mr. Walsh said it was a paradoxical 
situation that the Group life insurance 
business, which has grown to “big busi- 
ness” since 1931, is now devoting much 
of its sales effort to cultivating small 
employers in the so-called baby Group 
market. The speaker maintained that a 
group plan for the small employer holds 
a lot of appeal. “It allows him to keep 
pace in the man-power pool with his 
larger competitors. The thrifty employer 
is also alert to the fact that the greatest 
percentage of the usually allo- 
cated directly to the owners or to key 
personnel. Moreover, the small business 
enjoys the same non-medical underwrit- 
ing and has identical tax advantages,’ 
says Mr. Walsh 

“Cost-wise, a Group plan is really a 
bargain to the small concern. Many life 
insurance companies use approximately 
the small rate tables for the miniature 
Group cases as are applied to accounts 
involving many more people. Casualty 
companies tend to load their rates 
slightly, but the cost is still reasonable 
in light of the benefits offered. 

“As a_ rule, underwriting for the 
smaller cases is liberal. It is possible to 
provide up to $20,000 on the key people 
with a base of $8,000 on most of the 
others. Not too many years ago a 


invest any amount of 


cost is 


$20,000 Group certificate was issued only 
several 
True, 


hundred lives were in- 
when small Group plans 


where 
sured. 


became available, practically all 
companies offered the client a_ pre- 
determined schedule of benefits. Al- 
though this practice is still common, the 
competition for this class of business is 
keen and the more aggressive carriers 
will allow a large degree of flexibility 
for even the smallest group.” 

TDB Under Private Plans Favored 

The speaker then discussed TDB, the 
compulsory A. & S. plan that has been 
operative in New Jersey since January, 


first 


1949. “Under the law benefits must be 
provided either through a private car- 
rier or under the State program. A 


weekly income, not to exceed $35, is pre- 
scribed for an aggregate of 26 weeks 
in any 12 month period. The law permits 
the employer to collect an annual pre- 
mium for his employes not in excess of 
one-half of 1% on the first $3,000 of 
earnings. To this the employer adds a 
quarter of 1%, arriving at a total annual 
premium of $22.50 per employe for a 


potential benefit payment of $910. 
interesting,” Mr. 


“ait: 4s Walsh adds, 





LARGE CAPACITY:-PROMPT SERVICE 


EXCESS LIMITS 


OVER PRIMARY OR SELF INSURED RISKS 








“to compare a private carrier’s rate of 
approximately $25, even under the most 
favorable underwriting conditions. It 
rapidly becomes apparent that it is going 
to be most difficult to compete with the 
government for this business. Needless 
to say, plans insured by the state do not 
pay commissions. Last year 844 new pri- 
vate plans were approved. At the same 
time 1,133 were terminated. The bulk of 
the terminations were the result of ad- 
verse experience among small employers 
whose low premium could not sustain 
even a modest claim load. 

“At the time an employer enters the 
state plan, his rate is fixed for a three- 
year period at three-fourths of 1% of 
payroll. After, the three years, ‘he is 
experience rated and, according to the 
law, may be assessed at a maximum of 
1% or a minimum of one-tenth of 1%. 

“You may wonder why 16,000 em- 
ployers still prefer to carry private plans 
and why nearly 200 employers self-insure 
their benefits. There are some valid rea- 
sons. The state plan does not provide 
the flexibility needed to meet negotiated 
benefits. There is no provision for any 
sort of maternity coverage under TDB, 
and the law provides that only employes 
may be insured. This would automati- 
cally exclude partners and proprietors. 
Finally, private plans usually arrange 
benefit schedules on a per illness basis 
rather than a fixed maximum per yea 





ON 


COUNTRYWIDE 


call on write... 


JOHN R. WIEST, Vice President. 













TELEPHONE . . . BOwling Green 9-9100 


as the state has done. 

“The private plans are concentrated 
mainly on the large industries. This j, 
clearly shown by the fact that nearly 
twice as many employes are insured 
under private plans than with the State 
even though the state has three times 
as many plans in force. Insofar ag j, 
relates to the small Group picture, TDR 
appears to be one of the less desirable 
coverages from the agent’s viewpoint 
unless there is a definite need for bene. 
fits exceeding the legal minimum. Of all 
of the insurance companies entered jn 
New Jersey, only 61 are handling TDR 
Last year the summary of their com. 
bined operations showed a sizable net 
loss. It is safe to assume that in many 
cases the accident and sickness line js 
being offered as a loss leader in order to 
sell other business which might possibly 
be more profitable to the underwriting 
companies. 


Solicitation of Small Group Business 


Further along Mr. Walsh told why the 
problems that occur when selling Group 
to the larger employer are frequently 
non-existent when dealing with smaller 
groups. He explained: “In the past, 
large cases have almost always been sold 
as a result of a strong personal contact, 
Today many big firms will route their 
Group business through consulting 


(Continued on Page 60) 
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Important Booklet 
Issued by Surety Assn. 


CALLED “BONDS OF SURETYSHIP” 





Emphasizes Value of Bonded Contract 
to Owner, Architect, Subcontractors, 
Suppliers; Wide Circulation 





The nature and functions of construc- 
tion contract bonds and the advantages 
accruing from the bonded contract to the 
owner, architect, contractor, subcontrac- 
tor and supplier are discussed in a 44- 
page booklet just published by the 
Surety Association of America. 

Under the title, “Bonds of Suretyship,” 
the booklet reproduces in convenient and 
compact form the three sections on 
bonds from the 1958 edition of the 
“Handbook of Architectural] Practice” of 
the American Institute of Architects. 
Five appendixes reproduce the Bid, Per- 
formance and Payment 
were recently approved by the American 
Institute of Architects as its official 
forms, and the Performance and Vlay- 
ment Bonds of the General Services Ad- 
ministration, U. S. Government. The 
booklet is well indexed. 


3onds which 


Architect’s President Wrote Foreword 


The foreword was prepared by John 
Noble Kichards FAA, president of 
the American Institute ot Architects, 
who comments in part: “Since construc- 
tion bonds are an essential part of 
today’s construction procedures, the 
functions of which are not well under- 
stood particularly by the less experi- 
enced practitiouers and by clients, pros- 
pective clients and the construction in- 
dustry, this booklet is a reproduction in 
convenient form of a highly significant 
portion of the handbook which is one 
of the institute’s important public rela- 
tions documents. 

“The architect would, before a client 
enters into a building contract without 
a performance bond and a labor and 
material payment bond, make sure that 
the owner fully understands the risks in- 
volved. Consequently, we welcome the 
distribution of this booklet by the 
Surety Association of America and hope 
that it will find its way into the hands 
of every architect, architect in training, 
engineer, contractor, producer and dis- 
tributor of building products who will 
then desire to have a complete copy of 
the handbook available for reference. It 
should also be read by clients, prospec- 
tive clients and other laymen.” 

The cover reproduces the blueprint of 
the “E” Street elevation (south) of the 
national headquarters of the Associated 
General Contractors of America, Inc., 
Washington, D. C. 


Bonds Lighten Architects Burden 


Keynoting its contents, the booklet 
states preliminarily that “construction 
bonds make it possible for the contrac- 
tor to provide the architect and the 
owner with the guarantee of a respon- 
sible surety company that he will satis- 
factorily perform the project at his price 
and pay his bills, notwithstanding the 
fact that other contractors may ‘have dis- 
agreed with his judgment as evidenced 
by their higher bids. Such bonds lift 
a large portion of the burden from archi- 
tects by financially qualifying contrac- 
tors who ask to bid construction work 
for which they are responsible.” 

“Bonds of Suretyship” is being dis- 
tributed on a broad scale to every mem- 
ber of the American Institute of 
Architects and the Associated General 
Contractors of America, to other segments 
of the construction industry, to public 
awarding officials, and to colleges and 
libraries. 

David Porter, educational director of 
the Surety Association, had large re- 
sponsibility in the preparation of this 
outstanding booklet. 

Single copies may be obtained without 
charge from the educational department 
of the Surety Association of America, 
6 John Street, New York 38. 


§. Bruce Black Talk 


(Continued from Page 54) 


commensurate reduction in the cost of 
producing the insurance and which un- 
fairly discriminates in prices between 
policyholders is destructive competition, 
jeopardizing the soundness of the insur- 
ance and injurious to the public interest.” 
Task of State Regulators 

The task of the insurance state regu- 
latory and 
superintendents—becomes more difficult 
as price competition develops, Mr. Black 


authorities—commissioners 


observed. 

“Insurance companies with large re- 
accumulated from past profits 
or with profits earned from other kinds 


sources 


of insurance can survive a period of sell- 
ing some lines of insurance at less than 
cost and thereby eliminate less fortunate 
competitors through forced merges or 
insolvency, but such a result would not 
be in the long term interest of the public 
or of the insurance industry and would 
be definitely harmful to those whose 
protection is destroyed,” he said. 
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“Prevention of such developments 
places upon the insurance supervisor the 
responsibility of being concerned with 
inadequate rates as well as éxcessive 
rates. Measuring the equity, reasonable- 
ness and adequacy of the rates, for indi- 
vidual companies or groups of companies 
is made especially difficult by the ab- 
sence of adequate statistical and ac- 
counting standards which are needed to 
provide yardsticks of measurement.” 

Mr. Black expressed confidence in 
the state regulatory system as distinct 
from a Federal system for the chance 
of assuring constructive competition. He 
did warn that the states will preserve 


their powers only so long as they are 
vigorous and wise. 

As to industry leadership personnel, 
Mr. Black said that those who have 
qualified as chartered underwriters have 
only begun preparation for administra- 
tive roles. “Insurance,” he pointed out, 
“does not create the needs for protec- 
tion; changing social, economic, and po- 
litical conditions will determine those 
needs. Those who best understand those 
changing needs, and who also have 
knowledge of the techniques of insur- 
ance are those who will best be pre- 
pared for the future leadership of our 
industry.” 


You'll enjoy “THE TWENTIETH CENTURY,” Sundays,-CBS-TV 
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use of sickness or injury? | 


Protect your income 
AGAINST SICKNESS © 
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Set up this eye-catching Prudential Sales Aid and watch it go 
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On Small Group Business 


(Continued from Page 58) 


houses that screen competitive bids, 
eliminating the personal aspect to a 
large degree. Quite obviously, your 
most natural source of business should 
be your existing policyholders and 
friends. However, Group business has 


been successfully solicited in many other 
ways, such as newspaper and telephone 
directory advertising, direct mail, and 
premium notice stuffers has been tried 
with satisfactory results. Companies 
with industrial departments have enjoyed 
good success in cold canvass. In the 
final analysis, your pattern of Group 
prospecting will depend on the way in 
which you operate your business and 
your community. 

“Where to begin? It’s logical to se- 
lect one as a start. Why not try a 
friend, or a policyholder who owns a 
small business with at least ten em- 
ployes? A casual inquiry at lunch or 
perhaps a more pointed question over 
the telephone will start the ball rolling. 
Put the question: ‘Have you ever con- 
sidered Group benefits? Why not let 
me obtain some cost figures for you.’ 

‘Before a proposal can be prepared, 
you should obtain certain information, 
the age, sex, earnings and possibly the 
occupation of the people to be covered. 
Somewhere along the line you will have 
to enlist the aid of a trained Group man. 
All Group-writing companies employ 
salaried men well-versed in all the tech- 
nical aspects of selling this line. It is 
the job of the Group salesman to make 
up the proposal and, wherever possible, 
make the presentation together with the 
agent. 

“Generally, if a prospect is willing to 
provide you with census information, he 
is 50% sold before he actually sees any 
figures. During the sales call you should 
determine the best benefits he can af- 
ford within his financial limitations. 
Quite often the client will have some 
ideas of his own and it is not unusual 
that revised proposals may be in order. 

Agent Becomes Interested Spectator 

“After the application and a deposit 
check has been received, the agent can 
become an interested spectator. The 
Group man will deliver the master pol- 
icies, the employe certificates and re- 
view the accounting and administrative 
procedures during the case installation. 
He will encourage the account to cor- 
respond directly with the company on 
claims and other routine matters. If he 
is doing a good job, he will make pe- 
riodical sales calls on your accounts 
keeping you posted regarding any de- 
velopments that might possibly result in 
additional business. 

“Sounds easy, doesn’t it? It can be 
profitable too, especially when you re- 
late the commission to the actual time 
devoted to the sale and maintenance of 
this business. A typical small Group 
case, involving 15 people with life insur- 
ance, accident and sickness and major 
medical benefits, could easily produce an 
annual premium of $2,400. I believe you 
will agree that your time would be well 
spent when you consider that two such 
cases a year would mean an added $1,000 
in commissions in your agency. Even 
more important, you would automati- 
cally have access to 15 new prospects 
for every line your agency has to offer. 
Worked properly, there is no faster 
means of obtaining prospective cus- 
tomers.” 


T. Alfred Fleming Dies 


(Continued from Page 26) 
started him on his career in fire preven- 
tion. In this fire 175 children lost their 
lives. 

His fire prevention activity caused 
Gov. James M. Cox of Ohio, to appoint 
him Ohio state fire marshal in 1917. He 
was elected president of the Fire Mar- 
shals Association of America in 1918 and 
in 1919 joined the National Board to 
develop public education programs in 
fire prevention. 

Since his retirement in 1950 from the 
National Board he had been living in 
Shaker Heights, Cleveland suburb. 





Approves Lower Liab. Rate 


North Carolina Insurance Commis- 
sioner Charles F. Gold approved four 
rate reductions in rate filings by Na- 
tional Grange Mutual and refused re- 
duced rates on a fifth filing. 

Effective October 15, the following re- 
ductions are approved: 5% on automo- 
bile liability policies; 15% on certain 
classes of general liability; 10% on auto- 
mobile collision, and 15% on auto fire, 
theft and comprehensive. 

The commissioner turned down a 15% 
reduction applied for on fire, allied lines 
and homeowners. 


Buyers to Attend Kemper 
Course Sept. 28-October 10 


Twenty-three businessmen from nine 
states and Canada will attend the eighth 
annual insurance buyers course spon- 
sored by the Kemper Group at the Mu- 
tual Insurance Institute, Chicago, from 
September 28 through October 10. 

William J. Ryan, director of education 
and training for companies in the 
Kemper Insurance Group, reports that 
registrants for the course come from 


California, Colorado, Connecticut, Illi- 
nois, Indiana, New Jersey, New York, 


Pennsylvania and Wisconsin. 


The course was developed in 1952 
after a survey made by the Kemper In- 
surance companies among 1,500 insur- 
ance buyers of large corporations indj- 
cated a desire for such instruction. 

Classroom sessions in the two-week 
course provide a concentrated review of 
casualty insurance coverages from the 
buyer’s viewpoint, Subjects covered in- 
clude compensation, general liability, 
bonds and burglary, boiler and mz vchin- 
ery and automobile insurance in addition 
to subjects of general application such 
as legal liability, financial statements and 
retrospective rating. 
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National A. & H. of Philadelphia Buys 
Bldg. for Home Office; to Move in Nov. 





New Home Office Building of National A. & H. Insurance Co. in Philadelphia 


Thorn W. Mock, president of National 
Accident & Health of Philadelphia, an- 
nounced this week that the company has 
purchased the two-story office building 
(22,000 square feet) at 230 North 13th 
Street, that city, from Warner Bros. 
Pictures Distributing Corp. This build- 
ing, which will be remodeled and com- 
pletely air conditioned, will ‘thouse the 
general offices of the National, includ- 
ing its Philadelphia district office. 
Executive offices will be located on the 
top floor which will also contain a 
theatre-type meeting room with seating 
capacity of 50 persons. 

For many years the National has 
maintained its home office at 242-244 
South Eighth Street, Philadelphia. Mr. 
Mock estimated that the move from that 
address should be completed in Novem- 
ber. 

He stated this week that “the accele- 





N. Y. Brokers to Hear A.&H. 
Talk Sept. 30 by W. Harmelin 


Business uses of A. & H. insurance 
will be featured at the first fall forum 
meeting sponsored by the Greater New 
York Insurance Brokers’ Association. 
The meeting will be held Wednesday, 
September 30, at Sheraton McAlpin 
Hotel, New York, starting at 7:30 p.m. 

William Harmelin, supervisor of the 
Harmelin agency, general agent for Con- 
tinental Assurance, in downtown New 
York, will be the guest speaker. 

A-MDRT member as well as author 
and lecturer, Mr. Harmelin has been 
dosely identified with the development 
of successful A. & H. sales approaches 
or both business and personal cases. 

The forum program, according to 
Marshall Rubenstein, head of the asso- 
tiation’s education and forum committee, 
iSanother in the series “designed to help 
producers build up production in de- 
irable lines of business.” 

r. Harmelin is a member of the asso- 
tation’s board of directors. 


rated growth of the company in the last 
few years, which, for the year to date 
is approximately 11% ahead of 1958 in 
premium volume, and the excellent re- 
sults achieved from our recent entrance 
into the Ordinary Life field, have neces- 
sitated this move to more efficient 
offices.” 





Head S. D. Blue Shield 


The South Dakota Blue Shield elected 
Dr. Donald Breit of Sioux Falls, presi- 
dent. Dr. C. J. McDonald, president 
since the corporation was founded in 
1956, was named medical director. G. L. 
Hill, Aberdeen, was named to the board 
for a three-year term. 


26 Unions Threaten 
“Blues” Plans Here 


WOULD BUILD OWN HOSPITAL 


A.F.L.-C.1.0. Speaker on Move to Study 
$750 Million Project; Would Need 
Employer Sanction 








‘Labor unions threaten to build their 
own hospitals, start an insurance plan 
of their own and possibly train their 
own doctors in New York, according to 
Harry A. Van Arsdale, president of New 
York’s Central Labor Council. 

Speaking at the A.F.L.-C.1.O. conven- 
tion in San Francisco this week, Mr. 
Van Arsdale said that 26 major labor 
unions are considering a $750 million 
plan as their answer to “sweatshop 
health standards in the city and con- 
siant rises in Blue Cross-Blue Shield 
rates.” : 

The speaker made it clear that the idea 

was the result of bitterness caused dur- 
ing last spring’s seven-week strike of 
non- professional workers at seven of 
the city’s voluntary hospitals. 
_ “We have sweatshop health standards 
in our hospitals,” asserted Mr. Van Ars- 
dale, who championed the workers’ cause 
during the strike. “They underpay their 
statfs and underserve their patients. 
They make no accounting to the public. 
Yet we are confronted with skyrocketing 
costs that must be paid out of our wel- 
fare funds. . 

“Blue Cross has gone through the 
motions of providing community repre- 
sentation on its board, but is a farce. 
Labor is outvoted 5 to 1. The program 
is under the control of big business and 
the hospital administrators. We intend 
to develop a program that will benefit all 
the people of the city.” _ 

Mr. Van Arsdale said the hospitals 
and health plan will be financed out of 
the 26 unions’ pension and welfare fund 
reserves totaling $750 million, provided 
the idea receives a green light from a 
committee appointed to look into the 
soundness of. 1t. 


To Report Next Month 


The committee—which is headed by 
Louis Hollander, international vice presi- 
dent of the Amalgamated Clothing Work- 
ers and chairman of the executive com- 
mittee of the State AFFL-ClO—will re- 
port next month on the progress of its 
investigation, Mr. Van Arsdale said. 

Since the pension and welfare funds 
are under joint. labor-management trus- 
teeships, the unions would need employer 
approval of their plan before they could 
go ahead with it. 
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INCOME SECURITY A. & S. 
Our Best Seller 


Brokers who are anxious to give their clients the best in 
Accident & Sickness protection should get acquainted with 
our Income Security A. & S. policy. 
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benefits, even for life, for total disability; (2) six months’ 
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confinement; (4) supplemental coverage by rider for hospital 
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DESIGN FOR '59? 


John Hancock 
Major Medical Policy 
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and Long Term Renewals 
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Major Medical Plan Of 
Springfield-Monarch 


AVAILABLE AT AGES 18 TO 65 





Qualifying Age Extended From Age 60; 
Special Benefits for Premium 
Payment Annually 

Springfield-Monarch Insurance Com- 
panies have issued a new major medical 
expense plan that is guaranteed con- 
tinuable for life and obtainable by men 
and women between the ages of 18 and 
65 who do not already have this type of 
coverage. 

Newest feature of the companies’ im- 
proved Major plan is the extension of 
the top qualifying age from 60 to 65, in 
line with Springfield-Monarch policy of 
making all coverages as liberal as pos- 
sible. 

The plan pays 75% of all covered hos- 
pital and medical expenses over a se- 
lected deductible amount and up to a 
selected maximum amount ranging as 
high as $10,000. 

The deductible amount may be $300, 
$500, or for those who do not have even 
ordinary hospital, surgical or medical 
coverage, $50. When the premium is 
paid on an annual basis, the maximum 
amount payable is increased by 10% and 
the percentage payable to 80%. 

Those who are eligible for the plan 
may include their wife, if she is not over 
65, and unmarried, dependent children 
under 19. 


Additional Benefits, Guarantees 


The plan also includes these addi- 
tional benefits and guarantees: Guaran- 
teed continuable for life at rates in 
effect on the date of renewal for all simi- 
lar policies. To age 65, the rate is based 
on the original insuring age; thereafter, 
on the age 65 rate. 

It cannot be cancelled nor altered in 
form by the company. 

There is no limit to the number of 
claims an insured may have, and no re- 
duction in benefits at any age. 

Benefits cannot be reduced nor can 
premiums be increased because of a 
change to a more hazardous occupation. 

Dependents whose coverage termi- 
nates for other than non-payment of 
premium, may without evidence of in- 
surability secure an individual policy 
providing substantially the same cover- 
age, 





James J. Farrell Dead 


James J. Farrell, who died on Sep- 
tember 9, was chief underwriter of A. & 
H. for Metropolitan Life. He started 
with the company in 1926 and became 
well known and liked in A. & H. circles. 
He was a member of the Accident & 
Health Club of New York for over 30 
years, 
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Select Security For 
Substandard Risks 


ISSUED BY MUTUAL OF OMAHA 


D. D. Ulfers Explains New Line of 
Rated Risk Policies; Augments 
Senior Security Plan 


D. D. Ulfers, Mutual of Omaha execu- 
tive vice president 
indicated the company’s new aim 
with an- 
Security 


and product coordi- 


nator, 


of “something everyone” 
nouncement of a new Select 
Plan. These are rated risks policies for 
individuals normally referred to by the 
industry as substandard risks. 

“We now offer insurance for almost 
everyone—a_ policy for every home, 
thanks to the addition of a completely 
new line of rated risk plans,” Mr. Ulfers 
declared. The Select Security Plan in- 
cludes a hospital policy with daily room 
benefits, purchasable in amounts up to 
$25, surgical and miscellaneous expense 
bene fits and an income protection policy. 

‘This is insurance for people who 
need it most, and the addition of this 
line means that more people than ever 
before in the history of health insur ance 
are eligible for some type of protection. 

M-. Ulfers pointed out that Mutual’s 
regular line has been augmented by the 
recent addition of Senior Security Plans 
for elderly folks and now by the Select 
Security Plan. He explained that the 
rated risk plans were not “loss leaders,” 
but rather permanent parts of Mutual’s 
insurance coverages 

The hospital insurance policy is not 
a term contract. Mr. Ulfers emphasized 
that under the provisions of Mutual of 
Omaha’s lifetime renewal safeguard, the 
policy cannot be cancelled because of the 
number of times a person uses it—and 
the policy is renewable for the life of 
the policyowner. He also explained that 
the coverage on the hospital daily room 
benefits was first-day coverage for acci- 
dents and all sicknesses—there are no 
qualified health conditions which cause 
a deductible period to be put in force. 


System of Graded Premiums 


Mutual of Omaha is referring to the 
plan as a rated risk program, and claims 
that under this coverage, no one is sub- 
standard. Mr. Ulfers said that this was 
possible by grading the premiums in 
accordance with the seriousness of a per- 
son’s impairment. 

“For example,” he said, “a person pre- 
viously uninsurable because of an allergy 
or deafness should not be required to 
pay the same rated premium as a person 
with major heart and circulatory troubles. 
Hence, the less seriously impaired appli- 
cant pays a much lower premium than 
does the major heart disease victim. 
3ut they both have the same basic cov- 
erage in time and duration and in scope 
of coverage 

The impairment which classified the 
applicant can be covered as fully as any 
accident or new sickness. He stated that 
this is the most important part in the 
philosophy behind Mutual’s coverage. 
“What should be the value of coverage 
issued to these people that did not in- 
sure them fully for the impairment 
which previously was uninsurable? We 
have for many years issued ridered pro- 
tection to people eliminating benefits for 
the diseases or impairments they already 
have. To be truly of value to the appli- 

cant, we must have a pjan which covers 
him fully for his impairment as well as 
for all other conditions. The Select Se- 
curity Plan is our answer,” Mr. Ulfers 
declared. 

“We can insure about 96% of all im- 
paired people, including those with can- 
cer, heart trouble,.TB and many other 
major diseases. The only inflictions we 
will not insure are those sometimes con- 
sidered incurable, such as lukemia, drug 
addiction and multiple sclerosis. Even 
in these cases, Mutual of Omaha will 


for 





accept the person as a rated risk if he 
has recovered and been symtom-free for 
two years.” 

Mr. Ulfers pointed out that even the 
impairment which classified the appli- 


Stanley Brooks Promoted 
By American Casualty 


STANLEY BROOKS 


Stanley Brooks has been gree un- 
derwriting superintendent of the A. & H. 
association Group division of the peeks 
can Casualty. 

Mr. Brooks, who joined ACCO in Jan- 
uary 1958 as an underwriter for impaired 
risks and guaranteed renewable policies, 
tor 


has been in the insurance business 
14 years. 
He started with New Amsterdam Cas- 


ualty in 1946 as a claim examiner and 
later served with the Firemans Fund for 
five and a half years as an underwriter 
for all Accident & Health lines. In 1952, 
he joined Berkshire Life as manager of 
that company’s A. & H. underwriting 
and claims division. 





cant can be fully covered under the mis- 
cellaneous expense and surgical parts of 
the hospital plan. 

“The simplicity of the hospital plan 
is important, for Mutual of Omaha’s field 
underwriters will have no difficulty in 
determining the premium because of our 
classification system. And the _ policy- 
owner can better understand our cover- 
age—since he has no deductible periods 
and is covered for all sicknesses and 
accidents with exactly the same protec- 
tion. Of course, our sales force is pleased 
with the lifetime renewal s afeguard pro- 
vision.” 

Income Protection Plan 


3eing introduced simutaneously is an 
income protection policy for rated risks. 
This plan may be purchased in 
amounts of up to $300 a month or 
up to 75% of a person’s income if under 
$300 a month. The income plan pays for 
up to 12 months for each separate 
accident or confining sickness. The 
plan’s renewal safeguard is in effect 
until] age 65 or until a person fetires, 
whichever is earlier, There is a 14-day 
deductible period on all plans, and the 
same deductible period covers all sick- 
ness and accidents. The premiums are 
established in much the same manner 
as on the hospital plans, with the less 
seriously impaired persons paying less 
for their coverage. 

Mr. Ulfers said that the new plans 
were being provided this month in 36 
states where they were approved, with 
introduction elsewhere to take place as 
the plans are approved 

“This is an excellent example of free 
enterprise at work,” said Mr. Ulfers. 
“We are proving that private insurance 
firms are attempting to provide the cov- 
erages needed by the peeople of our 
country—regardless of age or physical 
condition. It is the voluntary way of 
doing ‘business. We expect public ac- 
ceptance to be as overwhelming as it 
was on our Senior Security Plan for 
people age 65 and over.” 








Training An A. & H. Agent For Success 


By W. Haro.p Petersen 
American United Life, Indianapolis 


The author of this article is superin- 
tendent of agencies for his company and 
director of the Disability Insurance Tra:n- 
ing Council (DITC). The subject matter 
of the article was delivered as a speech 

“Training for Success” at this year’s an- 
nual convention in French Lick, Indiana 
of the International Association of Acct- 
dent & Health Underwriters. 

If our recruiting and selection has been 
right we can assume at this point that 
we have a man with success potential. 
Our efforts at training this man must 
however anticipate problems that con- 
front every salesman and_ particularly 
insurance salesmen. 

The pre-contract training period is 
an excellent device to give you time in 
which to more adequately judge the re- 
cruits chances of success and it gives 
him a chance to get the feel of the busi- 
ness before severing his existing rela- 
tionship. 

In pre-contract training he will be 
sold on—I. Insurance selling as a career 
2. Sold on you and your agency 3. Sold 
on your company 4. Sold on your train- 
ing program. 

The pre-contract training will be done 
at night or on week ends so as not to 
interfere with recruit’s present job. The 
training should have two definite pur- 
poses as to subject matter. 

1. Preparation to pass license require- 
ments. 

To be familiar enough with field 
underwriting and policies so that he can 


start ‘selling immediately on contract 
date. . i 
Many successful general agents and 


managers take the recruit to the field 
during pre-contract training on joint 
sales effort. Commission arising from 
these sales are put in an interim ac- 
count and become payable to the man 
when he is licensed and after he has 
signed his contract. 


Pre-Contract Subject Matter 


1. State Insurance Department publi- 
cations are available to help prepare for 


specific examination questions partic- 
ularly as to the state laws governing 
insurance and insurance selling. 


An understanding in general of the 

history of and the needs for insurance. 

3. An understanding of one or more 
policies of the company and how to use 
the rate book. 

4. A sales talk including closing tech- 
niques. 

5. How to prospect. 

During pre-contract training it should 


be stressed that the is learning how to 
sell insurance; not merely folléwing an 
academic study of the subject of in- 


surance. 

To supplement company materials, the 
rate book, policies and the State Insur- 
ance Department publications, two ex- 
Insurance Research 


cellent texts are: 
& Review Service’s Course in Sickness 
and Accident Insurance, and “Guide to 
Accident and  Sickness’—by Robert 
Osler of Rough Notes Co. 

Selected chapters from those books 


will aid in pre-contract training. If 
the recruit signs a contract the balance 
of the text can be used to carry through 
the post contract training. Example: 

1 R. & R.’s Book—a. Sickness and 
Accident Insurance b. On the Thres- 
hold c. Why S. & A. Is A Good Busi- 
ness For You d. S. & A. Prospecting 
e.S. & A. Selling f. Organizing for 
Profitable Field Activity 

2. Mr. Osler’s book—a. History and 
Development of A. & S. b. Opportunity 
of the Business c. The ingredients of 
A. & S. policies d. The application e. 
Regulation of the business. 

The remaining chapters would work in 
well for post contract training. 








Maintain Balance Between Selling 
and Education 
Here is the area of problems from the 
general agent’s or managers standpoint. 
It is difficult to keep a balance between 
production and continuing education, 
Training to a large extent is the de 
velopment of good habits. It is neces 
sary therefore to work out a_ practica] 
but rigid routine for the new mean He 
must get in the habit of studying, pros 
pecting and selling every day at pre- 
determined times. 
As an example, 


the new man may be 


required to report at the office at 8: 
a.m. to devote one hour to study and 
self development such as practice with 


telephone technique, ete 
area for the temptation 
He must be 


his sales talk, 
This is a danger 
to care for details is great. 
out se‘ling by 9:00 a.m. 

For one hour at the end of the day 
after giving a full day to selling and 
prospecting, he may take care of mail, 
making reports, consulting with his man- 
ager or supervisor. 

This man needs close supervision dur- 
ing this habit creation period. It’s like 
learning any skill. A bad habit is ac- 
centuated by wrong practice. A_ sales 
talk, a prospecting technique, and tele- 
phone technique must be perfected and 
become a strong habit before on the 
spot occasional field supervision can be 
turned off. 

Additional Training 


Post Contract Materials—l. Continua- 
tion of the two previously mentioned 
texts. 

2. Company rate 
rules, sales materials. 

Additional Training Facilities — 1, 
DITC—available immediately to anyone 
interested in the insurance — business, 
Sponsored by local A. & H. Underwriter 
Associations, Tuition—$40 including text 
books and visuals. 

2. LUTC—A. & S.—available to men 
with one or more years of life insurance 
experience. Sponsored by local life Un- 
derwriter Associates. Tuition—$40_ in- 
cluding text books. 

In both cases a qualified moderator, 
who is experienced in selling A. & S, 
leads weekly class meetings in discus- 
sion covering the text materials studied 
preceding the class period. Classes run 
for 12 consecutive weeks. 

LUTC. A. & classes are run in the 
spring. DITC classes are run spring and 
fall unless there are LUTC A. & §. 
classes in the area in which case DITC 
spring classes are not organized, to 
avoid complication. 

Many companies have the problem of 
teaching one line of insurance first then 
the other. LIAMA reports an increas- 
ing trend to integrated training based 
upon the personal insurance theory. 

The same prospecting methods and 
sales techniques can be used for either 
life or A. & S. Only the details vary 


book, underwriting 


Make Training LIVE. Knowledge 
without use is a powerless asset. Dem- 


onstrate to your men how knowledge 
put together in a logical sequence makes 
a powerful salesman. 


Davis W. Gregg Book Out 


“The Life and Health Insurance Hand- 
book,” edited by Davis W. Gregg, Ph.D, 
CLU, has been published by machen D. 
Irwin, Inc., Homewood, Ill. Dr. Gregg 
is president of the American College o 
Life Underwriters. 

Over 100 leading authorities have cot 
tributed to the handbook. It represents 
a practical volume of life and _ health 
principles and practices. Price of 1,0 
page book is $14.50. The publishers art 

making available a “10-day approval 
copy” of the handbook. 




























































, 1959 


~ESS§ 


ling 


”m. the 
dpoint, 
etween 
tion, 

he de 
neces 
ac tical 
n He 
, pros. 
t pre- 


1ay be 
it 8:0) 
lv and 
e with 
ie, Ce 
Ptation 
ust be 


ie day 
2 and 
r mail, 
; man- 


n dur- 
’s like 
iS ac- 

sales 
1 tele- 
~>d and 
mn the 
can be 


itinua- 
itioned 


vriting 


inyone 
siness, 
writer 
g text 


) men 
urance 
‘e Un- 
10 in- 


erator, 

& S, 
liscus- 
tudied 
~S run 


icreas- 
based 
ry. 
s and 
either 
vary 
wledge 
Dem- 
wledge 
makes 


ut 


Hand- 
Ph.D, 
ard D. 
Gregg 
ege ol 


e con 
esents 
health 

(000. 
rs are 
proval 





September 25, 1959 




















The man from Travelers can cover all the bases 


There is a distinct advantage in representing The 
Travelers—the company that offers every kind of 
insurance a business or individual needs. For as a 
true multiple-line Travelers agent, he’s got all the 
bases covered. 


Today, approximately 100 basic types of insurance 
in nearly 1,000 different forms are issued by The 
Travelers Insurance Companies. This makes it pos- 
sible for The Travelers agent to sell any type of 
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insurance, and through only one home office. And 
he has a continent-wide claim service to support him. 


There are many advantages in being an agent for 
a multiple-line company. The best way to find out 
how much this can mean is to get in touch with The 
Travelers office nearest you. See what they have 
to say—learn how well Travelers agents are doing. 


Why not call or write today? 


3 FAMILY INDED. 
%, 


- Insurance Companies 


HARTFORD 15, CONNECTICUT 


All forms of business and personal insurance including Life « Accident » Group « Fire » Marine « Automobile « Casualty » Bonds 























One of Gershwin’s best programs 
came from The Man from Equitable 


Gershwin’s insurance program was composed by 
The Man from Equitable—a man who's been ap- 
plauded a hundred years for insurance writing. This 
year, during the Hundredth Anniversary, there’s 
even more to applaud. New graded premiums, for 
example. New lower rates for women on larger size 


policies. Or the guaranteed insurability option, And 
more. It’s all being explained regularly on poucLas 
EDWARDS WITH THE NEWS, over nationwide CBS-TV. 
No wonder so many top underwriters enjoy being 
The Man from Equitable! Applause is good for the 
ears. Doesn’t hurt the pocketbook, either. 


Living Insurance from EQUITABLE 


The Equitable Life Assurance Society of the United States ©1959 
Home Office: 393 Seventh Avenue, New York 1, N.Y. 














